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| AMA to Hold Its 
' Spring Meeting in 
New York May 19-21 


‘Catastrophe Medical Coverage, Ex- 
cess Property Insurance Are 
Included on Program 


| TALKS ON INFLATION, TAXES 


Case Studies From Files of Day-to- 
Day Experiences; Panel on In- 
surable Values, Risk Analyses 


The American Management Associa- 
tion announces that it will hold its 
spring insurance conference from May 
19 to 21, at the Hotel Statler in New 
* York. Approximately 700 corporation in- 
surance buyers and representatives of 
the insurance industry from all parts of 
the country are expected to gather for 
the meeting. 
Experience with the recently intro- 
duced catastrophe medical coverage- 
insurance against the heavy costs of 
major illness—will be revealed by A. M. 
Wilson, underwriting manager, accident 
“and health department of Liberty Mu- 
tual, Boston. The question of adequate 
insurance protection for traveling em- 
ployes will be covered by W. Edgar 
Kipp, assistant secretary of the Indem- 
" nity Insurance Co. of North America, 
Philadelphia. 
Banker on Inflation 


Fred F. Florence, president of Repub- 
' lic National Bank, Dallas, Tex., a lead- 
/ ing figure in banking circles in the 
- Southwest, speaking before a luncheon 
session, will analyze the degree of in- 
flation in the economy today. 
| For the first time at any AMA insur- 
"ance conference, a “workshop exhibit” 
will be held at the May meeting. Mate- 
fial sent in by insurance buyers from 
companies all over the country will be 
on display. The exhibit will include rec- 
ords and forms used for keeping loss 
"Statistics, for inter-company educational 
-imsurance bulletins, manuals giving su- 
Pervisors basic information on insurance, 
the types of reports insurance buyers 
Send to management and similar mate- 
tial. 
Influence of taxes in company insur- 
ance programs, including its impact on 
“business life insurance, self-insurance 
' funds, trusteed funds, and loss adjust- 
“ments, will be discussed at the confer- 
“ence by James P. Murtagh of Simpson, 


(Continued on Page 38) 
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Batting Average 


Many underwriters do bookkeeping on their individual sales, 
a careful record of the number of prospects they start with, how 
many pre-approaches, calls. interviews, sales talks, commissions. 
From these records they can figure out how many dollars a call 
is worth to them and, conversely, how much money they lose by 


not making a call. 


Thousands of other Americans continuously carry on a study 
of this kind in another field. Baseball enthusiasts keep or read 
the score of every game in the playing season. They learn how 
many times each player was at bat and how many hits, runs and 
errors he made. From these scores are figured “averages” for every 


layer in the big leagues, batting, fielding, pitching averages. 
piay £ 4 £ & | & o 


Some idea of the universality of this custom may be had when 
we think how large a proportion of the national conversation it 
controls. Recording the baseball averages is the most popular 
large-scale analysis there is. The averages ultimately help to de- 
cide the size of the salaries in a very big business. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


























Equitable Society 
Has $8.390 Billion 
Group In Force 


Ordinary Insurance Increased 
$445,600,000; Assets Passed 
$6.094 Billion Past Year 


PARKINSON ON INVESTMENTS 


Two Decades of Accomplishment: 
Freight Cars, Diesel Engines, 
McCarthy Oil Loans Discussed 


In his annual report to the board of 
:quitable Life Assurance Society for 
year ending December 31, 1951, President 
Thomas I. Parkinson said Ordinary life 
insurance in force increased $445,600,000 
during the year to a total of $8,260, 
800,000. 

Group life insurance in force at end 
of the year amounted to $8,390,200,000 
excluding $453,000,000 administered by 
the Society but reinsured with other 
companies. In addition to the large 
amounts of life insurance protection the 
volume of other forms of protection 
Individual and Group Annuities and the 
Group coverages in accident and health 
fields, has increased until slightly more 
than half of the Society’s premium in 
come is now derived from coverages 


other than life insurance. 


Assets Pass $6.094 Billion 


Total admitted assets at end of the 


vear were $6,094,900,000, an increase dur 
ing 1951 of $411,356,000. New individual 
life insurance paid for during 1951 was 
$781,000,000, or $29,000,000 more than 
amount paid for in 1950. During 195] 
the Society put into effect two additional 
classes of substandard business so _ it 
might grant insurance to somewhat 
more highly impaired risks than it had 
previously accepted. The Society also 
negotiated a reinsurance contract 
through which it can issue policies for 
amounts of insurance in excess of its 
own retention. During the year it im- 
proved its plans for Salary Savings in- 
surance. “As a result of a careful analy- 
sis,” said President Parkinson, “we 
found that expense savings due to the 
employer deducting the premiums and 
remitting them ‘to the Society justified 
our granting a reduction of 3% in our 
regular individual monthly premium 
rates. Thereby an employer can give 
his employes a valuable advantage in 
their purchases of individual contracts 
through his willingness to make the 
monthly deductions from payroll. 


In-Hospital Major Expense Policy 


In summer of 1951 the Society 
launched its In-Hospital Major Expense 
policy. This coverage, like the coverage 
in automobile insurance, places on the 
insured the loss up to a fixed minimum 
and any further loss is then covered by 


(Continued on Page 6) 
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HELP YOU SELL MORE LIFE INSURANCE 


Building careers in life insurance is his job. Energy 
and experience and the rare knack of making sales- 
men are his stock in trade. Freely, he passes along his 
skill and knowledge to the men he trains. Constantly 
he watches them develop . . . detects and helps cor- 
rect weak spots in their techniques . . . inspires and 
spurs their ambition to make the most of their abili- 
ties. Look behind almost every success story in life 
insurance selling. Somewhere you re likely to find his 
mark: the Agency Supervisor—teacher .. . coach... 
guide . . . advisor. He helps turn recruits into sea- 
soned salesmen . . . he’s the driving force that keeps 
an agency's sales machinery in high gear. 


One of a series of advertisements 
dedicated to the men and women 
whose skill, knowledge and effort 
contribute so importantly to the 
life insurance salesman’s success. 


“ETNA LIFE INSURANCE COMPANY 


HARTFORD 15, CONNECTICUT 
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State Mutual Life 


‘ield Conference 


Held at White Sulphur Springs 


There is no better way to begin this personal story about the “1952 
Assurance Company’s official family and 


Conference” of the State Mutual Life 


By WituiaM L. Hapiey 


Jusiness 


the Field Production Personnel who qualified for attendance at the ay ya 


which was held at The Greenbrier, White Sulphur Springs, W. Va., 


April 7, 8 and 


9, than to use the words of welcome of President H. Ladd Plumley, gracing the 


oficial program, in which he said: 

“How heartwarming it is to have the 
State Mutual family together again! 

“Old friends and new—we welcome 
vou all. The friendliness of State Mu- 
tual people is a tradition this con- 
ference will be living testimony of that 
characteristic. Field veterans know this. 
Those of you who are attending your 
first State Mutual Conference will, | am 
sure, discover it for yourself and be in- 
spired thereby. 

“Your presence here is evidence of 
personal achievement. Congratulations 
to all for meeting or exceeding the quali- 
fying requirements. 
““We meet to discuss field problems 
and to exchange ideas with each other. 
May you find added inspiration to meet 
the tests of the times and may you carry 
home memories of the good times we 
are enjoying here together.’ 

The last business conference of the 
State Mutual was held at The Green- 
brier in March of 1950. The late George 
Avery White was then president of the 
company. At the opening session of 
this year’s conference at the request 
of President Plumley the entire as- 
sembly of home office personnel and 
production personalities, together with 
their wives, stood in silent prayer in 
honor to his memory. 

There is something very warm about 
this State Mutual family. To be with 
them is to feel that you are part of a 
pulsating organization destined to go 
out and do worthwhile things aligned 
with the big business of life insurance. 
The records achieved year after year 
speak eloquently of the job they are 
doing and point out they are definitely 
on the march. It is mighty hard to ham- 
string an organization ge eared to ac- 
complish as this one is. 

There are many new faces in the 
State Mutual production picture. They 
are mostly young and vigorous. They 
are buttressed about by the veteran 
oldsters who have been campaigning for 
many years. They are coming into pro- 
duction and management prowess to 
take over where and when the older 
trailblazers pass the business-building 
baton on to them. They are being 
schooled for their job through practical 
methods. They are willing students, 
fired with ability to make good. They 
will make good. 

Since the last conference at The 
Greenbrier the State Mutual has taken 
on a new president, H. Ladd Plumley. 
He takes up the work so ably carried 
on by illustrious predecessors. State 
Mutual tradition will be carried on and 
amplified because he has been grounded 
in those things which have made State 
Mutual a vigorous institution. In_ his 
initial appearance before the State Mu- 
tual family at The Greenbrier, President 
Plumley was warmly received as he 
greeted the associates of the company 
at the Field Conference of 1952. 

At the Conference banquet he made 
a fine impression on the assembled di- 
ners through the delivery of a strong 
address of a most serious nature. He 
talked under the title “Till We Meet 
Again.” Something of what he had to 
Say will be found in another part of this 
coverage of the conference. 

State Mutual to Enter Accident and 

Sickness Field 
At the opening session of the con- 


Vice President and 
Superintendent of Agencies 





ROBERT H. DENNY 


ference President Plumley announced 
that the State Mutual would actively en 
ter the personal accident and sickness 
underwriting field. The announcement 
brought cheers from the delegates and 
their wives. He said this would be ac- 
complished just as soon as personnel and 
policy forms were implemented. It was 
his thought that it might be done in the 
latter part of 1953. Sooner if practicable. 

State Mutual Regionals for 1953 

The business of life insurance literally 
thrives on competition. There is compe- 
tition of the inter-company type going 
on all the time, apart from that of com- 
pany against company. The great busi- 
ness conferences of individual companies 
are made possible through competition 
among the individual salesmen and sales- 
women. They vie with each other for 
the honor and privilege of attending the 
conferences, 

In 1953 the State Mutual will have two 
Regional Conferences. The Western 
Regional Conference will be held April 
22, 23 and 24, at the Edgewater Beach 


Hotel, Chicago. The Eastern Regional 
Conference will be held May 13, 14 and 
15, at the Sky Top Club, Sky Top, 
Penna. 

The period of qualification for State 
Mutual Associates for these twin educa- 
tional seminars will run from April 1, 
through December 31, 1952. 

Opening Session of Conference 

At the opening session of the confer 
ence following group singing led by 
State Mutual Conference “cheer leader 
and song propeller’ Elmer L. Beesley, 
general agent, Syracuse, N. Y. (An ac- 
tion picture of Elmer will be found in 
another column) the ever popular 
Robert H. Denny, vice president and 
superintendent of agencies, held forth 
with words of welcome to the delegates. 
Later in the session he engaged in the 
pre sentation of production awards. Names 
of winners appear on page 27. 

Just prior to the last named action of 
Vice President Denny, there was the 
greeting from President Plumley, indi- 
cated at the beginning of this story of 
the conference. Following the president 
there was greetings from the president 
of the General Agents Association, John 
B. Nothhelfer, general agent at Chicago. 

At the entrance to the general ses- 
sion auditorium there was found a most 
extensive Sales Promotion Exhibit. It 
contained the sales material currently 
used by State Mutual salesmen and 
saleswomen. On hand were several home 
office folk who have to do with that 
part of company activities to answer 
questions asked by agents about various 
pieces in the fine exhibit. This exhibit 
was arranged under the personal super- 
vision of Donald G. Mix, CLU, sales 
promotion manager. 

Another interesting and extensive ex- 
hibit provided for the delegates had to 
do with agency training and manage- 
ment. This exhibit was arranged under 
the personal supervision of Charles W. 
Earnshaw, CLU, training director of the 
State Mutual. 

There was almost constant activity in 
the vicinity of both these exhibits 
throughout the entire time of the con- 
ference. 

Sales Seminars 

An interesting feature of this State 
Mutual Conference was a number of 
sales seminars which were held on Tues- 
day, April 8. The topics and panels 
were as follows: 

Direct Mail Panel 


Edward F. Haldeman, 
leader; Arthur H. Loux, 
Waller, Caspar S. Garrett. 

Advanced Underwriting Tax, Estate 

Planning Panel 

C. Robert Schar, CLU, discussion 
leader; Raymond A. McConn, Donald L. 
Jarber, William A. Waldman. 


Prospecting Methods Panel 
William J. Killea, IIT, discussion 
leader; Maurice Dubofsky, John  D. 
Myers, Donald L. Edwards. 


Business Insurance Panel 
Frankland F. Stafford, discussion 
leader; Richard H. Bell, Norton Ives, 
Delman B. Clark, Hugh M. MacKay. 
Programming Techniques Panel 
Kenneth L. Means, discussion leader; 
Charles W. Bennett, Donald W. Ayres, 
Charles W. Earnshaw, CLU. 


discussion 


William W. 


Group Panel 
Sanford R. Meson discussion leader; 
Louis A. Hellming, S. Clarke Johnston, 
Earl Juers, Margaret F. Lewis. 





President 


H. LADD PLUMLEY 


Home Office People Attending the 
Greenbrier Conference 
FE Laggan Piney: is ocs0s ence: President 
Robert H. Denny.......... Vice President 
and Superintendent of Agencies 
Irving T. F. Ring 
Vice President and General Counsel 
John P. Sedgwick 
Financial Vice Pres dent 
FieGiiye oie Saye Controller 
Charles F. Harris..Underwriting Director 
William C. Johnstone. ‘ Actuary 
Alan R. Willson..Secretary, Group ‘Division 
Denald-L. Barbér2. 22...-4 3 Tax Analyst 
Carroll C. Beach, Jr., M.D. 
Medical Director 
(Continued on Page 24) 
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JOHN B. NOTHHELFER 
President, General Agents Association 
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STATE MUTUAL LIFE AT WHITE SULPHUR SPRINGS 








President Plumley On Current Trends 


Warns Against Threat of Creeping Socialist State; Impor- 


tance of Preserving Individual Initiative; Strength of 


At the State Mutual Conference ban- 
quet held at the Greenbrier, White 
Sulphur Springs recently, H. Ladd 
Plumley, president of the company, dis- 
cussed some current trends in the coun- 
against a growing 
type of 


warned 
toward a 


try and 


tendency national 
socialism, 

“You may that 
would-be leader of the 
Party, Aneurin Bevan, a few weeks ago 
saying, 


rambunctious 
Labor 


recall 
3ritish 


was quoted in the 
‘There’s probably nothing wrong with 
the United States that 
socialism won't cure,’” said Mr. Plumley. 
“Even though we don’t agree with Mr. 
Bevan it seems to me we would do well 
that such a remark may indi- 


press as 


a good dose of 


to admit 
cate that a number of people are inter- 
ested in having us progress toward a 
socialistic state. Further, these efforts 
will probably come both from without 
the country and from our own citizens 
who are misguided, misinformed and 
largely unsuccessful in normal pursuits. 
And socialism comes, not with a Con- 


stitutional Amendment, but slowly by 
apparently insignificant and unrelated 
acts. 


“Not long ago a group of us were 
privileged to hear one of the leading 


Leading General Agency 





President Plumley makes delivery of 
President’s Club Cup to winner Ross 
M. Halgren, G.A., Indianapolis. 


teachers in the Harvard Medical School 
when speculating on this very subject, 
tell of an experiment which they per- 
formed in their laboratory. This experi- 
ment concerned the reactions of reptiles, 
animals and humans, to danger. In the 
first part of their experiment they placed 
a pan of boiling water upon a stove 
but with no flame beneath it. Into this 
water they dropped an ordinary bullfrog, 
His reactions to injury and danger were 
immediate and with one great jump he 
removed himself from hot water. A short 
time later, for I understand that the 
memory of bullfrogs is not prodigious, 
the same pan with cold water was 
placed upon the stove with an extremely 
low flame underneath. The same bull- 
frog was placed in the pan where he 
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rested contentedly in the cold water. But 
degree by‘degree the low flame changed 
the water from cold, to warm, to hot, 
to boiling‘and the frog never moved 
until he was cooked solid. How long are 
we as Americans going to sit as the slow 
flame of national planners changes the 
temperature in which our free lives are 
lived? 


Example of International Labor Office 


“The identifying cry of the person who 
urges socialism by the stealth of small 
acts is, ‘This is an emergency—it de- 
mands the power of the national govern- 
ment—it is something which cannot be 
solved by your state or your local com- 
munity.’ 

“An example of this is an activity 
which has been going on abroad, which 
has the seeds of socialism in its fruit. 
The International Labor Office was part 
of the League of Nations. Following the 
demise of that body, it functioned for 
the gathering of statistics and a general 
discussion of world labor conditions. 
With the advent of the United Nations 
it was created a special agency of that 
body. The International Labor Office 
meets annually at Geneva, Switzerland. 
To it are appointed from each govern- 
ment within the United Nations six 
official representatives, two labor, two 
employer members and two govern- 
mental members. 

“When one of these specialized agen- 
cies passes what they call ‘a convention,’ 
this resolution or recommended law goes 
to the General Assembly of the United 
Nations. In that body we have only one 
vote. If such a convention is passed by 
the General Assembly it is sent to the 
heads of the various governments who 
are members of the United Nations. In 
our country it would be sent to the 
President. He is obligated to seek legis- 
lation that will bring to pass the sub- 
stance of the convention. But, since such 
a measure is regarded as a treaty, it is 
only sent to the Senate and if there ac- 
cepted by two-thirds of the number 
present, it becomes a law of our land 
without ever going to the House of 
Representatives. 

“Last June there was brought before 
the International Labor Office a sug- 
gested convention on minimum standards 
of social security. It was discussed and 





Leading Personal Producer 








President Plumley presents plaque to 
Oscar Hurt, Jr., Memphis. 





Harry Warren Agency Wins Agency Builders Award 
























Harry I. Warren receiving the Agency Builders Award from Robert H. Denny. 
Left to right: Mr. Warren, Mr. Denny, Donald E. Hannahs, John L. Parker, Adolph 
S. Koski, Joseph B. Herron and Henry H. Boyer, II, all of Baltimore. 


With its emphasis on new full time organization, a new ‘award was introduced 


in 1951 called the STATE MUTUAL AGENCY BUILDERS AWARD. 


First to 


win it was the Harry I. Warren Agency of Baltimore. It was personally presented 
at the 1952 State Mutual Conference by Vice President and Superintendent of 


Agencies Robert H. Denny. 


The Nathan P. Paulus Agency of Dayton, Ohio placed second. 
Harry Warren became General Agent in Baltimore in 1941. In the eleven years 
of his association with the company the agency production has climbed from 45th 


to 17th in agency rank. 


Its 1951 production was the best in the history of the 


agency. The Harry I. Warren Agency qualified seven associates for the Conference, 





has been officially placed on the agenda 
for the meeting this June. This docu- 
ment sought to obligate all the countries 
to establish minimum standards of social 
security providing so-called ‘survivors’ 
benefits’ (life insurance) old age benefits 
—benefits for widows—unemployment 
compensation — employment compensa- 
tion—maternity benefits—invalidity bene- 





Denny Given Testimonial 





Robert H. Denny receiving General 

Agents’ Testimonial from G. Harold 

Moore, retiring President of General 
Agents Association. 


As part of the “Do-It-For-Denny” 
sales tribute held last October a hand 
illuminated framed testimonial was pre- 
sented to Robert H. Denny, vice presi- 
dent and superintendent of agencies. It 
was signed by 25 general agents, each 
of whom earned the right to sign it as 
a result of agency competition during 
the campaign. The testimonial read, . . 

“To Robert H. Denny, greetings. 

“By virtue of leading agency com- 
petition during the 1951 Do-It-For- 
Denny month, we the undersigned gen- 
eral agents representing all State Mutual 
field associates have been granted the 
privilege of preparing and presenting 
this tribute to you. 

“We thank you for your broad and 
sympathetic understanding of field prob- 
lems, your attentive ear, your helpful 
guidance. We are grateful for your 





fits—perhaps there are more but I do 
not presently recall them, Now a vote 
was actually taken at last year’s meeting 
requiring that none of these benefits 
could be underwritten by private or so- 
called voluntary insurance means. In 
other words, no company such as ours, 
or any other insurance company, if the 
action has become law, could participate 
in the underwriting of this insurance. 
This motion lost. However, a motion 
was passed requiring that no individual 
could contribute more than 75% of the 
cost of the premium for such insurance 
and that the government must contribute 
25%. It is shocking to learn that not 
only was this measure supported by the 
labor representatives of the United 
States, but it was also supported by the 
two governmental representatives, Sena- 
tor Murray and Assistant Secretary of 
Labor, Philip Kaiser. 

“Now, it seems to me that there is 
something fundamentally wrong in the 
thinking of individuals who urge upon 
the government of the United States the 
eventual passage of such legislation as 
I have outlined. Somewhere there is a 
great fundamental misunderstanding in 
these people’s minds regarding our 
American system of society. Their’s is 
a serious fundamental mistake. 

“The question which naturally comes 
to our mind is what can you and I do 
to prevent this national socialistic trend 
from going further. May I suggest three 
steps? 


What They Did In Indiana 


“Let us follow the example set by the 
citizens of that great State of Indiana 
who have adopted as their motto ‘We 
don’t want Uncle Sam’s money’ 

“In 1951 the citizens of Indiana de- 
cided that they would put into action 
a law on their own state statute books 
requiring a review by responsible officials 
of the circumstances of those who were 
receiving old age public assistance, This 
was not a process of public exhibition 
of those in need of old age support but 
simply a measure to see that those who 
received it were in need of it. $20,000, 
of this money was to be reimbursed by 
the federal government through the 

(Continued on Page 29) 





loyalty and fairness which you exhibit 
in your dealings with us. With confi- 
dence in your able leadership, we wish 
you many more happy and fruitful years 
and to that end we jointly pledge our 
best efforts.” 
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IRVING T. F. RING 
Vice President 
and General Counsel 


In an informative discussion of the 
general economic situation in the coun- 
try today, Financial Vice President John 
P. Sedgwick told the State Mutual field 
conference at White Sulphur Springs 
that, “we may be approaching a fairly 
critical time and we should recognize 
it.” There is a very high rate of pro- 
duction, mostly the result of spending 
many billions of dollars on defense and 
it may well be that in the near future 
that part of the economy which is de- 
pendent on government spending may 
increase over the next year or two, but 
there are some fundamentally disturb- 
ing elements in the situation and they 
have been there for some time, he said. 

Big Increase in Production Capacity 

“The time when these disturbing ele- 
ments will become effective comes closer 
with every month,” he said. “We should 
examine again the reasons behind the 
tremendously high rate of activity of 
the past few years. Activity has been 
high because of high government ex- 


GEORGE PAUL SMITH 
and JAMES E. BRISTOL 
Agency Division 





JOHN P. SEDGWICK 
Financial Vice President 


JAMES H. ETESON 
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Time for Caution Vice President 
Sedgwick Tells State Mutual Field 


penditures for defense and for foreign 
aid, but more importantly it has been 
high because there were tremendous de- 
ferred demands from the people of this 
country after the war and in trying to 
fill those demands a lot of goods had 
to be made. In order to make a lot of 
goods new plants had to be built, ma- 
chinery which had worn out during the 
war had to be replaced, additional ma- 
chinery had to be put in operation. We 
have had a very high rate of capital ex- 
penditures for a good many years and a 
high rate of capital expenditures con- 
tributes more to the prosperity of the 
average man in this country than almost 
anything else, because when buildings 
are built and mz achinery is made money 
is going to a lot of people to pay for 
the production of things which are not 
consumers’ goods. Money is going into 


the hands of consumers and they have 
it available to buy «utomobiles, televi- 
sion sets and things of that sort. Yet 


are not in production dur- 


33 


these things 
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Vice President and 


CARROLL C. BEACH, JR. 


edical Director 


Superintendent of Agencies 


ing the period in which the capital ex- 
penditures are being made. However, 
there comes a point where those capital 
assets do get into production and the 
goods begin to come out of the factories 
and the new machines. If we have been 
able to take care of consuming demands 
during tke period that we have been 
making these large capital expenditures 
and before these begin to come 
out of these many new plants, we may 
be in for a certain amount of trouble 
for a certain length of time when the 
new goods begin to flow through the 
distribution system. 
Production Catching Up With Demand 
“There is nothing fundamentally bear- 
ish about increase in productive capa- 
city,” continued Mr. Sedgwick. “It is 
the most favorable thing that could 
happen for the long-term future, but the 
living standards of people as a whole 
do not rise in an unbroken line. We 
have gone through these periods be- 
fore and we will go through them in 
the future just as surely as can be, 
in which we have a spurt of increasing 
production capacity with a_ slower 
change in distribution methods and the 
living standards of the public. We don’t 
change our way of life as fast as we 
increase production and there comes a 
time of readjustment while peoples’ de- 


gor rds 


PR ad 


ni 





DONALD G. 


MIX 


Sales Promotion Manager 


sires and way of life are being brought 
in line with the volume of goods which 
can be produced. 

“It would seem that a 
the deferred demands in 


part of 
lines 


large 
many 


have been filled,” Mr. Sedgwick said. 
“Between 1941 and 1951 the number of 
families in this country increased by 


In that same decade hous- 
eight million and 


seven million. 
ing units increased by 


of that increase six million has come 
since 1946. We probably need some 
more new homes. I am sure we do in 


certain sections, but I think it is obvious 
that we don’t need as many as we did 
five years ago, so that the building 
trades over the next five years presum- 
ably won’t be as active as they have 
been recently. In the past six years we 
have produced over 34 million automo- 
biles. That is not quite one per family, 
but we have an average of more than 
one per family in the country. There is 
still a demand for automobiles but that 
demand isn’t as large or as urgent as it 
Page 24) 


More on State Mutual 
White Sulphur Conference 
Beginning on Page 22 
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DONALD L. BARBER 
Tax Analyst 
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Equitable wap 


(Continued from Page 


the insurance up to a fixed maximum. 
Meantime, it is offering to extend a cor- 
responding service, in appropriate in- 
stances, through Group insurance. “We 
expect this Major Medical Expense cov- 
erage to be as popular in Group as with 
the individual policyholder,” said Mr. 
Parkinson. 

In 1951 the Society’s new 
insurance paid for was 
Despite wage sti ibilization the Society’s 
first-year premiums for Group A. and 
H., including hospital, surgical and medi- 
cal expense, increased from $17,600,000 
in 1950 to over $18,000,000 in 1951. First- 
year considerations received in 1951 for 
Group Annuities were $27,800,000, a large 
increase over the $15,800,000 received in 
1950, but new business was materially 
affected by the lack of regulations under 


the “wage freeze. 


Group life 
$436,000,000. 


Compensation of Field Men 


Discussing compensation of the agency 
field force Major Parkinson said: “For 
many year§ the amount of renewal com- 
missions earned by our agents has been 
= Under the new form of 

ents’ contract which we inaugurated 
in > 1941, our continuing agents are en- 

tled to greater renewal compensation 
co under the former agents’ contract. 
In 1951 the renewal commissions on Or- 
dinary business increased $474,000 over 
1950. Likewise, first-vear Ordinary com- 
missions paid showed an increase of 
$1,479,000. The additional first-year com- 
missions granted on policies of $2,500 
and over accounted for a large part of 


this increase. On Group business the 
increase of commissions in 1951 over 
1950 was $554,000 on renews il business 


and $165,000 on first vear’s business.” 
Investment Picture 
20-year period ending Decem- 
ber 31, 1951, the assets of the Society 
have increased more than $4.6 billion 
but the aggregate of new investments 
made during that period amounted to 
more than $12.3 billion. 
“Having in view the fact 
a quarter of this period of 20 years 
was one of grave economic crisis the 
Society has reason for satisfaction in 
having handled so impressive an aggre- 
gate of investment with no difficulty 
that it was unable to work out within a 
reasonable period of time,” said Mr 
Parkinson. “Striking examples of this 
are to be found in the ultimate results 
of our administration of our railroad 
investment during reorganizations and 
the operation and liquidation of our 


In the 


that nearly 


great volume of foreclosed real estate. 
In be th ari inces the results were 
unique in the field of long term invest- 
ment. The “Sonieiy has come through 
these 20 years far stronger than it was 
when they began. As in all else, experi- 


ence is an 
challenge of a 


inspiring teacher and the 
great responsibility im- 
poses discipline as well as diligence. Not 
every investment made bv the Society 
worked out as quickly and as smoothly 
as every other. In an imperfect world, 
there are few. if anv, records which 
could not be improved but those who 
made the Society’s investment record 
are content, I am sure, to be identified 
with it.” 

This investment accomplishment dur- 


ing the last two dec ades enabled the 
Society to make special 1 additions to the 
policy reserves and special provision for 


future interest requirements of the So- 
ciety totaling approximately $200,000,- 
000. The effect has been to reduce to 
234% the interest yield required to main- 
tain the policy reserves. In this same 
period the Society realized $205,000,000 
as net profit on the sale or call of as- 
sets. That meant that while making the 
great additions to the policy reserves 
the Society was able to maintain very 
satisfactory dividends from earnings and 
margins derived from insurance opera 
tions. 

The total cost of bonds and_ stocks 
purchased by the Society during 1951 
was $513,098,000. This does not include 





purchases of short term Governments. 


It does include: 


Cost Yield 
Railroads .......63.% $ 25,938,000 3.77% 
Public Utilities 47,720,000 3.40% 
Industrials and 
Miscellaneous . 434,012,000 3.42% 
Canadian Govern- 
MONS. ..45. S500 he 5,428,000 3.14% 
“In the field of Governments, we sold 


$150 million of the 2’s of 54/52 during 
the year because of their approaching 
maturity and our expectation that they 
would be refinanced, in accordance with 
the Treasury’s policy in the past, with 
a short-term, low rate paper which 





would not be suitable to our needs,” said 
Mr. Parkinson. “We bought and sold 
some Treasury Bills during the year and 
ended the year with a net increase in 
these short term Governments of ap- 
proximately $25 million. At the end of 
the year, the total of bonds and stocks 
owned by the Society was $4,295,000,000. 
The combined yield from this invest- 
ment was 3.01%. The corresponding 
yield for 1950 was 2.96%. 


Freight Cars and Diesel Engines 


At the end of 1951 
$96,895,000 invested in 
cars and Diesel locomotives 


the Society had 
railroad freight 
under its 
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26 Cortlandt Street 
60 Spring Street ° 





Gentlemen: 


Enclosed is my first deposit of $ 





Only $1! It’s in your purse or pocket right now. 
Use it for the best thing you ever did — use it to 
start your own Savings Account at the East River 


We couldn’t be closer! You can make all de- 
posits by mail—right from your nearest post box. 
Open that account today. 

Keep saving — and watch your money grow! 
Make the East River Savings Bank a pay day 
habit — whether you Save by Mail or come 
personally to any one of our 5 Manhattan offices. 


East RIVER 
SAVINGS BANK 


41 Rockefeller Plaza 
743 Amsterdam Avenue 
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= 
plan developed during 1950. This plan 
has enabled many railroads to improve 
their equipment without burdening their 
credit, because the equipment becomes 
available to them on a fifteen-year ren- 
tal basis. These rentals provide amorti- 
zation of the Society’s cost at a very 
satisfactory yield. From the point of 
view of the Society, this plan has proved 
an excellent substitute for the old equip- 
ment notes, secured under the Philadel- 
phia plan by equipment, title to which 
was vested in a trustee. Currently, the 
plan is not as attractive to the railroads 
as those plans which vest the title to 
the equipment in the railroads and 
thereby secures to them the benefit of 
accelerated depreciation out of annual 
earnings provided for in the tax laws, 

owever, we have had recent indications 
that there is a revival of interest on the 
part of the railroads in our purchase 
and lease plan. 


Private Placements 


“The improvement in the yield from 
the Society’s bond and stock inv estment, 
and, especially, in the yield on such in- 
vestments made during 1951, has in- 
volved extraordinary effort on the part 
of our investment officers. These results 
would not have been possible but for 
the large investments in so-called _pri- 

vate placements. Since 1935. we have 
made such investments totaling nearly 
four billion dollars through private nego- 
tiation with corporate borrowers. Some- 
times these negotiations have been dj- 
rectly with the borrower and at other 
times, more frequently in recent years, 
with bankers representing the borrower. 
On the whole, we have enjoyed a little 
better vield on these investments than 
on similar securities purchased in the 
market. They have involved not only 
extraordinary effort but great responsi- 
bility. The credit position of the bor- 
rower has required the most careful 
ané ilysis and good judgment on the part 
of our investment officers. The prepara- 
tion and execution of the legal docu- 
ments by which the obligation of the 
borrower and the conditions imposed by 
the Society have been evidenced have, 
likewise, required extraordinary effort 
on the part of the Society’s own invest- 
ment legal department and_ outside 
counsel. 

“We are verv happy to emphasize the 
fact that in this entire investment no 
loss or impairment of the Society's in- 
vestment position has resulted from any 
defect in our legal documents evidencing 
the borrower’s obligation. Tt is a fact. 
also, that we have suffered no loss of 
principal or interest in this great invest- 
ment through private negotiation but 
have in fact obtained a profit of ap- 
proximately $30,000,000 from sales and 
redemptions at a premium of a substan- 
tial volume of this investment before its 
maturity. This is not to say we have not 
had some trouble. There was, for ex- 
ample, our purchase in 1945 and 1946 of 
the debenture obligations of Trans World 
Airlines which, because of the difficulties 
of that institution, we were required by 
the Insurance Commissioners at one 
time to carry on our books at 50% of 
par. There has been no loss of interest 
or principal on the Trans World Air- 
lines obligations and none is expected. 
Indeed, at the moment our investment 
in Trans World Airlines is in excellent 
condition and is now valued at 92. 


McCarthy Oil Loan 


Currently, one of these privately nego- 
tiated investments involves some diffi- 
culty. Our loans to the McCarthy Oil 
and Gas Corp. have not been in default 
as to interest, but we have been obliged 
to defer amortization payments due 
during the last couple of years. The 
Society holds first liens against the 
McCarthy Oil and Gas properties and 
against the Shamrock Hotel and much 
valuable land in its vicinity. However, 
during 1951, for the protection of our 
security, we exercised the power given 
to us by the legal documents evidencing 
our investment and took over the man- 
agement of McCarthy Oil and Gas. That 


(Continued on Page 8) 
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When | first broke into life insurance the big problem 
was how to get people to take advantage of it. Then it 
struck me that I was approaching people from the wrong 
point of view. That was to make money for myself. I 
suddenly realized that insurance was just as important 
to society as medicine or law—that its function is to help 
assure the economic “health” of the community — and 
that insurance is the easiest and most sensible way for 
the average man to make his future secure. 

When you approach a prospect on that basis— when 
what benefits him most is your primary aim—your own 
rewards come automatically. And one of those rewards 
is the warm feeling you enjoy from helping people to 
help themselves. 

Bennett Wallace, now a junior partner in our lead- 
ing law firm is a good example. Ben may never have 
made it if it weren’t for the Equitable Education Endow- 
ment Plan his father took out when Ben was born. You 
see, his father died only a few years later, but Equitable 
took care of Ben’s future. 

I’m glad I’m an insurance man. I’m proud of the 
regard my friends and neighbors have for me. And I’m 
proud of my company. The Equitable Life Assurance 
Society is a great organization of men and women who 
work together to help keep our country the best place 
in the world to live in. 
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Hensley Madea St. Louis General Agent 


When Stratford Lee Morton Retires Before January 1 His 
Agency and Hensley’s Will Be Merged 


of the 


agency in 


Stratford Lee Morton, head 
Connecticut Mutual 
St. Louis, will retire on or before Janu- 
ary 1. The agency is than 100 
years old, and Mr. Morton has repre- 
Mutual in that 


Life’s 
more 
Connecticut 


sented the 





Edwyn Portrait 


STRATFORD LEE MORTON 


city for more than four decades. He is 
one of the best known general agents 


in the United States. 

Jack Hensley has been appointed a 
general agent in St. Louis with offices 
in the St. Louis County National Bank 
Building. When Mr. Morton retires the 
company will merge the two agencies 
with Mr. Hensley in charge. 

Career of Mr. Hensley 

Mr. Hensley has been general agent 
for Pan-American Life at St. Louis 
since 1947. He began his life insurance 
career in 1939 an agent for New 
England Mutual, leaving a year-and-a- 
half later to serve with the U. S. Navy. 
He entered service an ensign and 


as 


as 





MAKES GAIN IN SALES OF 7.4% 





Northwestern Mutual Life Figures for 
First Quarter of 
1952 

For the first quarter of 1952 North- 
western Mutual Life paid for more than 
$126,000,000 of new insurance, an increase 
of 74% over preceding year’s quarter. 
At end of March insurance in 
was $6.647 billion. Company on 
31 had 1,451,748 policies in force. Size 
of average policy increased to $4,579. 
Total assets increased to $2.778 billion 
and included bonds of $1.954 billion and 
preferred stocks of $42,444,000; $571,324,- 
000 in mortgage loans; $46,558,330 in 
real estate investments, land contracts, 
home office and farm securities. 

The ten leading general agencies in 
sales for the quarter were Willard L. 
Momsen and J. Lowell Craig, Milwau- 
kee; P. T. Allen, Buffalo; Jamison & 
Phelps, Chicago; F. R. Olsen, Minne- 
apolis; Roger Clark, Pittsburgh; B. 
J. Stumm, Aurora, IIl.; Krueger & 
Davidson, New York City; A. C. F. 
Finkbiner, Philadelphia; and John R. 
Mage, Los Angeles. 


force 


March 


O. R. EBY AGENCY MEETING 

The Orville R. Eby Agency of Kan- 
sas City Life at Wichita held a sales 
conference at Wichita. Participating on 
the program were Bob Ridges, Les 
Arvin, Varne Barnes, Pat Humphrey 
and Mr. Eby. 





had advanced to lieutenant commander 
at the time of his discharge in 1945. 
Shortly after his return to St. Louis 
he joined Equitable Life of Iowa and 
in April, 1947, was named general agent 
for Pan-American. 

He attended Washington University 
and Westminster College, becoming a 


JACK HENSLEY 


member of Beta Theta Pi fraternity. 
le is a member of the St. Louis Gen- 
eral Agents and Managers Association 
and the St. Louis Life Underwriters 
Association. 











Company of New Yor 
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A HORIZON is nothing save 
the limit of our sight,” wrote the 
philosopher Raymond. If you can 
see the vast possibilities for inde- 
pendence as a general agent in the 
life insurance field— investigate the 
opportunities at Eastern Life . . . 
now. 


GENERAL AGENCIES Now Available 
in New York, New Jersey, Connecti- 
cut, Delaware and the District of 
Columbia. For information, write to 
Murray April, Director of Agencies. 

















EASTERN features a complete range 
of life insurance forms to cover most 
needs, plus $10.00 monthly income 
disability benefits. 
















Columbian National Names 
W. C. Perry Asst. Treasurer 


Woodrow C. Perry has been elected an 
assistant treasurer of Columbian Na- 
fional Life of Boston, according to a 
recent announcement by Julian  D. 
Antheny, president. 

Mr. Perry, who began his business 
career with the First National Bank of 
Boston, has been with the Columbian 
National since 1941. After serving four 
years with the Army during World War 
If, he returned to become a supervisor 
in the treasurer’s department. His most 
recent duties have been as assistant 
manager, with responsibility for liaison 
between the treasurer’s and other com- 


pany departments. 











Profitable! 


the Best in the Business. 


guaranteed by the Company. 


companies. 


225 Broadway 





GROUP INSURANCE SELLING 


demands "know who” as well as "know how" — 


We can furnish all the technical skill and help to bring your clients 


Let us do just that for you and you will be delightfully amazed at 
the complete Group Coverage we offer, as well as the highly favorable 
competitive position of our Company. 

Your business will be fully protected and your Clients’ records 
held in strict confidence. What's more, your Commission Contracts are 


While this is mainly directed to Insurance Brokers, we do solicit 
surplus business only from full-time agents of other Life Insurance 


Complete Life Insurance service for you and your Clients. For 
rates, sales aids, proposals and illustrations, just give us a call. 


GERALD H. YOUNG, CLU 


General Agent 
State Mutual Life Assurance Co. 


of Worcester, Mass. 


George Seibert, Brokerage Manager 
BArclay 7-7700 


Incidentally — our Company has an unbroken dividend record 
of over 100 years. 


New York 7, N. Y. 

















To Meet in Syracuse 


The annual spring delegate meeting 
of New York State Association of Life 
Underwriters will be held in Hotel Syra- 
cuse, Syracuse, N. Y., May 16. The pro- 
gram agenda includes discussions of the 
future of Section 213; Group life insur- 
ance; new $1,000 penalty law applicable 
to agents. 


JOSEPH F. FRIEDRICH DEAD 

Joseph F. Friedrich, 60, of Massillon, 
Ohio, a member of the Cleveland agen- 
cy of Bankers Life of Towa for the 
past 20 years, died recently of a heart 
attack. 


Equitable Society 


(Continued from Page 6) 
company is now headed by our invest- 
ment legal counsel, Warner H. Mendel, 
and we expect, through the operation of 
the property, to secure ultimately our 
entire principal and interest. 

In administering an investment of this 
magnitude, it would be exceptional if 
no problems arose. These are not easy 
matters to negotiate and certainly they 
are difficult when some trouble develops 
in a large investment. We recite the 
record of no losses, of very substantial 
profits and of current satisfactory con- 
dition, with the exception of the Mc- 
Carthy loans, which are unsatisfactory 
only in that we have to operate the 
properties to assure ultimate liquidation 
of our loans. We believe the directors 
as well as the officers of the Society 
should take satisfaction from these re- 
sults in an extraordinary investment 
experience. 

Real Estate 


The total of the Society’s investment 
in real estate at the end of 1951 was 
$166,655,000, the larger part of which, 
$125,180,000, consisted of real estate pur- 
chased for investment. The rate earned 
from the total real estate investment, 
before depreciation, was 5.48%. After 
depreciation this rate was 3.37%, an in- 
crease of .16% compared with the 3.21% 
earned in 1950. Included in these figures 
are (1) the Society’s housing develop- 
ments—Clinton Hill and Fordham Hill, 
(2) department stores, warehouses and 
other commercial properties acquired 
and leased to good tenants, and (3) the 
Society’s business development—Gate- 
way Center, City of Pittsburgh. “These 
investments are a response to the public 
policy which encourages life insurance 
companies to invest a portion of their 
funds in real estate ownership for hous- 
ing to be used for domestic and business 
purposes. This public policy was de- 
clared by the New York Legislature 
when, in recent years, life insurance 
companies were authorized to invest up 
to 10% of their assets in housing and 
up to 3% of their assets in income- 
producing real estate,” said Mr. Parkin- 
son, 
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How you 


Year after year, the outlook for con- 
trolling cancer grows brighter. Scien- 
tists are learning more about how and 
why cancer occurs, and are developing 
new methods of diagnosis and treat- 
ment. In addition, centers for the early 
detection of cancer are being increased, 
additional hospitals devoted exclusive- 
ly to its treatment are opening, and 
greater numbers of doctors are being 
trained to combat cancer more effec- 
tively than ever before. 


As a result, hope for greater gains 
runs high. Even now there is progress 
to justify this hope. For example, if di- 
agnosed early and treated promptly and 
correctly, authorities say that 98 percent 
of cancers of the skin, 80 to 90 percent 
of cancers of the breast, and 85 percent 
of cancers of the rectum are curable. 
Cancer of other parts of the body also 
is being treated with greater success. In 
fact, it is estimated that some 70,000 
lives are now saved each year from can- 
cer—lives that, not so long ago, might 
not have been spared. 


According to the American Cancer 











can help conquer CANCER 


Society, present cure rates could be 
doubled if those who develop cancer 
would seek medical help in time. This 
calls for greater public knowledge of 
cancer— particularly its possible “‘warn- 
ing signs.’’ While the symptoms of this 
disease are variable, no one should de- 
lay seeing the doctor if any of the fol- 
lowing signs occur: 


1. Any sore that does not heal promptly. 


2. A lump or thickening in the breast or else- 
where. 

3. Unusual bleeding or discharge. 

4. Any change in a wart or mole. 

5. Persistent indigestion or difficulty in swal- 
lowing. 

6. Persistent hoarseness or cough. 

7. Any change in normal bowel habits. 

(Pain is not usually an early symptom of cancer.) 
These ‘‘warnings”’ are NOT sure signs 

of cancer. In fact, relatively few people 

who have such symptoms are found to 

have the disease. Yet they indicate that 


something is wrong, and that the doctor 
should be consulted. Should his exam- 


ination reveal cancer, prompt treat- 
ment with X-ray, radium, or surgery — 
used separately or together—will great- 
ly increase the chances for cure. 


Moreover, since cancer may start 
without any “warning signs” at all, 
periodic medical check-ups may help 
to safeguard against it. Such examina- 
tions are especially important for peo- 
ple aged 50 and over. 

Doctors say that this important pre- 
cautionary measure should never be 
neglected, even though a person may 
feel perfectly well. In this connection, 
the experience of cancer detection cen- 
ters—which examine only seemingly 
healthy people—is reassuring. These 
centers report that only one out of 
every 100 people examined has cancer 
and, since the disease is usually de- 
tected early, the chances for cure are 
greatly increased. 

Today, by facing the facts about 
cancer, overcoming fear of it, and act- 
ing promptly when the disease is sus- 
pected, cancer may be controlled or 
cured in many cases. 
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Metropolitan Life Insurance Company 


(4 MUTUAL COMPANY) 


1 Madison Avenue, New York 10, N. Y. 











This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmopolitan, 
McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic. 
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Equitable Life of lowa Brings Out 
New Policies; Raises Its Limits 


Company Leaders Gathered at Hollywood, Fla., Hear of New 


Competitive Contracts, Disability Clause, Reduced 





Hollywood, Fla.—A 
policy 
special Whole 
amounts of $10,000 or more; a new $10 


completely new 


series of contracts headed by a 


Life policy issued in 


per month thousand income dis- 


ability clause, and new, liberalized ju- 


per 


venile policy contracts were presented 
to the field force of Equitable Life of 
Agency, President’s 
Clubs 


Iowa at the Joint 


and Organization convention in 





F. W. HUBBELL 
session at the Hollywood Beach Hotel, 
April 21-24. 
Joint sessions of the three clubs were 
held on Monday and Tuesday, April 21 


and 22. The President’s Club, member- 
ship of which consists of the company’s 
leaders in paid premium income during 


the two preceding calendar years, re- 


W ednes- 


session. 


mained at e hotel through 


th 
April 23, 


The Organization Club, composed of the 


day, for a_ business 


leading general agents ot the company, 
remained tor a two-day session on April 
23 and April 24. Ray E. Fuller, agency 
vice president, the company officer in 


charge of all sessions, presided at the 


Monday, and at 
Monday 


opening joint session 


the convention banquet night, 


He also was the chief speaker at the 
general agents’ session on Thursday. 

\ review of company progress since 
the last fieldwide convention two years 


ago, touching on all phases of company 


address of F. 


featured the 


W. Hubbell, president of Equitable Life 


operations, 


Premium Rates, Liberalized Juvenile Forms 


of Iowa, at the opening session of the 
three clubs on Monday. 
Fieldmen Recognized 
The attainments of leading producers 
were accorded special recognition as a 
feature of the Monday business session, 


as well as of the banquet which took 
place Monday night. W. D. MacKinnon, 
actuary, distributed additional renewal 
awards to field representatives in recog- 


Portrait by Townsend 


RAY E. FULLER 


nition of their attainment of high con- 
servation ratios during the calendar year 
1951 on business originated in 1950. He 
also presented conservation awards to 
the four general agents whose 1951 re- 
newals of 1950 new business were out- 
standing. 

Mr. Fuller introduced and _ presented 
honor scrolls to the agents and general 
agents whose 1951 records earned for 
them officerships in the various clubs as 
follows: President's Club, R. H. Shel- 
don, Los Angeles, R. L. Hoghe agency, 
president; W. H. Robbins, CLU, Ko- 
komo agency, vice president; and E. F. 
Fendt, Chicago, Griffin, Ingram & Pfaff 
agency, secretary. Agency Club, H. L. 
Hogan, Cincinnati agency, president: A. 
Freeman Mason, CLU, Philadelphia 
agency, vice president; and H. J. Miller, 
Philadelphia agency, secretary. Organi- 
zation Club, F. A. Smart, general agent, 
Detroit, president. 

Fleck and Bell Honored 

Two veteran company representatives 
were honored at the banquet Monday 
night. Harold R. Fleck, Albany, N. Y., 
agency associate since- 1933, was intro- 
duced as the 1952 member of the “Hall 












































If you are a full time agent of another company. we solicit only your surplus business, 

















Kenneth-Ellis 
HUGH S. BELL 


of Honor,” the highest recognition at- 
tainable by an Equitable of lowa field 
representative. Hugh S. Bell, CLU, gen- 
eral agent, Seattle agency, was pre- 
sented as the winner of the 1952 “Master 
Agency Builder” award, the highest 
recognition attainable by an Equitable 
of lowa general agent. This marked the 
fourth time Mr. Bell has won that honor 
in his twenty-five years in Seattle. In- 
dividual recognition was accorded to a 
large group of veteran members of the 
Equiowa One-A-Week Club, all of whom 








HAROLD R. FLECK 


had attained noteworthy anniversaries 
in their club careers since the 1951 con- 
vention. The women agents who had 
earned club memberships also were in- 
dividually recognized. 

The joint sessions of the President's, 
Agency and Organization Clubs on 
Monday and Tuesday featured addresses 
by the following field associates: L. M. 
Daniel, St. Paul agency; T. R. Hawkins, 
Detroit agency; and C. J. Amstutz, CLU, 
Youngstown agency. Company officers 

(Continued on Page 15) 
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The 600 top-notchers, members of the eastern division of Prudential’s President's Club, many 


The recent convention of leading field 
representatives of The Prudential Insur- 
ance Co.'s district agency organization 
held in Palm Beach was the first meet- 
ing of the company’s “President’s Club,” 
and it was a three-day conference. 

Presiding at the opening session was 
Paul B. Palmer, second vice president 
and first speaker was President Carrol 
M. Shanks of The Prudential who made 


the talk the occasion for the public 
release of Prudential’s annual report 
for 1951, which showed that the com- 


pany'’s production in 1951 exceeded $3.7 
billion and that the total assets at end 
of last vear were more than $9% bil 
lion. 

The first day’s session also included 
the presentation of the top 23 qualifiers 
by Alfred D. Rosner, director of agen- 
cies, for the metropolitan region and 
a skit, “Junior Takes Over” which was 
directed by Kenneth L. Brooks, CLU, 
assistant director of sales promotion 
in Prudential’s home office. With a cast 
of eight the skit dramatized what could 
happen to a business firm when one of 
Its partners died and no business insur 
ance had been taken out as protection 
against such a contingency. At conclu- 
sion of the skit the company’s new 
business insurance canvassing material 
Was presented by means of a moving 
picture and synchronized commentary. 
That meeting concluded with an ad- 
dress by A. Gordon Nairn, director of 
agencies in Prudential’s head office. 

Accident and Sickness Discussion 


The meeting the next day was under 
chairmanship of James G. Shuttleworth, 
second vice president. The features of 
this session were discussions of sickness 
and accident coverage and group insur- 
ance, 

In a talk on the Prudential’s new sick 
ness and accident program, which is 


to be inaugurated within the next few 
months, Second Vice President Ardell 





in Palm Beach, Florida. 


T. Everett described in detail the type 
of insurance which will be offered and 
the crying need which exists for insur 
ance against the hazards of sickness and 
incapacitating accident. 

“In making sickness and accident insur- 
ance available to our policyholders and 
the public in general, we are answer- 


Carrol M. 


1951 totaled better than $577,000, won honors as the leading agent. 


ing a real need and a real demand,” 
Mr. Everett said. “And when you men 
go out and sell this type of policy vou 
will have the same self-satisfaction that 
you now experience when you place life 
insurance on a family’s breadwinner.” 
Group Insurance 
Harold E. Dow, second vice president 





Shanks (left), president of The Prudential, is snown in the above 
photograph with the “leaders of the leaders” at the company’s recent President's 
Club conference in Palm Beach. They are, from left following Mr. Shanks, John 
M. Little, CLU, William R. Tenney and Milton Korngut. District Manager Little's 
Englewood, N. J. office had the largest group of qualifiers among the 200 odd dis- 
tricts represented. Mr. Tenney, whose combined net paid-for new business for 


Mr. Korngut 


was the top ranking staff manager, with over $306,000 per agency for the year. All 
three were from the Englewood district, but in the meantime Mr. Korngut was 
advanced to the managership of the company’s Boston No. 2 district. 











with their wives and families, photographed at the recent conference 


] . “31 ¢ 
ond assoclale 


actuary, followed Mr 
everett with “The Group Parade.” ° 
featured the introduction of some of the 
agents whose qualifying for Club mem- 
bership was facilitated by outstanding 
success in the group field. Each of the 
agents told briefly of his experience and 


success in selling group insurance con 
tracts. 

soth before and after the “parade” 
Mr. Dow told of the growth in small 


case group insurance, pointing out how 
} 


the company had passed from the pe 
riod of selling only group life cases of 
50 or more lives to one in which the 


company cé mmonly goes down to as few 
as 25 hives. He talked about the 
group insurance sales aids and canvass 


also 


ing material which have been made 
available to the field organization 

The session concluded with talk by 
the only guest speaker on the entire 
three-day program—H. B. “Doc” Sharer, 
sales training specialist of the United 
States Rubber Co. whose inspirational 
talk avas titled “What Makes a Star 
Salesman a Star.” 

For the final session Joseph F. Kiley, 


director of agencies for the New Jersey 
region, presided. Among the qualifiers, 
there were more men from Mr. Kiley’s 
region than from any other of the eight 
regions represented. Mr. Kiley opened 
the session by introducing William R 
Tenney of the Englewood, N. J., District 
Office, the 25-year old agent whose rec 
ord for 1951 topped that of all other 
agents at the meeting. Mr. Tenney told 
the gathering of his “year’s work” and 
some of the things which contributed to 
his success. 

Under the direction of Howard A 
Austin, CLU, director of field training, 
a five-man team presented a panel dis- 
i called “What Makes the Stars 
Shine.” Instead of presenting this in 
the usual panel manner, the audience 
was invited, in effect, to sit in on the 

(Continued on Page 42A 
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New York CLU Chapter Holds Annual Forum 


“Our Foreign Policy” is General Subject of Chapter’s 12th Annual Affair; Benjamin J. 






Buttenweiser, Robert S. Byfield, Lt. Gen. Leslie R. Groves 







on Program; Harold M. Stewart, Moderator 








The New York Chapter of the Amer- with Kuhn, Loeb & Co. and former U. 
Under- Assistant High Commissioner for Ger. 
eas ; Sen kay aie many; Robert S. Byfield, economist and 
writers held its 12th annual forum On ember of New York Stock Eachanee: 
Current Social and Economic Trends at [jeutenant General Leslie R. Groves. 
Town Hall in New York on Thursday of | Moderator of the forum was Harold M. 
last week. These forums started in 1941 Stewart, executive vice president, The 
and over the years have been very well Prudential. Roswell W. Corwin served 
received by the ( hapter’ s membership. as general chairman with James J. Mc- 
General subject this year was “Our Cann as vice chairman. President of the 
Foreign Policy.” Speakers included New York Chapter is Pasquale A. 
Benjamin J. Buttenweiser, associated Quarto. 





ican Society of Chartered Life 









































































Divided Germany Endangers World 
Harmony Says B. ik Buttenweiser 





\sserting that a divided Germany en “much ill-founded discussion and = con- 

dangers world harmony, Benjamin | fused thinking.” There is a vast dif- 

Buttenweiser, former Assistant High ference, he explained, between such dan- 

Commissioner for Germany, urged the gerously inaccurate colloquialisms as 

unification of that nation on a sound “rebirth of German militarism” or “re- 

basis. armament of Germany” and the actual 
* Paul Parker Photo 


A sound unification, he told the 12th basis of Germany’s participation in 


Annual Forum on Current Economic and Western defense. Left to right—Benjamin J. Buttenweiser, Robert S. Byfield, Lt. General Leslie R. 


Social eon sponsored by the New “IT would be inexorably opposed to the Groves, Harold M. Stewart. 
York CLU Chapter, at Town Hall, last rebuilding of a German national army, 
week, ala allow Germany to be in- with its own independent and_ self- 


tegrated into the Western community of | sufficient armament production facilities 


h e e e e 
nations—a step necessary for that coun- for equipping and maintaining such an U~ S. Foreign Economic Policies 


try to achieve progress. army, together with its accompanying 
Mr. Buttenweiser, partner in the in- air and naval forces,’ Mr. Buttenwieser 
: : ata , . “ ° . 
vestment banking firm of Kuhn, Loeb & — said. “This is completely different from D d b R b t S B f Id 
Co., and consultant to the State De- the participation of German contin- 1scusse y O er ° y 1e 
partment, ass. ailed as “a political mirage gents, in the form of units no larger 
the Russian offer of unification made than divisions or ‘groupements’ (as they This nation’s policy of “containing” on foreign investments, there are cer 
last March 10. Any unification predi- are to be termed) in_the contemplated and countering communism has been tain domestic economic policies of the 
: 1 
cated on the reestablishment of an in- European Defense Force constituting eae tl lifficult” 1 5 1) | holly i ; 
1 : ade “vastly 2 cause ast 20 year: at are » inconsis- 
dependent German national army, he de- the mutual, combined international, su- "@¢€ vastly more dificult’ because of past <V years that are wholly incon 
clared, would make impossible the in-  pra-national army of the six nations the United States attitude toward for- tent with policies necessary now to 
egration of Germany with the Western joined in the European Defense Com- eign investment over the past 20 years, counter Soviet economic propaganda, 
nations and would subject the country munity. No one of these nations could Robert S. Byfield, economist and mem- Mr. Byfield declared. 
to the cross-currents of gon eco- feasibly detach all or any part of its ie: nk the ew Vari Sink ies a PAY tegory,” h lained, “may 
J ’ > > Ne ork § *-k Exchange s categ 4 - < - x ay 
nomic and social hazards “which any contingents from this combined Euro- 2 ‘ wy saeco: ad ghatsaeaieas . eee 
clear-thinking German must view with pean Defense Force and operate them ‘“#id at the 12th Annual Forum on Cur- be included Washington's views of con- 
utmost apprehension, especially in the as _an independent entity.” rent Economic and Social Trends, spon-  Centration of economic power, excessive 
light of the unfortunate experience of Besides the military value of such a sored by the New York CLU Chapter, a ms ot ra ae 
some of Germany’s neighbors which defense community, he continued, there 4: Town Hall. last weel of the Sherman and Clayton Acts, the 
were ensnared by similar Soviet bland are resultant political and economical ‘ 4 ean ies <; feet characterization of Taft-Hartley as. ex 
ishments.” advantages through the removal of It is because of the country’s foreign  ploitative of free labor and the failure 
i E sources of in ation: is and- cconomic policies, as Hoas lack of of unwillingness to understand the func- 
astbiiniicn tx Western: BisBeaee sources 0 ternational misunderstand policie s well is lack of sca “Gk akcieadaes “Gaaiag Hoes 
ing, which have caused such havoc in proper organization and allocation of too ) corporate pronts in our enteé! 
alk of German participation in West- the past, and the building of interna- etd an sap cierig Tapanlac ta nee -dacdila. prise system as recently illustrated in 
e€ money tor psychological wartare, the case of the price-wage controversy 


ern defense, he said, has resulted in tional understanding. Sieh Chis WEaceat Neiakee te’ ae eaten sa a8 cabh ucdeens 
° -d States is 7 g in the steel industry. 


the contest against the four-fold  pro- Government and business must coop- 
G _ R G © che l f O gram of Soviet “anti-imperialistic” and ta gts Reece mgs igs * sete 
alas Maseeze: s foreign investments and to frustrate 

P glass eer SO es be : ‘ : 

en. « roves ritica O ur anu colonialistic” propaganda, accord- Soviet objectives, Mr. Byfield said. 
ing to Mr. Byfield, who was_ special “Our foreign investments,” he pointed 
P D D re . e representative of the Exchange at the out, “have become the concern of all of 
resent ay-to- ay oreign olicy Sixth Session of the U. N. General US 28 @ part of our national strength 
Assembly in Paris last ve; and as an asset of national survival. 
3 M Jay lptalh re acho : Their use as a kind of political instru- 
He warned that Soviet psychological ment for purposes of campaigning for 
warfare could render this country help- public offices has boomeranged against 
us. We cannot hope to hold our friends 
in other countries or win new friends 
unless we have a message; and_ that 





\ foreign policy that places this coun- ton Rand, Inc., called for a definite long 
try’s interests first is the best insurance range policy instead of the present 3 : 
for the future of the United States, day-to-day policy which has a_ scope less by a type of economic amputation, 
Lieutenant General Leslie R. Groves, “dictated by the moves and feints of an while holding military force merely in 


wartime head of the Manhattan atomic untrustworthy, unscrupulous enemy.” reserve, if Russia should achieve its ob- message cannot be merely concerned 
homb project, declared, as he charged Any long-range foreign policy, he con- jectives. These he listed as: i ae ; > assistance. O 
that the nation’s present foreign poli i ee i 7 ENTE. Sunes He meee mes ee eee ee, eee a 
gn policy tinued, “must be prepared by our best . eres aS : st > th i , It 
is “completely in accord with the Rus- qualified men, men of unimpeachable in- To deprive the U. S. of its foreign cla are ~ ightesoe ns. 
Agric de sige : 7h do so under prese ¢ io 
sion objectives, as laid down in the Com- _ tegrity and Americanism, even if they markets; to cut off the U. S. supply of We are too negative | in our aa 
munist Manifesto. are not popular in administration circles. strategic raw materials; to cause the We must not wait for bad news before 


\ddressing the 12th Annual Forum on It must not try to mold the rest of the Us 


. 24 — b, ray Deas ‘ ; g j its 
Current Economic and Social Trends, world into the pattern we think it should to lose possession or control of we act. The Kremlin has made up | 


mind about Communism; have we made 









sponsored by the New York CLU Chap- be in, It must recognize the right of the assets of its nationals abroad; to : ven hae 
- : : $ m ? 
ter at Town Hall, last week, General true individual liberty for our citizens. make the U. S. lose its friends. ice . preg ono olla 
7 ae india i > amine o,e ° i. ie 2 
Groves, now vice president of Reming- (Continued on Page 42A) In addition to this country’s policies as it concerns the American investor.” 
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Harold A. Loewenheim 
Marks 2nd Anniversary 


LOCATED IN LARGER QUARTERS 





Home Life Agency Has Made Impressive 
Gains; First Quarter Production 
Shows Increases of 20% 


Harold A. Loewenheim, CLU, manager 
for Home Life of New York at 11 West 
Forty-second Street, New York, is cele- 
brating his second anniversary as man- 
ager for the company this month in 
new and larger quarters at the same ad- 
dress. Need for additional space was ne- 
cessitated by the agency’s constant growth 


HAROLD A. LOEWENHEIM 


since its organization from scratch by 
Mr. Loewenheim, Starting with four 
full-time agents, the agency’s production 
staff now totals eleven, and if present 
plans for further expansion materialize 
this total will be increased to 15 by 
the end of this year. 

The Loewenheim Agency’s production 
for 1951 exceeded its quota by 331/3% 
and for the first quarter of 1952 recorded 
a 20% increase over the corresponding 
period of last year and ranks eighth 
among all agencies of the company. 
There is no brokerage business included. 

In addition to Mr. Loewenheim, other 
Chartered Life Underwriters in the 
agency include Seymour H. Kopelman 
and Sidney Sternhell. Harold Liebross 
and Edmond J. Nouri are in the process 
of getting their designations. Mr, Kopel- 
man, who is the leading producer of the 
agency, is currently serving as_ vice 
president cf Home Life CLU Associa- 
tion. Prior to entering the insurance 
business he practiced law. 

Assistant managers of the agency are 
Mr. Liebross and Mr. Sternhell, both of 
whom operate under the company’s 
training program for future manage- 
ment. Mr. Liebross has had law training 
and as an accountant. Before joining 
Home Life he served as assistant to the 
controller of a large manufacturing com- 
pany. 

Other associates of the agency are 
Richard Cohen, Seymour  Danchig, 
Leonard Ross, Murray M, Rudman, Wil- 
liam E. Stewart, Leonard Twirem, Jr., 
and Spero Zepatos. Also Charles Azen 
of the agency’s planning department aid 
William Van Herwarde who has been 
granted a leave to serve in the agency 
department at the home office. Both Mr. 
Azen and Mr. Van Herwarde will go 
mto the field in the fall of this year. 


Mr. Loewenheim’s Career 


Mr. Loewenheim, a_ graduate of 
Princeton University, joined Home Life 
in 1944. He served as a planned estate 
field underwriter and as an agency as- 


sistant. He also served as an assistant 
manager in the New York-Evans Agency 
and the New York-Joseph Agency. 
Prior to organizing his own agency, Mr. 
Loewenheim was associated with the 
New York-Oshin Agency as associate 
manager. In this post, as head of a 
unit, plans for Mr. Loewenheim’s present 
organization were formulated and de- 
veloped. 

Mr. Lowenheim has long been active 
in association activities. He served as 
chairman of the 1949 CLU Forum, and 
vice chairman of the 1951 sales congress 
of the Life Underwriters Association of 
the City of New York and as chairman 


of this year’s sales congress, which was 
one of the association’s most successful. 
He also served on the committee of the 
CLU Forum, held last week at Town 
Hall, He served as chairman of the 1950- 
51 LUTC and is on the faculty of the 
New York City Association’s training 
course. A resident of Larchmont, Mr. 
Loewenheim is chairman of Larchmont 
Federation of Jewish Philanthropies 
Campaign. He is a member of the 
Quaker Ridge Country Club, Scarsdale, 
and of the Princeton Club of New York. 
Mr. and Mrs. Loewenheim have two 
daughters, Barbara and Patty and a 
son, Roger. 


Church Honor for Beasley 

Presentation of a Lay Churchman of 
the Year award will be made May 1 in 
Washington, D. C., to Theo. P. Beasley, 
president, Republic National Life of 
Dallas by Church Management Magazine 
of Cleveland. The occasion is the Wash- 
ington Pilgrimage ceremonies. 


Boston Mutual Districts 
Boston Mutual Life has established 
new enlarged district offices at Wor- 
cester, Lawrence and Dorchester, Massa- 
chusetts, and Pawtucket, Rhode Island. 














Alvin C. Joslin 
Walter R. McClure, C.L.U. 
Frank C. Mullinix 
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Congratulations 
For a Job Well Done 


to the 


ROSS M. HALGREN AGENCY ... INDIANAPOLIS, IND. 


winner of the State Mutual 


President’s Cup 


A trophy awarded annually to the Agency with the best over-all record in 
sound agency management reflecting the high average results of successful 
career associates and the excellent quality of their business. 


ROSS M. HALGREN, C.L.U., General Agent 


Associates 


RUNNER-UP FOR PRESIDENT’S CUP 1951 
THE NATHAN P. PAULUS AGENCY, DAYTON, OHIO 


WAL LIFE 


Incorporated 1844 


Leon Lawhead, C.L.U. 
William A. Tidwell 
Estel R. Snyder 
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Hundreds at Philadelphia CLU 


Close Corporation Case Panel 


\ capacity audience of more than 350 


ac- 
of- 
within a 


general agents, managers, agents, 


countants, attorneys, trust company 
ficials, and other from 
150-mile radius of Philadelphia, attended 


Five-Star Planned Estate 


guests 


Protection 


Panel, sponsored by the Philadelphia 
Chapter, Chartered Life Underwriters, 
at Hotel Warwick, Thursday, April 17. 

Following brief remarks by Chapter 
President James IT. Taylor, Sun Life of 
Canada, and Meeting Chairman Leonard 
E. Liss of S. George Levi & Co., Phila- 
delphia, the panel analyzed the estate 
problems of a typical close corporation 
stockholder whose estate assets totaled 
$550,000. including his 41% stock inter- 
est of $205,000 and $100,000 of personal 


life insurance. 


Corporation’s Tax Consultant 
Acts as Client 


was represented by May- 

nard DD. Conklin, tax consultant of the 

Champion Paper & Fibre Co., Hamilton, 

QO. It was assumed that a_ preliminary 
f 


fact-finding contact had been made by 
Samuel L. Zeigen, CLU, Provident Mu- 
tual general agent, New York, and that 
Mr. Zeigen had obtained his client’s 
per missi m to discuss the facts with 
the other principals of the estate plan- 
ning team—the accountant, Leonard 
Price, CPA, a partner in the firm of 
Klein, Hinds & Finke, Certified Public 
Accountants, New York Citv; the attor- 
ney, Lawrence G. Knecht. Powers Sys- 
tem of Estate Analysis, Cleveland, and 
Henry Cooper, assistant vice president 
ini Aes of Estate Planning, Mellon 
National Bank Trust Co., Pittsburgh 
The panel was the meeting at which 
all the principals assembled to discuss 
the composite recommendations and 
conclusions. Mr. Zeigen, in addressing 
his opening remarks to the audience 
said that first of all, the life underwriter 
must have prestige in order to obtain 
his initial interview with the client. He 
must then shake the client out of his 
complacency. “Most clients,” he said, 
“have other assets which total more 
than their life insurance. It’s. these 
other assets, however, that he’s worried 
about—not his life insurance in which 
he has the utmost confidence. It’s im- 


continued, “to 
client wants to 
objectives — 
those objec- 
serious about 
he’ll give you 
it’s best to look 


portant, therefore,” he 
find out what the 
accomplish—to set up his 
then to help him attain 
tives. If the prospect is 
planning job, 
facts; if he doesn’t, 
for another prospect.” 

Following three hours of thorough 
analysis of the cli problem by the 


just 


ient’s 


panel, during which the necessity ot 
periodic review of the estate plan and 
flexibility were stressed as of prime 
importance, number of recommenda- 
tions were made. These included a sug- 
gestion that the client make a new will 
containing trusts for the benefit of his 
wife and three children to take full 


advantage of the marital deduction tax 
minimizing provisions of the 1948 Rey- 
enue Act. It was also suggested that 
the client persuade his father, who holds 
10% of the stock in the corporation, to 





make new will under which sole vot- 
ing control of the stock would be in 
the client so that he could be in control 
of the corporation. 


Other Recommendations 


Other recommendations were made 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 





concerning the use of life insurance 
settlement options for the benefit of 
the client’s family, and the purchase by 
the wife of the client of insurance on 
the ownership form on her husband’s 
life that would not be taxable to his 
estate, and that would provide funds 
for estate liquidity and also for family 
income. 

The familiar buy-and-sell agreement 
was discussed and abandoned because 
of the desire for family management 
continuity. It was interesting to observe 
the myriad of uses to which life insur- 
ance could be put to solve the impor- 
tant estate problems, including a de- 
ferred compensation arrangement and a 
salary continuance plan for the non- 
stockholding general manager, and key 
man indemnification to the corpor: ition 
in event of the death of the general 
manager. 

\ question-and-answer period follow- 
ing the conclusion of the case brought 
to light a number of additional facts 
and points of view. 








Life of Ga. Appointments 

Appointment of Howell P. Pettigrew 
of Spartanburg, S. C., and Charles K. 
Henderson of Macon, Ga., to the training 
department staff of Life Insurance Com- 
pany of Georgia is announced by Di- 
rector of Training G. S. Cutini. 

Mr. Pettigrew is a native of Columbia, 
S. C, served with the Army during 
World War II and spent 16 months of 
his total 22 service months in the Pacific 
area, He was separated in 1946 with the 
sergeant. Mr. Pettigrew 
organizations in 

secretary and 
Life Underwriters As- 
sociation, was a member of the Veterans 
of Foreign Wars, American Legion, and 
First Baptist Church. 

Mr. Henderson is from Unadilla, 
Georgia. He was graduated magna cum 
laude from Mercer University. During 
World War II he served for three years 
with the Army Air Force. He was a 
bombardier and gunnery instructor. He 
became associated with the company in 
1949, as an agent in Macon, He has been 
active in the Life Underwriters Associa- 
tion, Masons, American Legion, and 
Future Business Leaders of America. 


rank of master 
active in several 
Spartanburg. He 
treasurer of the 


Was 
was 














No life insurance program is really complete unless it has the 
provision for disability income ... and “Berkshire Disability 
Income Benefit with Life Insurance’ has everything it takes 
to make it an attractive, easy-to-sell answer to that problem. 
If you can get this preferred risk coverage for your clients, 


they should not be without it! 


@ BASIC POLICY AUTO- 
MATICALLY MATURES. On 
certain plans, if the policy 
is in force and the insured 
(originally disabled before 
Age 55) is still disabled at 
Age 65, the policy will then 
be automatically matured 
as an endowment for the 
. Sum Insured. 


@ PAYS $10 A MONTH IN- 

COME per $1000 sum in- 

sured, commencing at the 
end of the sixth month of 
Total Disability. (if Total 
Disability begins before 
Age 55 and continues ea! at 
least six months. ) 


PS 









@ MONTHLY INCOME 

PAYABLE TO AGE 65 during 
such Total Disability, or un- 
til the maturity or expiry 
of the policy, if earlier. 


ee iit 


@ waiver 1 OF Paes 
throughout the period of 
Total Dieeaity, (if Total Dis- 




















Berkshire’s ‘ 
Disability Income | 
Benefit with Life 

Insurance 


@ $250 PER MONTH MAXI- 
MUM DISABILITY INCOME 
AVAILABLE. Minimum Basic 
Policy — $2000 or $20 
Monthly Income. 











Wins Union Central Award 





President W. Howard Cox, Union Cen- 
tral, presenting Jerome Clark Award to 
Manager Wilkin of Kansas City agency. 


City, Mo., agency of 
W. Verne Wilkin, 
ager, Jerome Clark 
Award for 1951 outstanding achievement 
in agency development. It was presented 
to Mr. Wilkin at the company’s $500,000 
Club meeting in Miami Beach held re- 


The Kansas 
Union Central, 


won the company’s 


man- 


cently. Second place went to Theodore 
1: Fowler, CEA. 

This award was established in memory 
of the late Jerome Clark, a former vice 
president of the company. Fifteen agen- 
cies qualified for the award competition, 
the Kansas City agency compiling the 
largest number of points. Manager Wil- 


Boston manager. 


kin received a large bronze plaque 
which will be held by his agency for 
the next year. A smaller replica of the 


with names of the manager and 
engraved on it, became their 
possession. 


plaque, 
his agency 
permanent 


Transfer Dwane G. Mikelson 


Pacific Mutual Life has announced the 
opening of its 21st regional Group in- 
surance office and the transfer of Dwane 
G. Mikelson from Cleveland to take 
ee of the new Cincinnati territory. 
Group Vice President Ralph J. Walker, 
in announcing the Cincinnati opening, 
said that the new office would be a 
branch of the company’s Cleveland 
Group office, and be under the super- 
vision of Ivan D. Pierce, Cleveland man- 
ager. 

Mr. Mikelson, named assistant manager 
in Cincinnati, has been a repres TE 
in Cleveland since Spring, 1950 when he 
completed P acific Mutual’s Group insur- 
ance training program. Before that he 
was graduated from Purdue University 
and was affiliated with Pan American 
Airways as a sales representative. He is 
a former Army pilot. 


GUARANTEE MUTUAL GAINS_ 

George L. Hamlin, CLU, agency vice 
president, Guarantee Mutual Life of 
Omaha has announced a company-wide 
gain of 12.2% in Ordinary production 
figures for the first quarter of 1952 over 
the corresponding period of 1951. 

The company also registered a gain of 
19.1% over last year for the first quar- 
ter in the accident, sickness and hos- 
pitalization department. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Pension Planning Panel 
In Hartford on May 5 


TO BE UNDER AUSPICES OF CLU 


Laurence J. Ackavava, Willis F. Mc- 
Martin, James Elton Bragg, Walter 
Raleigh, Denis Maduro Speakers 


A pension planning forum for em- 
ployers, attorneys, accountants and 
others interested in pensions will be held 
in Hartford May 5 under the sponsorship 
of the Hartford Chapter, American So- 
ciety of CLU, it is announced by Fran- 
cis T. Fenn, president of Hartford Chap- 
ter and Hartford associate general agent, 
National Life of Vermont at Hartford. 
Similar forums have been received with 
great interest in such cities as Chicago, 
Cleveland, Detroit and Pittsburgh. This 
is the first time that a conference of 
this nature has been available to employ- 
ers in the Hartford area and the agenda 
has been designed with special attention 
to the needs of small and medium-sized 
firms. dart ‘ 

Edward S. Churchill, director of pen- 
sion research for Connecticut agency, 
Northwestern Mutual, will be chairman 
of the forum. Committee chairmen as- 
sisting Mr. Churchill are Vincent B. 
Coffin, Connecticut Mutual, reception; 
Clyde W. Fuller, Connecticut General, 
reservations; and William L. Camp, III, 
Connecticut Mutual, public information. 


The Speakers 
Speakers will be Laurence J. Acker- 
man, dean, School of Business Admin- 
istration, University of Connecticut; 


James Elton Bragg, CLU, manager 
Bragg Agency, Guardian Life, New 


York; Walter Raleigh, executive vice 
president, New England Council; Wil- 
lis F. McMartin, CLU, general agent, 
Northwestern Mutual, New York; and 
Denis Brandon Maduro, New York at- 
torney. 

Dean Ackerman will speak on “A 
Background Study of Pensions and Their 
Social Implications.” He is author of 
numerous articles on pensions and their 
relationship to the problems of business 
management, and has served on many 
bodies interested in management includ- 
ing the panel on Employe Benefit Pro- 
gram, Federal Mediation and Concilia- 
tion Service; Pensonnel and Labor Re- 
lations C ommittee, National Management 
Council ; and Human Relations Commit- 
tee of Society for Advancement of Man- 
agement. He is also dean of Hartford 
College of Insurance, a director of Na- 
tional Fire and chairman of Governor’s 
Commission on Full Employment. 

3uilding the Pension Program” will 
be discussed by Mr. Bragg. During the 
past 30 years, Mr. Bragg has served 
on advisory committees in various life 
insurance institutions. He was formerly 
vice president of Manhattan Life and 
professor of life insurance and admin- 
istrative officer of the School of Com- 
merce, Accounts and Finance, New York 
University. He is a past president of 
American Society of CLU and is a mem- 
ber of the National Advisory Council 
on Life Underwriter Training and Edu- 
cation, a director of Insurance Society of 
New York, and a special lecturer on 
Pensions at the 1952 CLU Institute, 
a hg? of Connecticut. 

Mr. Raleigh, who will talk on “The 
Place of Pensions in the New England 
Scene,” was formerly executive vice 
president of Bridgeport Chamber of 
Commerce and executive director of 
St amford-Greenwich Manufacturers 
Council. A former practicing lawyer and 
assistant Corporation Council to New 
York City, Mr. Raleigh has served as 
industrial ‘relations counselor for New 
York Employing Printer’s Association 
and for several years was active in per- 
sonnel work at R. H. Macy and Co., New 
York. During recent years he has been 
a moderator at Summer Institute of So- 
cial Progress held annually at Wellesley 
College. 

- “Methods of Funding the Pension 
Plan” will be pointed out by Mr. Mc- 


Martin. After six years in the invest- 
ment banking field and a year in con- 
sumer opinion research, Mr. McMartin 
joined Northwestern Mutual in 1932 and 
was appointed general agent at New 
York in 1949. He has qualified for Mil- 
lion Dollar Round Table ten times. 

Mr. Maduro will speak on “The Legal 
Aspects of Pension Plans Including Cur- 
rent Tax Problems.” 


GEORGE J. SEIF DIES 
George J. Seif, district agent of the 
John Hancock Mutual, died recently 
at the age of 58. Mr. Seif started with 
the company in 1914 at the Long Island 
City, N. Y., office, and also served at 

Ridgewood ‘and Flushing, N: Y. 





Franklin Enters Alaska 


Franklin Life, Springfield, Illinois, has 
opened operations in Alaska, according 
to an announcement by Chas. E. Becker, 
president, The company also operates in 
43 states, the District of Columbia and 
Territory of Hawaii. 

Mrs. Ruth Rock, formerly associated 
with the Olympic National L ife, has been 
named general agent in Fairbanks, 
Alaska. A native of Iowa, iy Rock at- 
tended the University of bapa ake 
and since 1940 has resided in Fairbanks. 
She entered the life insurance business 
that year with the Olympic National 
Life, has consistently. qualified for the 
Quarter Million Dollar Club, and was a 


Manufacturers New Office 

Manufacturers Life recently opened a 
new production office at 713 Drummond 
Building in Montreal. G. Robert Planche, 
formerly of the Montreal St. Catherine 
branch has been named manager. 

Mr. Planche, who is a native of East 
Angus, Quebec, joined the Manufacturers 
Life in 1945. A highly successful life 
underwriter, he has qualified for his 
company’s Senior Production Club for 
the past six years. 





member of the President’s 
Top Ten. 


Olympic’s 





















ment; 


serves his friends and neighbors. 


he will see father-less 


My Dad’s a 
Great-West Life man! 


Sure, he’s proud of his Dad. But he’s too young as yet 


to understand fully how his father, as a life underwriter, 


As he grows older, he 


will come to know how people depend upon his father 
for advice and counsel in arranging their financial affairs. 


He will meet people who are enjoying a carefree retire- 


families held together; at 


college he will have friends who have been assured an 
education: all because of life insurance. And he will know 


many people who have that wonderful feeling of security 


that comes with a well-planned life insurance program. 


He’ll always be proud to say: 


Life Man!” 


near Vesr tha 


ASSURANCE COMPANY 


HEAD OFFICE—WINNIPEG, CANADA 


“My Dad’s a Great-West 
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Problems Confronting 
H. O. Life Underwriter 


A. C. WEBSTER CITES CHANGES 


President of Home Office Life Under- 
writers Assn. Weighs Rating Meth- 
ods Before Annual Meeting 

For the home office life underwriter to 
do a satisfactory job the underwriting 
must be done against a current mortality 
against a background 

therefore underwriting 
problems are changing and require new 
solutions all the time, Andrew C. Web- 
ster, president of the Home Office Life 


background, not 
of 20 years ago; 


Underwriters Association, told the an- 
nual meeting held in New York this 
week. Mr. Webster is manager of selec- 

tion for Mutual Life of New York. 
Basically the job of the home office 
life underwriters is dealing with peo- 
cases, said Mr. Webster. “The 


ple, not 
results of our work will be measured not 
alone by the mortality figures in the 
annual statement, but by the extent to 
which we have provided adequate and 
proper! ly priced coverage to the insuring 


public,” he 


Problems in Underwriting 


said. 


Discussing some of the problems the 
home office life underwriter has to meet 
Mr. Webster said: “All underwriting is 


relative to the society in which we find 
surselves. Not only do we have to sell 
our merchandise in this society, and 
sell it acceptably, but we have also to 
recognize the impact of our environment 


The general level ot 
effect upon our busi- 
level changes, so should 
inge. We should not, 
improvement in the 
mortality to blind us to our 
our job to classify appli- 
and an improvement in 
should be reflected in 
an improvement in life insurance mor- 
talitv. Many fact mntribute to mor- 
tality. We are accustomed to working 
with a few of these: Age, physical con- 
dition and history and occupation. We 
have to ignore or modify some of the 
refinements such as civil condition, birth- 
place, etc., because in practice these 
items have been of minor effect upon 

Even within 
to work with 


upon our business. 
mortality has its 

and as this 
business chi 
allow the 


ness, 
our 
however 
general 
duties. It is 
cants properly, 
general mortality 











rec 
I C 


last 
the longevity of the group. 
the items which we have 
we find several problems. 

“Today it is generally 
the improvement in mortality 





that 
has 


accepte d 
which 


occurred among the general population 
is the result of improvements in medical 
treatment, particularly chemo-therapy. 
This, I suggest, is but half the story. 
An improvement in the living standards 
r t opulation and a continuing of 





standards of public health may 
have done more to keep down the mor- 
ity rate than all the antibiotics. In 
any event, ena ecr takes the form 
of eradicating some of the diseases, as 
witness the reduction in the incidence of 
tuberculosis and reducing the mortality 
from acute diseases such as pneumonia. 
As far as we can learn, however, it has 
not affected the mortality of many of the 





major diseases, it nas merely lessened 
their incidence in the general popul ition. 
We have learned to ignore history of 


acute infection because of this improve- 
ment but, for example, we have still a 
lot to learn about the mortality of indi- 
viduals with circulatory impairments. In- 


directly it has been suggested that a 
new pattern of circulatory impairments 
may be emerging, that more of the 
population i we know of are suffer- 
ing from these impairments, and _ that 
despite their prevalence there is a signi- 
ficant decrease in the mortality. It is 
further suggested that we are paying 


too much attention to these diseases as 
they occur in the applicants who come 
before us. Our answer generally is that 
statistics show that a group of people 
with these impairments will have a high- 
er than average mortality. This is a 
satisfactory answer as far as figures are 
concerned, but have we managed to dif- 
ferentiate between a serious condition 
and an insignificant condition as well as 





Officers Elected by H. O. 


Life Underwriters Ass’n 
At the annual meeting of Home Office 


Life Underwriters Association in New 
York this week, Marshall L. Cleaves, 
vice president of Home Life of New 


York, was elected president. Long ac- 


tive in association affairs, he was vice 
president last year. 

Other officers elected were: 
John C. Archibald, 
president, Bankers 
Herbert R. 
underwriting, London 
secretary, Dodd 
dent underwriting, Connecticut 


A. Pillman, 


First vice 
underwrit- 
Life Co.; 
Laurie, 
Life; 
vice presi- 
Mutual; 


assistant 


president, 
vice 
second vice president, 


ing 


director of 
Thomas k. 


treasurer, George 





we might? Are our classification meth- 


ods too rough and ready, and is 


another approach ? 


“I hope my remarks will not be 


interpreted as a suggestion that our 
underwriting be immediately  liberal- 
ized. I do want to suggest that under- 


(Continued on Page 42A) 


there 


secretary, 
thur Faulkner, 


secretary, 


MARSHALL 


Mutual Benefit; 


assistant 


editor, Ar- 
underwriting 


Massachusetts Mutual. 





Pach Bros. 


L. LEAVES 





Ne ii 
Ke, 
L Rs 
'Fe 


“T’ve 





got just the insurance for you... our ‘Key Man’ policy! 


Bankerslifemen Know How to 
Fit the Proposal to the Prospect 


Fitting the proposal to the prospect is a regular service of 
Bankers/ifemen, although seldom with a pun like the one 


shown here. 


From their earliest 


days in 
Bankerslifemen are trained to do “need selling,” 


their 


agency offices, 
whether 


it be in packages or programs. They are taught under care- 
ful supervision in the office and the field. Their training is 
continued through Home Office schooling so that they have 
not only the desire, but also the knowledge and the contracts 


to meet clients’ needs exactly. 


This service-minded matching of the clients’ needs is 
one of the traits which make the typical Bankerslifeman the 
kind of life underwriter you like to know as a friend, fellow 


worker or competitor. 


BANKERS 


DES MOINES, 


COMPANY 


IOWA 








Half Some Companies 
Business Non-Medica] 


J. T. PHILLIPS REVIEWS TREND 


New York Life Vice President Points to 
Need for Non-Medical Mortality 
Measuring Rod 


The fact that some companies are now 
issuing more than half of their policies 
on a non-medical basis suggests the 
need for careful control of non-medical] 
underwriting, James T. Phillips, vice 
president of New York. Life, told the 
Home Office Underwriters Assn., at the 
annual meeting here tms week. He said 
there was need for more refined mor- 
tality studies which will properly meas- 
ure the amount of excess mortality that 
results from the elimination of medical 
examinations. 

Mr. Phillips pointed out that mortality 
data presented thus far are based on 
the relatively limited non- medical pro- 
gram which was in effect during the 
1930’s. The maximum amount was only 
$2,000 and it is estimated that the 
amount of non-medical insurance issued 
at ages 10 and over during this period 
constituted only about 5% of the total 
issues. 

Mortality studies on policies issued be- 
tween 1942 and 1948 varied considerably, 
depending upon the member of factors 
taken into consideration, but several sig- 
nificant facts were revealed. The per- 
centage of non-medical claims on female 
lives was appreciably higher than that 
on males, a fact which had not become 
apparent from previous studies. In addi- 
tion, an analysis of the non-medical data 
by size of policy did not indicate any 
significant variation. The mortality ratio 
on non-medical policies of the largest 
amount was about the same as that on 
the smaller policies. Mr. Phillips also 
stated that their experience at that time 
was relatively favorable and that. sav- 
ings in medical fees would more than 
offset any excess mortality on non- 
medical business. . 


Finding a Measuring Rod 
_ In discussing the problem of obtain- 
ing a suitable “measuring rod” for 
analyzing non-medical business, Mr. 
Phillips reminded his audience that the 
main objective is not to equalize medical 
and non-medical mortality but to estab- 
lish a proper balance between the excess 
mortality resulting from the omission of 
medical examinations and the corres- 
ponding expense savings. Determination 
of the savings in medical examination 

(Continued on Page 42A) 


W.S. Bagby on Developments 
In Accident - Sickness Field 


Two significant developments in acci- 
dent, and sickness insurance not par- 
alleled in previous experience, Wesley S. 
Bagby, assistant treasurer of Pacific Mu- 
tual Life, told the Home Office Life 
Underwriters Association in New York 
this week, are the constantly increasing 
governmental interest in granting in- 
creasing benefits coupled with ever ex- 
panding regulatory powers over accident 
and sickness insurance; a realization on 
the part of the insurance carriers that 
they cannot operate for profit alone. 
They are becoming more and more im- 
pressed with the greater degree of pub- 
lic interest, in their business, 

“Many companies are conscious of the 
need of extending accident and sickness 
insurance to a greater number of people, 
particularly those who cannot now 
qualify,” said Mr. Bagby. “Companies 
are experimenting to find ways of mak- 
ing coverage available to substandard 
groups who are not now accepted, or if 
only a limited basis. There also 
have been several steps in the direction 
of making coverage more generally 
available to over-age applicants. The 
goal of the accident and health under- 
writer is to find ways of making ireason- 
able amounts of indemnity available to 
the majority, without at the same time 


so, on 


making larger amounts available to the 
very 


’ 


small minority. 
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~ Equitable, la. Meeting 


(Continued from Page 10) 


addressing the sessions, in addition to 
President Hubbell and Mr. Fuller, were 
W. D. MacKinnon, actuary and A. O. 
Groth, associate actuary. Holgar J. 
Johnson, president of the Institute of 
Life Insurance, was the featured guest 
speaker at the joint session on Tuesday, 
which was conducted under the chair- 
manship of E. E. Smith, assistant agency 
yice president. 
New Policies Presented 


The highlight of the joint sessions was 
the presentation of the new policies and 
disability clause by Messrs. MacKinnon 
and Groth immediately following the 
president’s address, which was keyed to 
set an appropriate background for the 
announcement. 

Effective May 1, a new series of par- 
ticipating policies will be issued on a 
$2,500 minimum basis. Premium rates 
have been revised so that in general 
there is a reduction in rates at the 
younger and older ages in life and en- 
dowment plans. Ten-year term rates 
have been reduced, and multiple protec- 
tion rates remain unchanged. The new 
special Whole Life Policy, with a $10,000 
minimum, will be issued with a very 
low gross premium and anticipated divi- 
dends will result in a highly competi- 
tive net cost. Non-participating policies 
will be issued on life and endowment 
plans on a $1,000 minimum, with slight 
adjustments in premium rates. 

The new income disability clause pro- 
vides waiver of premiums to age 65 or 
end of premium paying period if earlier; 
a monthly $10 per thousand income to 
age 63 or prior maturity, and maturity 
at age 65 for all policies not maturing 
earlier, if disability occurs before age Gap 
Disability occurring after age 55 and 
before age 60 provides waiver of pre- 
mium only. The new clause will be 
available to male applicants between 
ages 15 to 50 who are standard risks 
with stable incomes. 

The new juvenile policy contracts pro- 
vide immediate full death benefits except 
for an initial 90-day period on policies 
issued to applicants under six months of 
age, when the benefit will be $250 per 
thousand. Twenty Pay Life, 20-year 
endowment, Endowment at 65 and In- 
come Endowment at 60 or 65 for males 
and females will be issued on juvenile 
plans with $2,500 minimums. The new 
special Whole Life, with its $10,000 mini- 
mum, also will be available to juveniles. 
The Endowment at 18 and a new 18 
Pay Life will be issued with $1,000 mini- 
mums. 

A new single premium Income Con- 
tinuation Policy will be offered in units 
of $1,000. The policy will provide for 
the return of either the premium or the 
cash value, whichever is larger, in the 
event of death before annuity payments 
have commenced. 

Due to continued improvement in mor- 
tality among annuitants, the return un- 
der life income settlement options will 
be slightly decreased, making necessary 
adjustments in income endowment poli- 
cies and in income continuation annui- 
ties. 

While an increase in dividends be- 
came effective March 1, 1952, for most 
plans of insurance issued on the 2%4% 
reserve basis, the company announced 
that a further increase in dividends may 
be anticipated on the new series of poli- 
cies due to the increased minimums re- 
ducing expense factors. 

Non-medical limits for the ages from 
10 to 35 have been increased from $5,000 
to $7,500, and the aggregate non- -medical 
limits until a medical examination is 
required have been extended from $6,000 
for all ages to $7,500 for ages 0-9 and 
36-40, and to $10,000 for ages 10- 35. 

A complete revision of the occupation 
manual also was announced, featuring 
the elimination of extra premiums for 
many occupations, and reductions in the 


extra premiums charged for the ma- 
jority of other listed occupations. An 
entirely new rate book, with the occupa- 
tion manual included, was released to 
the field coincident with the announce- 
ment. 


President’s Club Meeting 


The members of the President’s Club 
met Wednesday under the chairmanship 
of C. O. DuBois, assistant superintend- 
ent of agencies, in a session featuring 
panel and round table discussions. The 
two speakers on the program were R. J. 
Harrison, Pittsburgh agency, and H. L. 
Harvey, CLU, Detroit agency. 


New Business Insurance Material 


The Organization Club spent all of 
Wednesday in instruction seminars un- 
der the leadership of Mr. Smith, as- 
sisted by E. E. Cooper, assistant agency 
vice president ; J. R. Ward, superin- 
tendent of agencies, and S. A. Swisher, 
CLU, field supervisor, wherein the new 
business insurance sales plan, “Key to 
Business Security,” was introduced, and 
briefed the general agents on the teach- 
ing problems involved in the new pro- 
gram. Thursday the club, under the 
chairmanship of Mr. Cooper, who dis- 
cussed “The Recruiting Frontier,” heard 
H. S. Brownlee, CLU, general agent, 
Pittsburgh; N. Cc. Day, general agent, 
Davenport, and R. R. Simmons, M.D., 


ERIE SALES CONGRESS 

A sales congress sponsored by the 
Erie Life Underwriters Association was 
held last week. New marketing ideas 
were presented to the members of the 
association by the following speakers: 
Benjamin Woodson, CLU, mz maging di- 
rector of National Association of Life 
Underwriters; David B._ Fluegelman, 
CLU, vice president of NALU; A. Ken- 
neth Heimer, CLU, 


Metropolitan Life, Johnstown, Pa. 


district manager of 





medical director, and Mr. Fuller. 
Other Convention Features 

The traditional breakfast meeting of 
the Equiowa Chapter of the American 
Society of CLU was conducted Tuesday 
morning by Mr. Swisher. More than 
30 were in attendance. Tuesday night 
members of the President’s and Organi- 
zation Club were guests at a banquet. 
Monday afternoon was reserved for a 
golf tournament for men at Hollywood 
Country Club, and a boat trip through 
the inland waterways and into the Ever- 
glades for all others. 

Approximately 250 field underwriters 
and general agents qualified for attend- 
ance at the convention during a_ two- 
year period ending December 31, 1951. 
The next biennial convention of the 
clubs will be in New Orleans in April, 
1954. 








GENERAL AGENT WANTED 
Opportunity for capable man. 
Established Life Agency in 

New York City. 
Outline experience when applying. 
Unusual set-up if you qualify. 
Replies are confidential. 
Address Box 2085, The Eastern 


Underwriter, 41 Maiden Lane, 
New York 38, N. Y. 


Our men are aware of this ad. 











Promoted to Staff Manager 

Carlton R. White has been promoted 
to staff manager in the Colorado Springs 
office of The Prudential, it was an- 
nounced by Harold J. Theisen, district 
manager. 

Joining The Prudential as an agent in 
the Colorado Springs district office, in 
1939, he continued to serve in that ca- 
pacity until the present promotion. Prior 
to his association with Prudential, he 
operated his own cleaning business at 
Colorado Springs. 





John Teppler says, 
covered this $8800 mortgage for only $19.32 quarterly at age 35. Rock- 
bottom cost is what makes this plan so popular with my mortgage insur- 
ance prospects. It is thrifty decreasing Term insurance, and Prudential 








“Prudential’s 


NEWARK, N. J. 





PRUDENTIAL 
SECURITY PLANS 

SELL 

BECAUSE THEY SERVE 


Mrs. Anne Caldwell, mother and homemaker, says— 


“My husband died less than two months after we got 
this policy. But thanks to John Teppler, our insur- 


ance man, the children and I have a roof over our 


heads today—and our home is free and clear.” 


Temporary Income policy 


makes it available in a wide variety of terms.” 


completely 





The Temporary Income policy can be tailored to fit the needs of almost any 
prospect. Just get from your prospect: HIS AGE, INTEREST RATE, MORT- 
GAGE BALANCE, YEARS FOR MORTGAGE TO RUN. Your nearest Pru- 


dential Agency will supply the other details. Call on us today. 


THE PRUDENTIAL Insurance Company of America 


A mutual life insurance company 


HOUSTON, TEX. 


LOS ANGELES, CALIF. 


TORONTO, ONT. 
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N. W. National Brochure 
On Lengthening of Life 


AIMED FOR ‘PEOPLE PAST 40 
Theme of Ad iene, on Geriatrics 
Starting in 1946; Brochure Reach- 
ing Wide Public 


Northwestern National L ife of Minne- 
apolis has released a brochure entitled, 
“longer Life for People Past 40,” con- 
taining full-size reproductions of the 
first 16 advertisements in its series of 
national magazines advertisements on 
the subject of geriatrics, which is the 
helping older people enjoy 





science of 
life longer. 

Each agent of the company received 
along with his copy an offer to have 
mailed without charge a limited number 


of the brochures to clients and centers 
of influence of their own selection with 
the agent’s business card attached. In 


addition, the company sent the piece to 
a selected list of business and profes- 
sional people throughout the country, 
including a substantial number who over 
the years have been steady users of 
NwNL’s printed material on geriatrics. 
The preface to the brochure points out 
that disseminating health information of 
special concern to people in the older 
ages is a natural undertaking for NwNL 
since the company was among those 
which pioneered the writing of substand- 
cae insurance. 





The geriatrics advertising campaign 
had its inception in 1946 but the think- 
ing behind it dates back more than a 
decade when NwNL in 1940 first began 
to popularize the public understanding 
of geriatrics eeain h exhibits held in 
connection with its policyholder meet- 
ings. Gradually, this activity was 
stepped up until late in 1945 it was 


decided to 
Ronal adveriising 
tional advertising 
subject. The response 
has continued at a high 


devote the company’s na- 
appropriation to this 
was immediate and 
level ever since. 


Continental American Life 
Introduces New Policy 


American Life at a meet- 
and General Agents 


Continental 
Managers 


ing of its 


last week, introduced a new Special Pre- 
ferred Whole Life Paid Up at Age 85 
Policy, designed for the better than 
average buyer who insures in amounts of 
$10,000 or more. 

The new policy provides a marked 
cite eaaaggen from today’s usual partici 
pating rates for whole-life insurance. 


For example, the premium for the mini- 
mum $10,000 policy at age 35 is $239.50, 
at age 40 $287, at age 45 $348.60. A 
speci feature of the policy is that it 
provides guaranteed extra protection of 
10% of the face amount in the first year 
and substantially increased extra pro- 
tection in the second and later years by 
use of Continental American’s Term ad- 
lition dividend option. 


4. 





The extra protection feature provides 
an automatic clean-up fund which is par- 
ticularly effective when the policy is is- 


sued with the family income rider. For 
example, a special preferred policy is- 
family income 





sued with the 20 year 

rider at age 35 would provide, if death 
occurs in the first year, the following 
benefits: (1) guaranteed cash clean-up 
fund of $1,000 (10% of face amount); 
(2) $100 per month for 20 years from 
date of issue; (3) then the full $10,- 
000 face amount payable in cash or as 
income for the beneficiary. 

The annual premium for this package 
is $303.10, little more than the usual 
Ordinary life rate. The premium reduces 
to $239.50 at the end of 20 years and 


t 
eases at age &5 
paid up oe, lif 
In spite of tis exceedingly low pre- 
mium, the policy accumulates full Ordi- 
nary life cash values. For example, a 
special preferred policy issued at age 35 
accumulates at age 65 a guaranteed cash 
surrender value of $5,430. Adding the 
terminal dividend ($240 on the present 
scale) produces a total cash surrender 
value of $5,670. 


when the policy is fully 


LIFE COUNSEL TO MEET MAY 13-14 


Speakers at White Sulphur Springs and 
Topics Which They Will Discuss 
There 
Association of Life Insurance Coun- 
sel will hold its Spring meeting May 13 
and 14 in The Greenbrier, White Sulphur 
Springs. William R. Shands is presi- 
dent. Papers to be delivered are these: 
“What Is Gained by Incorporating a General 
Agency?”?— Warner F. Haldeman, associate 
counsel, Penn Mutual. 
“A New Look at the 
W. Lee Shield, counsel, 

Hon. 
“Enforcement 
Corporate Borrowers.” 
Prudential. 
“Consideration of Legal 
When a Legal Reserve Life Insurance Company 
Enters the A. and H. Field.””—Clyde J. Cover, 
assistz ant general counsel, Lincoln National Life. 


Incontestable Clause.’’— 
American Life Conven- 


Agreements Against 


of Loan 
» Conroy, The 


—Eugene J. 


Problems Presented 


“Derivative Suits—Some Problems of De- 
fense.”—Rowland H. Long, counsel, Massa- 
chusetts Mutual. 


Robert Hogg, executive vice presi- 
dent and general counsel, American Life 
Convention, will discuss recent Washing- 
ton developments. 


SOUTH AFRICAN MANAGER 

R. A. Sanderson has been appointed 
manager of the South African business 
of Manufacturers Life. Formerly, he 
was manager for Transvaal and Orange 
Free State. His headquarters are in 


Johannesburg. 


Director of Research 
For Great-West_Life 


Reginald C. Barnsley, FSA, AIA, has 
been appointed director of research of 
Great-West Life. Mr. Barnsley, formerly 
associate actuary of the company, will 
assume broader responsibilities in this 
newly-created seitior position. He will 
conduct and coordinate, research in all 
phases of the company’s insurance op- 
erations and interpret trends and fac- 
tors which affect the company’s growth 
and development. 

A native of England who joined Great- 
West as an actuarial clerk in 1920, Mr. 

3arnsley qualified for his fellowship in 
the Actuarial Society at 22. His fellow- 
ship was not officially awarded until 
three years later in 1927, when he at- 
tained the minimum age for admission 
as a fellow. In 1925 he was appointed 
assistant actuary by Great-West Life 
and promoted to associate actuary in 
1930. 


MILLIONNAIRES CLUB MEMBERS 

A record-breaking number of 85 new 
members have qualified for the Million- 
naires Club of Occidental Life of Cali- 
fornia, bringing the total of members 
who have passed the $1 million-mark of 
insurance in force to 226. 





INSURANCE WITH 


IMAGINATION 





For the executive stafts of established companies, Union Mutual now 
offers catastrophe or major medical expense benefits that will pay 
all medical bills above a predetermined amount up to $5,000. 

The same benefits are available to the executives’ immediate family. 
But most important are the added plus values you get with this 
Union Mutual Plan ...... for example...... 


PLU 


Union Mutual’s High Limit Medical Expense 
Plan contains no Coinsurance Feature. In other 
words, we pay all medical bills above the 
deductible amount up to $5,000... not just a 


portion of such bills. 
Benefits are paid whether or not the policyholder is 


hospitalized. 


There is no time limit on any one claim. The bills of one 
sickness or accident may run over an indefinite period 


of years. 


Also, deductible amounts may be selected ranging from 


$100 up to as high as $5,000. 
Today it’s the PLUS values that make the difference! 


UNION MUTUAL 


LIFE INSURANCE COMPANY + Home Office 
Portland, Maine « Rolland E. trish, President 











James S. Reber to Retire 





S. REBER 


JAMES 


James S. Reber, assistant superin- 
tendent of agencies, life, accident and 
Group agency department of the Travel- 
ers, is retiring after 31 years service, 
upon the advice of his physician. His 
retirement was announced by Vice Presi- 
dent Perry T. Carter. 

A native of Kansas City, Missouri, Mr. 
Reber joined the Travelers as a special 
agent there in 1921. In 1922 he was pro- 
assistant acci- 
at the Kansas City 


moted to manager, life, 
dent and Group lines 
office. He transferred to the Hartford 
branch office in the same capacity in 
1924 and later that year was promoted 
to the home office staff and appointed 
Group supervisor, life, accident and 
Group agency department. 

In January, 1927, he was promoted and 
appointed agency assistant and in 
November, 1927 was again promoted and 
named assistant superintendent of agen- 
cies 

Mr. Keber attended William Jewell 

College and the Law School of the Uni- 
cen of Missouri. Prior to joining the 
Travelers, he was associated with the 
Bell Telephone Company as a district 
manager in Kansas City. 


Flood Emergency Act of BMA 


The Business Men’s Assurance has 
taken the following action as a result of 
the present flood emergency in the Mid- 
dle West. 

To assist policyowners who reside in 
the flood stricken areas of the Middle 
West to keep their BMA insurance in 
force during the present emergency 
where flood conditions prevent the pay- 
ment of the premium within grace period 
allowed in the policy, the company will 
grant, without interest, an addition 31 
days for payment of the premium, This 
applies to all BMA Individual and Group 
Insurance, including life insurance, acci- 
dent and he: ilth, hospitalization, surgical 
and_ polio policies. 


Bankers of Iowa Increases 

New business issued and paid-for in 
Bankers Life of Des Moines during the 
first quarter of 1952 totaled $47,041,157— 
a 10% increase over the figure for the 
corresponding period of 1951. 

Ordinary insurance sales in the quar- 
ter totaled $31,866,675—an increase of 
$2,812,387—and Group insurance sales 
totaled $15,174,482—an increase of $1,- 
458,518. 

Insurance in force in Bankers Life 
increased $22.8 million during the quar- 
ter to a new high of $1.7 billion. Ordi- 
nary insurance in force on March 31 
totaled $1,330,166,953 and Group insur- 
ance in force totaled $369,764,214. 
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Made Associate Counsel of Massachusetts Mutual 





Arthur Johnson 
CARL A. SABIN 


Massachusetts Mutual Life has ap- 
pointed Ralph A. Armstrong and Carl 
A. Sabin, both formerly assistant coun- 
sel, as counsel, it is an- 
nounced by President Leland J. Kalm- 
bach. 

Mr. Armstrong, graduate of Brown 
University and Northeastern University 
Law School, joined the law department 
of the company in 1927, was appointed 
attorney in 1931 and assistant counsel 
in 1945. He is a member of the Hamp- 
den County Bar Association, American 
Sar Association and International Asso- 
ciation of Insurance Counsel. He has 
served on the Joint Premium Tax Com- 


associate 


Arthur Johnson 
RALPH A. ARMSTRONG 


mittee of ALC and LIAA and assisted in 
the preparation of the premium tax 
manual now used by most companies. 
He has long been active in civic affairs 
of Springfield, served on the City Coun- 
cil and chairman of the Police Commis- 
sion. 

Mr. Sabin served in several depart- 
ments of the company before he joined 
the law department in 1923 following 
graduation from Northeastern Univer- 
sity School of Law where he specialized 
in real estate law. He was appointed at- 
torney in 1928, assistant counsel in 1943 
and is a member of the Hampden 
County and Massachusetts Bar Associa- 
tions. 





lI 


well-balanced 


A well-balanced company is, we believe, a company 


... whose financial position is strong 
... Whose geographical market embraces a 


areas 


It is a company 












. .. whose policy contracts include all funda- 


= balance of metropolitan, town and rural 
= mental coverages... 


... whose contributions to its industry have 
been recognized as outstanding 


... whose growth has been steady and uniform 


... whose size is sufficiently large to assure 
confidence and prestige 


... Whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

... Whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e 





PENNSYLVANIA 

















Morgan O. Doolittle, President 


Agents and Brokers Placing... 


Life — Accident-Health — Hospitalization .. . 


Will Have Our Aggressive Cooperation 
in the Closing of their Cases. 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY 


Jamestown, N. Y. 
NEW YORK OFFICE: 60 East 42nd Street 
Peter E. Tumblety, First Vice-President 























6,000 at Party of Hancock, 
Celebrating 90th Year 


Boston’s biggest “family” birthday 
party was held for 6,000 home office 
people of the John Hancock April 21 
in celebration of the company’s 90th 
anniversary. Clark 


greeted John Hancock directors, home 


President Paul F. 


office personnel, former employes now 
in military service and retired members 
who returned for the day, and guests 
of honor from the company’s field 
forces. “One thing is unchanged in the 
company’s said Mr. Clark. 
“That is the vision of our founders, who 
held high the idea of bringing life insur- 
ance service to all the people.” 
Charles L. Ayling extended greetings 
from the board of which he is senior 
member. Mr. Clark then welcomed Den- 
nis E. Sullivan, Massachusetts Commis 
sioner of Insurance, and introduced the 
13 guests of honor, 12 of whom were so 


history,” 


chosen because of their record of long 
service with the company. The 13tl 
guest was the John Hancock's newest 
employe, Mabel M. Conroy of Arlington, 
who started with the company that day. 

A highlight of the day was the an 
nouncement of the winner of the com 
pany’s contest for the slogan that best 
dramatized the John Hancock’s 90 years 
of service to policyholders and to the 
nation. Harry A. Berry, division mana 
ger in the secretary’s department, won 
a week’s trip to Washington, D. C. 


Harmelin Brokers’ Course 

The 72nd class of Harmelin Agency of 
Columbian National Life, New York, to 
prepare brokers for the New York State 
Life Agent’s examination will begin on 
April 30. 

The course consists of five lectures and 
is conducted at 50 Church Street. In- 
structions will be given by David R. and 
William Harmelin. A limited number of 
applicants wil be accepted Part time 
agents are eligible. There is no charge 
for the instruction. 








of benefits... of premiums... of service. But we j 
especially welcome your attention to the manner 
| in which we treat the policyholder. 

yy, 2 a we | 
THE Ruck 
INSURANCE COMPANY 
WORCESTER 2, MASSACHUSETTS { 
Frank L. Harrington .......cccceseces: . President 
Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies i 





policy comes at claim time. ‘ 


So the right kind of claim service is 
all-important ... to the policyholder . . 
stake your reputation in selling the case. 


As a leader in the non-cancellable 


disability field, we invite comparisons 


NON-CANCELLABLE ACCIDENT & HEALTH e LIFE «© GROUP | 


Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 


The real test of the worth 


of a sickness and accident 


. to you who 








































































Page 18 


April 25, 








Seven Promotions in 
The Metropolitan Life 


DOWLING ASSOC. GEN’L COUNSEL 





Gannon and Lachner Associate Actu- 
aries; Arlinghaus, Lebourveau, Mer- 
riam and Thomas Assistant Actuaries 
Seven promotions at Metropolitan Life 

this Charles 


were announced week by 
G. Taylor, Jr. president. J. Edwin 
Dowling has been made associate gen- 


eral counsel and will be associated with 
Joseph H. Collins, general counsel. Jo- 
seph T. and Harold A. L: 


actuaries. 


Gannon ichner 
associate 


to Ordinary 


have been made 


They 
Industrial 


will be assigned and 
Four 


title of 


actuarial work. new 
elected 
actuary. They are Clemens G. 
Allan F. Lebourveau, Wal- 
and William S. Thomas. 
who has been assistant 
vice president of Metropolitan Life in 
the claim division and second in com- 
mand at that division, was son of the 
late Martin F. Dowling, manager of the 
company’s Euclid district in Cleveland. 
After attending Williams College Mr. 
Dowling was graduated from John Car- 
roll University, Cleveland, in 1925, with 
a B.A. degree and he later got a LL.B. 
degree from Western Reserve Univer- 


officers have been with 
assistant 
Arlinghaus, 
ter A. Merriam 


Mr. Dowling, 


~ 


EXTEND UNDERWRITING 

Effective immediately, Guarantee Mu- 
tual Life of Omaha will consider acciden- 
tal death benefit up to a maximum of 
$50,000. This extension of underwriting 
service is but one part of the company’s 
current expansion program aimed at 
greater service to all clients according to 
the announcement made by George L. 
Hamlin, CLU, agency vice president. 


SALINA ASS’N SPEAKER 

The Salina Life Underwriters met re- 
cently with Harry Lucas, Metropolitan 
Life, Salina as speaker on “How Big 
Are You?” 

Mr. Lucas has been named “Man of 
the Year” for Salina last year, largely 
for the accomplishment of putting over 
the Salina Community Chest Campaign 
in a one day drive. 





School. He belongs to Ameri- 
can Bar and New York State Bar asso- 
ciations. His insurance career started 
with Hartford Accident & Indemnity 
and he came to Metropolitan Life in 
the law division in 1930. In 1936 he was 
transferred to the claim division as assis- 
tant manager and was elected assistant 
vice president a couple of years ago. 

Mr. Gannon, a graduate of Catholic 
University, Washington, D. C., joined 
Metropolitan Life 27 years ago. Mr. 
Lachner, a graduate of Yale, joined 
company in 1931 immediately after leav- 
ing college. 


sity Law 









ag Bem, * 
U.S. LIFE... 
A Better Life to Live! 


Everyone, by his daily personal conduct, can help 






to fight the contemptible prejudices — earnestly 


cultivated by Communists — which seek to divide 


America into groups of Protestants and Catholics, 


Christians and Jews, foreigners and natives, work- 


ers and capitalists. 


Let’s actively remember that we are 


people... 


American 


and this is no place for so many kinds 


of people to live unless we share the common pur- 


pose of keeping | 


Insurance of family 
during working years, 


American insurance agents. 


J.S. Life. 


. A Better Life to Live! 


xk k 


security, and of earning capacity 
is a duty of the great body of 


Agents of United States Life 


have an exceptionally complete schedule of policies for 


truly and fully protective coverage. 


The 


United States Life 
INSURANCE COMPANY | 
IN THE CITY of NEW YORK 
84 WILLIAM STREET 
NEW YORK 38, N. Y. 


























1952 


52 Years With Mutual Life of Canada 


W alter H. Somerville, Executive Vice President, Is One of the 


Distinguished Figures of the Dominion 


Walter H. Somerville, C.B.E., execu- 
president of Mutual Life of 
Canada, whose home office is in Water- 
loo, Ontario, which was established in 


1869, and who has been with that com- 
pany more than half a century, is re- 
garded as one of the outstanding fig- 


tive vice 


ures in the Canadian life insurance 
field. A former president of Cana- 
dian Life Insurance Officers Asso- 
ciation he was appointed in May, 
1940, Joint Chairman of Canada’s 
National War Savings Committee. On 
amalgamation of that committee with 


Dominion War Finance Committee 
in January, 1942, he became a member 
of the latter group. For his services to 
his country in connection with this work 
he was made a Commander of the Or- 
der of the British Empire. 

Mr. Somerville’s earliest work with 
the company as a young man fired in 
him a great interest in actuarial science 
and led to his getting the degree of 
Associate of the Institute of Actuaries 
of Great Britain and Actuarial Society 
of America. He became associate actu- 
ary of the Mutual Life of Canada and in 
1918 was elected secret: ary of the com- 


the 


WALTER H. 


SOMERVILLE, 





C.BE. 


pany. He became assistant general man- 
ager in 1920, general manager in 1926 A. E. Pequegnat. Assistant general man- 
and also was elected vice president and ager is H. L. Guy, also a C.B.E. 


general manager in 1943. His election 


L Super- 
intendent of agencies is George Dunbar, 


to executive vice president was in 1948. The Mutual Life of Canada has re- 

The company, which passed a billion cently issued a brochure giving the his- 
dollars of life insurance in force in 1948, tory of a company, appearing under 
has 63 branch offices throughout Canada, the title, “An Epic of Progress.” From 
and more than 1,000 agents. In the Sec- an art and literary standpoint it is one 
ond World War it subscribed $140,000,- of the most attractive historical docu- 
000 to the War and Victory Loans. ments which has been issued by a life 


General manager of the company is insurance company. 





The GROWING 
GUARDIAN 


New paid_business— 


1949 ........ . . $79,379,000 
mee .... $106,548,000 


1951 $116,026,000 


Insurance in force- 
( On December 31st ) 


1949 ........ . . $832,147,000 
50 .... $898,831,000 


1951 a Te 


GUARDIAN 
Go Lhacnance Company 


SQUARE 
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Left to right: W. Thomas Craig, Frederick A. Schnell, Mark S. Trueblood, Dr. Lee 
A. Du Bridge, Charles E. Cleeton, Edward Neisser. 


and Richard R. Van Cleve, CLU; Earl 
W. Beebe, National Life of Vermont; 
Dr. Lee A. Du Bridge, president, Cali- 
fornia Institute of Technology; Walter 
recently. Among the speakers were L. McKee, Connecticut General; An- 
Charles E. Cleeton, CLU, general agent, thony Glynn, Mutual Lifé of New York; 
Occidental Life, Los Angeles, and presi- borne M. Shelton, Jr., New England 
we tT. ; “TTT Mutual. 
dent of NALU; John M. Russon, CLU, President of the Los Angeles Associa- 
Massachusetts Mutual; George J. Russ- tion is Mark S. Trueblood, manager, 
nak, Metropolitan Life; Jack Schwartz, Union Central Life. Edward Neisser, 
Harry R. Van Cleve, CLU, Massachusetts Mutual, served as gen- 
. eral chairman of the sales congress. 
President of the California State As- 
sociation of Life Underwriters is Fred- 
7 erick A. Schnell, general agent, Penn 
Leading Producers Club Mutual. W. Thomas Craig, general 
: . agent, Aetna Life, is national committee- 
Of Occidental of Calif. man of the Los Angeles Association. 

Twelve top sales representatives for 
Occidental Life of California have joined 
the ranks of the firm’s Leading Pro- 


Approximately 500 attended the 25th 
annual sales congress of the Los An- 
geles Association of Life Underwriters 


Reliance Life; 





ducers Club. Requiring an average of 
$1,000 of paid premiums for each of the 
18 months in the qualification period 
plus a minimum of 80% second-year per- 
sistency, membership in the club, 
founded in 1933, now totals 115. 

Occidental’s president, Horace W. 
Brower, and Vice President William B. 
Stannard, who are honorary members, 
received gold watches along with the 
twelve qualifiers. 

Club officers for 1952 are Frank J. 
Longo, president, with C. L. DeVries 
agency, Los Angeles; W. Gleason Con- 
don, first vice president, Howell King 
agency, Baltimore, Md.; and R. P. Tin- 
nin, second vice president, head of the 
R. P. Tinnin agency, Albuquerque, N. M. 
New members include Martin Arno- 
vitz, head of the Arnovitz agency, Mon- 
treal, Canada; J. G. Baenziger and Mr. 
Condon with Howell King agency; D. 
E. Fletcher, head of the D. E. Fletcher 
agency, Elkins, W. Va.; D. E.. Fine, 
head = | the D. E. Fine agency, Toledo, 
Ohio; E. V. Gold and W. D. Schell, with 
the ite ix Rasmussen agency, Salt Lake 
City, Utah; A. Grimes, with the Val 
Taylor agency, Waterloo, Canada; C. S. 
Kimber, with the C. E. Cleeton agency, 
Los Angeles, Calif.; J. M. Radcliffe, 
with the E. J. Aronovitch agency, Winni- 
peg, C anada; L. E. Walton, with the 
Fresno, Calif., branch and B. G. Yee, 
with the C. C. Wing agency, San Fran- 
cisco, Calif, 


In New York 


writes it! 





MADE ASSISTANT MANAGER 

Joseph S. Kniaz has been promoted to 
assistant manager of the Albert L. Jason 
Agency, Los Angeles, it was announced 
by Albert. L. Jason, manager. Joining 
the Prudential as a special agent in the 
Tack White Agency, Los Angeles, Mr. 
Kniaz transferred in June, 1949, to the 
Van Nuys district agency where he con- 


ened to serve until the present promo- 
ion, 


DAVID A. 
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Where else can you insure them up to 75? 


NOWHERE 


Assurance Company. 


Over 125,000 persons in New York 
City are between 70 and 75. 


What a market! 


You can now say YES to these oldsters. 
‘Cause Continental ... exclusively... 


Consult CARR 
Concerning 
“Over-Age’ Clients 


INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


Personal Attention 


and Prompt Service 


BROKERAGE AND SURPLUS — LIFE — 
ANNUITIES — COMPLETE GROUP PLANS 


WILLIAM A. ARNOLD, II, AGENCY 


161 WILLIAM STREET 


WORTH 4-2367 








Cashiers’ Conference Held 
By Mutual Benefit Life 


Agency cashiers of Mutual Benefit 
Life of Newark, met at the home office 
last week to discuss policyholder service 
and correspondence, bookkeeping and re- 
lated problems, and handling new busi- 
ness at group seminars and individual 
meetings. The cashiers also toured vari- 
ous departments in the building to in- 
crease their knowledge of home office 
functions. 

Sixteen of the company’s 72 agencies 
were represented at the four-day con- 
which was chairmanned by 
Mildred F. Stone, CLU, director of 
policyowner services, and Chauncey 
Brown, director of agency finance. 


ference 


. except Continental 
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Director National Life Vt. 


Fabian Bachrach 
PATRICK 


JOHN H. 


John H. Patrick, prominent Vermont 
business man of Burlington, was elected 
a director succeeding the late Dr. John 
M. Thomas, prominent educator and 
dean of the company’s board, who died 
February 26. 

Mr. Patrick is treasurer of the 
Blodgett Supply Co. of Burlington; di- 
rector of Chittenden County Trust Co.; 
vice president of G. S. Blodgett Co., 

3urlington; director of Eastern Mag- 
nesia Talc Co., Burlington; and a trustee 
of University of Vermont. Graduate of 
University of Vermont and Harvard 
Business School, he has served as state 
senator and Burlington city alderman, 








Equitable of Iowa Record 

Equitable Life of Iowa recorded the 
largest monthly volume of new _ busi- 
ness in its 85-year history in Marchi, 
when the field force paid for $13,193,356, 
R. E. Fuller, agency vice president, an- 
nounced. The first quarter of 1952 also 
was the best first-quarter, from a vol- 
ume standpoint, in Equitable of Iowa 
history, with $31,172,464, paid for busi- 
ness. The month’s total represented a 
gain over March, 1951, of $1,356,058, or 
11.5%. The gain for the first quarter 
was $1,237, 802, an increase of 4.1% over 
the first three months of last year. In- 
surance in force has increased by $17,- 
919,487 since December 31, now stand- 
ing at $1,179,460,478. 

In creating the March new business 
record, the New York City agency of 
the company accounted for more than 
$1,000,000. Personal production honors 
for March were attained by F. S. De- 
Bernardi, Tulsa representative of the 
Oklahoma agency. 
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Northwestern National 
Executive Promotions 





Harry E. ATwoop Witus R. Krey 


Announcement of two promotions in 
the executive staff of Northwestern Na- 
tional Life is made by George W. Wells, 
president 

Harry E. Atwood leaves the agency 
department, where he has been secretary 
for the past 11 years, and is adv: inced 
to second vice president with home office 
administrative duties assigned to him. 
Willis R. Krey, chief accounting officer, 
has been advanced to_ comptroller. 

Mr. Atwood joined NwNL in 1931 as 
a member of its advertising department. 
In 1940 he transferred to the agency 
department, and a year later was made 
agency secretary with respons sibility for 
administering that department’s budget. 

Mr. Krey has been with the company 
since 1917 when he joined the accounting 
department. From 1923 to 1932 he was 
manager of the tabulating department. 
He then joined the firm’s division of 
research and audit, a unit responsible for 


the prompt issuance of the company’s 
annual financial statement. Since 1925 
NwWNL’s annual statement has been pub- 


lished the first week in January. 


Group Representative In 


North N. J. for Mass. Mutual 





PERSCH 


WILLIAM J. 


Mutual Life has ap- 
pointed William J. Persch district Group 
representative for northern New Jersey 
area. Entering the insurance business in 
1936 from the position of cashier of the 
Franklin National Bank of Nutley, N. J., 


Massachusetts 


he is a graduate of the American Insti- 
tute of Banking and is a member of the 
New York City Life Supervisors Asso- 
ciation. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, IIl. 


32 Court Street Brooklyn 2, N. Y. 


TRiangle 5-7362 





Bankers Nat’! Prepares 
For 25th Milestone 


COMMUNITY PROJECTS OF H. 0. 





W. J. Sieger Advances to July 9 Realiza- 
tion of $200 Million “In Force” Goal; 
0% Ahead in Writings 


Sieger, 





William J. vice president and 
agency director of Bankers National 
Life, Montclair, N. J., reports a gain of 
40% in paid-for Ordinary life business, 
produced by agents of the company for 
the first three months of 1952, This 
healthy increase is particularly pleasing 
to the Bankers National which marks its 
25th anniversary next October 5. A series 
of luncheons and dinners being 
planned to commemorate this milestone 
as well as a Bermuda and Nassau con- 
vention trip for qualified members of the 
company’s Presidents Club. 

Up until February of this year the 
Bankers National had set its anniversary 
goal of $200,000,000 of insurance in force 
for October 5, 1952. But the producers 
of the company did such an outstanding 
production job for the first three months 
that Vice President Sieger announced 
that the achievement date for the $200,- 
000,000 had been advanced to July 9. On 
that day Major Richard O’Brien of the 
Air Force is expected back to civilian 
life after 17 months’ active service. 
Bankers National agents welcomed the 
home office suggestion that a special ef- 
fort be made between now and July 9 so 
achieve the desired goal as -a 
“welcome home” present for Major 
O’Brien. As of this week the “in force” 
total had exceeded $195,000,000. 

A prominent part of the company’s 
anniversary celebration are the public 
spirited activities on the part of home 
office employes in community life. Re- 
cently the employes held a cake sale to 
funds for the rehabilitation pro- 
gram of Montclair’s Mountainside Hos- 
pital. A total of $102.50 was realized. 
John McAlexander, assistant secretary 
and claims manager of the company, was 
one of those who baked a cake; in fact, 
his cake looked and tasted so good that 
it was put up as the grand prize at the 
sale. 

The home office people also partici- 
pated in a 25th anniversary slogan con- 
test and out of the 214 entries the win- 
ning slogan was that of Lydia Bowne, 
home office addressograph department. 
For the slogan, “Security—the Ameri- 
can Way,” Miss Bowne won $50. 

Bankers National Life employes have 
also donated blood to the Montclair Red 
Cross blood bank in connection with its 
Armed Forces program and this will 
be a continuing effort. Finally, the an- 
nual flower show in August, staged bv 
the home office family, will tie in with 
the 25th anniversary. For the first time 
the flowers and vegetables on display 
will be sold and the proceeds will go to 
the charitable agency. 
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LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








EXCELLENT LOCATION FOR 


COMPANY 
MEETINGS 


LUNCHEONS, DINNERS, PARTIES 


Private rooms for 10 to 3000. 

Wonderful values! 5 min. from 

downtown N.Y. Clark St. sta. 

7th Ave. IRT sub. in hotel. 
MAin 4-5000. 


ure. ST. GEORGE 


Clark St., Brooklyn 
Norman H. Free, Gen. Mar. 
BING & BING, Inc., Management 








Agency Management Ass’n 
Major Meetings Schedule 


In an effort to avoid conflict with 
other organizations on meeting dates, 
Agency Management Association has 


scheduled its major conferences through 
1956. LIAMA’s annual meeting will be 
held at the Edgewzter Beach Hotel, Chi- 
on the following days: 
1952—November 17-21; 1953—Novem- 
ber 9-13; 1954—November 8-12; 1955— 
November 7-11; 1956—November 12-16. 


The Small Companies Conference, 


cago, 


also 
set for the Edgewater Beach Hotel, will 
be in session: 

1953—March 
17; 1955—March 
12-14. 

The Accident and Health Meeting, at 
Chicago’s Drake Hotel, will be held on 
the following days: 

1953—April 20-22; 1954—April 12-14; 
55 i 1956—April 16-18. 

The Large Companies Conference will 
be held April 27-29, 1953. Future dates 
for this meeting will be decided at the 
conference next month. Also to be an- 
nounced are dates for the Combination 
Companies Conference for 1953 through 

56. 


1954—March 15- 
1956—March 


16-18; 
14-16; 














Service and in the high 


to us 


15 PARK ROW 




















SERVICE WITH A CAPITAL "S" 


We take pride in our fast, thorough, helpful 


the business stays on the books. 


There is no detail too small or bothersome—and 
“every case is a big one.” 


The Gulius Selling regency 


Fred UH. Selling, General rbgent 


STATE MUTUAL LIFE ASSURANCE CO. of Worcester, Mass. 
COrtlandt 7-3564 


HEADQUARTERS FOR HELPFUL LIFE INSURANCE SERVICE 


persistency with which 


NEW YORK 38, N. Y. 














WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL. 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, Iil. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 














Regional Group Manager 





awk 


FRANK H. WEISMAN 


Frank H. Weisman has been appointed 
regional Group manager in Chicago for 
Bankers Life of Des Moines. His terri- 
tory will include central and northern 
Illinois and the 21 northern counties of 
Indiana. 

Mr. Weisman’s 
commenced about 10 years ago when he 
joined California Physicians Service in 
San Francisco as assistant director. He 
left that organization to become super- 
intendent of the Group accident and 
health department of American-Associ- 
ated Insurance Co., St. Louis. In that 
position he was responsible for his com- 
pany’s DBL activities in New York 
State. He resigned from that position 
to become enrollment director of Loui- 
siana Physicians Service in New Orleans, 
4g which position he goes to Bankers 
ire, 


insurance experience 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 
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N.Y.Life Ad Wins Award 
Of American Music Conf. 
FEATURED WOMAN PIANIST 
Her Public Debut as Artist Made Pos- 


sible When Father Bought Life 
Insurance 








New York Life has been awarded the 
second annual Award of Merit by the 
American Music Conference for the most 
effective use of a musical theme in ad- 
vertising for non-musical products or 
services. Compton Advertising, Inc., is 
New York Life’s advertising agency. 
Personnel of Compton working on this 
ad were Willard Haggen, account exec- 
utive; John Currie, Jr., art director; 
and Mrs. Mary Eleanor Reese, copy- 
writer. All will receive citations, in ad- 
dition to the client and the agency. 
Judges who made the selection were 
Sydney Bernstein, editor, Advertising 
Age; Eldridge Peterson, editor, Print- 
ers Ink; and Reginald Clough, editor, 
Tide. 

The New York Life’s award-winning 
ad was captioned “An Ear for Music.” 
It featured an illustration of a young 
woman playing a grand piano and with 
copy relating how her concert debut 
was made possible by her father’s fore- 
sight in buying life insurance. Under 
consideration of the judges in the 1951 
competition were 128 separate adver- 
tisers. 

American Music Conference is a pub- 
lic service organization devoted to en- 
couraging increased participation in mu- 
sical activity in all phases of American 
life. It is financed by contributions from 
various music industry trade associa- 
tions and from individual companies or 
other friends of music. The competi- 
tion is directed by the AMC public re- 
lations counsel, The Philip Lesly Co. 


All in One Security Policy 
Issued by Bankers National 


3ankers National Life, Montclair, N. 
J. has just put on the market a new 
combination accident and life insurance 
contract called the “all in one security’ 
policy. Issued on a non-medical basis, 
limits range from $7,500 for ages 16- 
35—men and women—to $2,500 for ages 
41-45. For married women the policy 
limit on this basis is $2,500 for ages 
16-45. 

Features of the new policy, which 
make it a salable contract from the 
agents’ viewpoint, are as follows: A cash 
monthly income when disabled. The 
company will pay $100 per month from 
the first day of injury for as long as the 
insured is unable to work, even for life. 
In event of total disability from specified 
travel accidents (train, bus, taxi) $200 
per mouth will be paid. 

In case of sickness the policy will pro- 
vide $100 per month, starting with the 
eighth day and for five full years. House 
confinement is never required during the 
first two years of any disability. 

At retirement age the insured may use 
the cash values built up as a retirement 
fund, and thus receive regular monthly 
inst< uiments for the rest of his life. In 
case of natural death $2,500 is paid in 
casa or $100 monthly for 25 months; for 
accidental death—$5,000; for specified 
travel accident—$7,500—either in cash or 
as monthly income. 

Premium rates, which are reasonable, 
are shown for all ages in the combina- 
tion sales and application folder which 
Bankers National has recently prepared 
for agents’ use. 


Hear R. U. Redpath, Jr. 


Robert U. Redpath, Jr., consultant on 
design and administration of employe 
benefit sy stems, is the speaker on “Pen- 
sion Planning” at the New School for 
Social Research, today, April 25. Mr. 
Redpath is guest speaker in a series on 
estate planning directed by Solomon 
Huber, general agent, Mutual Benefit 
Life, New York. 


BMA Shows Record Gains 


In a letter addressed to the company’s 
fieldmen, W. T. Grant, chairman of Busi- 
ness Men’s Assurance, has announced 
new record achievements for 1952. New 
paid life insurance for the first quarter 
was $33,367,249 compared with $29,065,- 
807 for the corresponding quarter of 
1951, a gain of 14.8%. 

Total life insurance in force increased 
to $554,506,704. The most 
change was the increase in admitted as- 


sets which were $99,277,129 on Decem- 
ber 31, 1951. They are now in excess 
of $100,000,000. 


significant 


Occidental Licensed in 
Tenn. and South Carolina 


Occidental Life of California has re- 
ceived notification of its licensing in the 
states of Tennessee and South Carolina. 
These two states bring to five the num- 
ber of states entered by Occidental in 
the last six months. 

Vice President William B. 
announced that agency organizations will 
be developed not only in Tennessee and 
South Carolina, but also in Wisconsin, 
Georgia and Florida where Occidental 
was licensed a short time ago. 


Stannard 





New President Elected 
Robert Fennell has been elected presi- 
dent of the National Life Assurance Co. 
of Toronto, succeeding the late H. R. 
Jain. 


NEW COMPANY ORGANIZED 

Professional and Industrial Pensions 
Limited, a new company organized to 
provide Group insurance for independent 
professional men, announced establish- 
ment of its national headquarters at 
Brockville, 


headed by John Bracken. 


Ontario. The company is 
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remarkable achievement tn life insurance! 


—=Noaciit Prererrey Poricy 


designed for the better-than-average-buyer who insures in amounts of 


$10,000 or more, it provides the lowest cost protection consistent with 


accumulation of full ordinary life cash values! 





CONTINENTAL AMERICAN’S SPECIAL PREFERRED POLICY 
Minimum Policy $10,000 Face Amount 
(Illustration—based on $10,000 Face Amount Issued at Age 35) 











Protection 

Cost per 

Policy Face Extra Total Annual $1,000 
Year Amount Protection* Protection* Premium Protection* 

1 $10,000 $1,000 $11,000 $239.50 $21.77 

2 10,000 2,660 12,660 239.50 18.92 

3 10,000 2,690 12,690 239.50 18.87 

yg 10,000 3,050 13,050 239.50 18.35 

10 10,000 3,250 13,250 239.50 18.08 


*Assumes use of One Year Term Insurance Addition Option after first year and is based on our 
presen tdividend scale which is not guaranteed and may increase or decrease in the future. 








The new Special Preferred Policy is the re- 
sult of Continental American’s constant search 
for better life insurance to provide more pro- 
tection for each premium dollar. Proof of this 
are its benefits: (1) whole life protection for 
face amount; (2) guaranteed extra protection 


of 10% of face amount in first year—con- 
tinuing into later years by use of unique 
dividend option; (3) fully paid-up at age 
85; (4) accumulates full ordinary life cash 
values; (5) available with all supplemental 


benefits including family income provision. 


CONTINENTAL AMERICAN Lire Insurance Company 


Wilmington, Delaware 
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STATE MUTUAL LIFE ST 


WHITE SULPHUR SPRINGS 





President Plumley Welcomes Fieldmen 


The official welcome of State Mutual 
Life leaders gathered at White Sulphur 
Springs was made by President H. Ladd 


Plumley. 

“We come together for several rea- 
sons,” he said. “First, because you have 
earned it. Your sitting here as our 
guests is both a symbol of your out- 
standing abilities as life insurance men 
and of our pride in your accomplish- 
ment. Second, we have a chance to re- 
new and make friendships and some of 
the greatest friendships of a person’s 
life are made in business. Third, we 
want to prepare ourselves for the fu- 
ture. It’s wonderful to see so many 
wives here. We not only enjoy having 
them present but we recognize their part 
in the building of men. 

“A little more than a century ago, 
in the middle of an afternoon, there 
came home to a small dwelling outside 
of Boston, a discouraged man. And he 
told his wife that he had just been 
fired from his job as a clerk in the 
customs house in Boston. She looked at 
him and said, ‘I never did think you 
would ever be a good clerk. Nathaniel, 
you are a great writer and you now 
have your opportunity to write.’ ‘Write, 
but how—we must live’ he queried. 
She then told him she had saved out of 
his meager clerk’s salary enough money 
to last them for a little over a year and 
in a little over a year, Nathaniel Haw- 
thorne gave to the world ‘The Scarlet 
Letter.’ 

“To come a little closer to you and 
me it was only a few years ago that a 
group of agents came in for a visit to 
the home office of a large company for 
a period of instruction and just before 
they were to leave, they came together 
in the assembly hall for a talk by their 
vice president and superintendent of 
agencies. When he concluded his few 
words to them, he asked if there were 
any questions and back a little way, 
in their group, rather a youthful looking 
fellow stood up and said, ‘Please, can 
you tell us how much money we ought 
to make?’ Well, there were a few snick- 
ers around the hall, some of the group 
actually felt embarrassed that one of 
their number should ask such a ques- 
tion. And this fine leader looked out 
and said, ‘Most of you are married, 
within five years probably all of you 
will be married, and I can answer that 
question. In five years you'll be mak- 
ing just a little bit less than your wife 
thinks you ought to make.’ 

To Enter Accident and Sickness Field 

“We have had a period of intense 
study at the home office largely directed 
to one particular subject. We are a re- 
sponsible insurance company and an 
insurance company that is responsive 
to the great needs of this country and 
of late there has been increasing evi- 
dence that one of the great needs was 
individual accident and sickness insur- 
ance. As a result of careful study, it is 
my great pleasure to announce at this 
time that as soon as personnel can be 
procured, forms prepared—and that will 
take more than a year, probably in the 
fall of 1953 to be done well—the State 
Mutual will enter the individual acci- 
dent and health field with non-cancel- 
lable insurance for income disability and 
commercial one year renewable for the 
medical reimbursement forms. 

“The foundation stones of State Mu- 
tual are in front of me. You are they. 
We can build no higher, no broader, 
no finer structure than you support. 
3ut what a magnificent institution we 
can build based upon the foundation 
stones that are gathered here at Green- 
brier. 

Gives Awards to Winners 


“The men and women who qualify 
for this meeting look forward to see 





which one of their number ascended 
furthest up the ladder. He, in truth, 
is the leader’s leader. Each year we 
have a President’s Club. Its qualifica- 
tions include credit for production of 
Ordinary insurance, group insurance and 
annuities. This year we have a certi- 
ficate, a salute, and to this leader of 
leaders I would like to present it. May 
I ask Oscar Hurt if he would come 
to the platform at this time. I’m sure 
it couldn’t happen to a finer man or a 
finer life insurance man. Congratula- 
tions. 

“Next, we have our award for team 
success. Our teams are our general agen- 
cies but with a great difference. They 
don’t play for sixty minutes, they work 
all year. Our general agent is coach, 
playing captain, and team member. The 
team members are students yet at the 
same time they are teachers of American 


thrift. They are the greatest team 
players when they are the greatest in- 
dividualists. Thirty-eight agencies were 
in the running for this award because 
of their having paid for a million or 
more of new insurance during the year 
1951, exclusive of term conversions. This 
is the first requirement. The other seven 
items that are used to determine the 
winner include the all-important factor 
of total paid volume, the average paid 
for per month for each full time agent, 
conservation of insurance in force and 
results secured from New Organization. 
It is a singular honor for an--agency 
to qualify as the winner. It signifies 
our recognition of the best over-all 
job done in agency management in 
1951. The winner this year is headed 
by a general agent who has completed 
18 years of effective, constructive, loyal, 
inspiring service as an agency leader. 
I would like to invite Ross M. Halgren 
of Indianapolis and his associates to 
come forward and receive the President’s 
Cup for achievement in 1951.” 


Officers and Members of Executive Committee State Mutual 
General Agents Association 
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Standing in front: O. M. McGee, CLU, Toledo. First row: G. Harold Moore, CLU, 

Pittsburgh, Retiring President; John B. Nothhelfer, Chicago, New President; Louis 

A. Cerf, Jr., New York; Second row: Harry I. Warren, Baltimore; Charles F. 
Hanson, CLU, Houston; Harry J. Altick, CLU, Detroit. 


Officers Elected by the 


General Agents Association 

Officers of the General Agents Asso- 
ciation elected for 1952-1953 term are: 

President, John B. Nothhelfer, Chi- 
cago; vice president, Louis A. Cerf, Jr., 
New York; secretary-treasurer, Harry 
J. Altick, Detroit; Executive committee: 
The above and G. Harold Moore, Pitts- 
burgh; O. M. McGee, Toledo; Harry I. 
Warren, Baltimore; and Charles F. Han- 
son, Houston. 





Session Chairmen 

At the opening session of the State 
Mutual Conference April 7, at the 
Greenbrier, C. Harry Emanuelson, as- 
sistant superintendent of agencies pre- 
sided. 

Robert H. Denny, vice president and 
superintendent of agencies, was chair- 
man at the State Mutual Banquet held 
on Tuesday evening April 8. 

The closing session on April 9, had 
George Paul Smith, CLU agency secre- 
tary, as presiding officer. 


WHO’S WHO 
ON 
OPPOSITE PAGE 


Top row—Mr. and Mrs. Arthur S§, 
Osmond, Cincinnati; Mr. and Mrs. John 
B. Nothhelfer, Chicago N. & L.; Mr. 
and Mrs. Gerald H. Young, New York 
City; Mr. and Mrs. John Hammer, 
Tampa; Mr. and Mrs. Harry I. Warren, 
Baltimore; Mr. and Mrs. Fred Selling, 
New York City; Margaret F. Lewis, 
Atlanta, Norman Norton, home office. 


Second row—Walter S. Hayes, Daven- 
port; Della H. Black, Syracuse; Mr. and 
Mrs. George M. C. Goodwin, Boston; 
Mr. and Mrs. Frank W. Pennell, New 
York City; Edward F. Haldeman. Adele 
J. Gumbert, Pittsburgh; Mr. and Mrs. 
Ross M. Halgren, Indianapolis; Mr. and 
Mrs. Philip R. Heil, Cincinnati; Mr. 


and Mrs. Dan Moran, Providence. 


Third row—Mr. and Mrs. Gregory M. 
Chorlian, New York City; Jack Mishel, 
Chicago N. & L., Unidentified; Mr. and 
Mrs. Kenneth L. Means, Chicago N. & 
L.; William F. Toohey, Rochester; 
Loane J. Randall, St. Paul; Alvin M. 
Rothstein, Louisville; Sidney E. Nord- 
strom, Minneapolis; Kenneth W. Miller, 
Cincinnati; James C. Gray, Kansas City; 
Gerald J. Wright, Kansas City. 


Fourth row—Hymen Ribnick, Minne- 
apolis; Louis Frank, New York City; 
Caspar S. Garrett, Philadelphia; Sam 
Stone, Los Angeles; Oscar Hurt, Jr., 
Memphis; Roy Witt, Knoxville; Glenn 
J. Wellman, Bangor; Daniel C. Steffen- 
son, Kansas City; Donald P. Vernier, 
Donald L. Edwards, Portland, Ore.; 
Philip R. Heil, Cincinnati; Harold W. 
Dougher, Los Angeles; Irving Ring, 
vice president and general counsel, W. 


Allen Beam, Cleveland. 


Fifth row—John F. Lucchesi, Hollis 
Rogers, Memphis; Sam Stone, Thomas 
R. Macaulay, Los Angeles; Sidney L. 
Rosen, Donald L. Edwards, Portland, 
Ore.; J. Burton Barnes, San Antonio; 
W. Birch Douglass, Richmond; Hymen 
Ribnick, Minneapolis; O. G. Holmer, 
St. Paul; Roy D. Caudle, Jr., John C. 
Robinson, W. Birch Douglass, Benjamin 
Cottrell, Joseph H. Griffin, all of Rich- 


mond. 


Bottom row—Arthur E. McCourt, 
Hovey Eordekian, William K. Saunders, 
Boston; George Seibert, New York City; 
Stanley E. Martin, Dallas; Robert W. 
Boos, Thomas W. Amspoker, Harold 
W. Dougher, Roy Ray Roberts, all Los 
Angeles; William A. Wilder, Memphis; 
George H. Clarke, Buffalo; Joseph F. 
Osten, John J. Simon, Abe A. Freeman, 
all Chicago AA, and Alexander Hertz- 
man, Louisville. 
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SPRINGS 





Mrs. Donald W. Ayres 


Worcester 


Vice President Sedgewick 


(Continued from Page 5) 

was six years ago. If we consider just 
those two important industries, building 
and automobiles, and realize that the 
same situation exists in a lot of other 
places, we can see that it is a time for 
caution. It is not a time to get scared. 
It is not a time to change any of our 
constructive plans for going ahead. I do 
not believe that there is any reasonable 
chance of our entering a major depres- 
sion in the next few years. We do not 
have the kind of situation that we had 
in 1929, but neither do we have the kind 
of easy sailing ahead of us that we have 
had for the past five or six years. That 
kind of a situation translated into the 
State Mutual investment policy calls for 
a high degree of caution on the part of 
the investment officers. I feel quite sure 
that it also means that on the average 
over the next few years we will get a 
rather satisfactory interest rate but we 
have got to be careful how we invest 
our assets. 


State Mutual’s Sound Position 


“IT want to emphasize that our com- 


William T. Kieffer 
William H. Van Sickler 
St. Louis 


Baltimore 


pany is sound,” concluded Mr. Sedgwick. 
“It means a lot to know that at the 
end of the year we showed a surplus of 
$17 million and have, in addition, se- 
curity reserves that total nearly $8 mil- 
lion. Don’t start thinking of those $8 
million as part of the surplus because 
we need at least a substantial part of 
them to protect us against fluctuating 
markets. With that surplus and reserves 
and considering the quality of our as- 
sets, I think we can all feel more than 
comfortable about our financial secur- 
ity. 


W. L. Hadley 


(Continued from Page 3) 
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Donald G. Mix, CLU 
Sales Promotion Manager 
Norman Norton 
Assistant Secretary, Group Division 
Arthur F. Sisson....... Publicity Director 
George Paul Smith, CLU 
Agency Secretary 
Lorne S. Stone 
Associate Underwriting Manager 
Carl A. Whitman 
Superintendent of Sales, Group Division 
Robert H. Woodford 
Underwriting Manager 
This was a fine production confer- 
ence of salesmen, saleswomen, depart- 
ment heads and chief officers of the 
State Mutual. There was enthusiasm, 
earnestness, intelligence and efficiency in 
evidence throughout all its sessions. It 
was in every sense a working confer- 
ence. 


Nothhelfer-Leck Agcy. Skit 


A feature of the Monday morning 
session was a skit which was called 
“Monday Morning Meeting of the Noth- 
helfer & Leck Agency.” This was put 
on by a group of associates of this*Chi- 
cago agency under the direction of John 
B. Nothhelfer and Walter C. Leck. 











Top row—Jerome Goldman, Walter S. Hayes, Holger I. Hultgren, Davenport; James E. Bristol, Roy E. Stringer, George 
ra Norman Norton, home office; Arthur Eaton, Bangor; Carl R. Litsheim, Minneapolis; Edward C. Beck, Manches- 
er, N. H. 

Bottom row—Charles F. Reimers, Jr., Seattle; Maurice Dubofsky, Washington; Edward T. Peterson, Buffalo; John H. 
Donaldson, Mark B. Maharg, Pittsburgh. 





WHO’S WHO 
ON 
OPPOSITE PAGE 


Top Row: Mr. and Mrs. Walter C. 
Leck, Chicago N & L; Mr. and Mrs. 
Carl Holm, Worcester; Mr. and Mrs, 
Irwin Hertzman, Louisville; Mr. and 
Mrs. James E. Robbie, Worcester; Mr. 
and Mrs. Chas. Schmuckler, Buffalo; Mr. 
and Mrs. Harlan R. Saeks, Dayton; Mr. 
and Mrs. John L. Parker, Baltimore. 


Second Row: Mr. and Mrs. Paul 
Schellhase, Cleveland; J. Burton Barnes 
San Antonio; Mrs. Rodney M. Cook, At. 
lanta, Mr. and Mrs. Barney T. Matte- 
son, San Antonio; Mr. and Mrs. Wil- 
liam B. McPhetridge, Cleveland; Luther 
Carter, Houston; Miss Mullen, Mrs. and 
Mr. T. Arthur Mullen, Boston; Mr. and 
Mrs. Nelson C. Wilkinson, New York. 


Third Row: Mr. and Mrs. Frankland 
F. Stafford and son, New York City; 
Mr. and Mrs. Clinton F. Kilbury and 
daughter, Newark; Mrs. Harry I. War- 
ren, Baltimore; Mrs. Loane Randall, St. 
Paul; Mrs. John L. Parker and Mrs. 
Donald E. Hannahs, Baltimore; Mrs. 
Mark Maharg, Mrs. John Donaldson 
and Mrs. C. Robert Schar, all of Pitts- 
burgh; Mr. and Mrs. Ivan B. Caris, Paul 
Lichtenberger, New York City. 


Fourth Row: William Waller, Wash- 
ington; Mrs. William Mackowski, Mrs. 
Waller, Mrs. William Healey, Bradford; 
Mr. Mackowski; Mr. and Mrs. Emile R. 
Low, Mr. and Mrs. Charles Schmuckler, 
Buffalo; Mr. and Mrs. Hymen Ribnick, 
Minneapolis; Charles W. Bennett, Syra- 
cuse; Mr. and Mrs. William Kieffer, St. 
Louis; Mr. and Mrs. 
Syracuse; and Mr. 
Lott, Dayton. 


Elmer Beesley, 
and Mrs. George 


Fifth Row: Mr. and Mrs. Leroy V. 
Dupre, John J. Chandler, Clarence H. 
Klepper, Chicago N & L; group photo 
on grounds; Mr. and Mrs. Ezra Cutting, 
Worcester; Mr. and Mrs. Robert C. 
Polsgrove, Mr. and Mrs. Siegbert Litt- 
mann, Mr. and Mrs. Pat Klyne, New 
York City. 


Bottom Row: Miss Janke, Mr. and 
Mrs. Felix Janke, New York; William 
Van Sickler, St. Louis; Frank Pennell, 
New York City; Mrs. Van Sickler, Mrs. 
Pennell; W. Allen Beam (back row, 
center) and members of his Cleveland 
agency; Mr. and Mrs. S. Clarke Johns- 
ton, Pittsburgh; Mr. and Mrs. Charles 
F. Meinzinger, Detroit; John M. Ham- 
mer, Tampa; and Mr. and Mrs. Harry 
J. Altick, Detroit. 
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John Hammer on Increasing the Sale 


In Platform Interview Conducted by George Smith the Tampa 
General Agent Gives Some Advice Out of His 


Personal Experience 


An interview on the platform with 
General Agent John M. Hammer of 
Tampa, was conducted by George Paul 
Smith at the State Mutual Conference. 
Mr. Hammer joined the company in 1949 
and in addition to building a successful 
agency he is a large personal producer. 
In 1951 he set a new individual all-time 
production record for State Mutual. The 
interview follows: 

Mr. Smith: “What is the basis for de- 
termining factors for increasing the size 
of the sale? I noticed your figures ran 
$17,000 for the agency last year and 
your personal figures ran $30,000.” 

Mr. Hammer: “I think it’s a pretty 
good idea to keep these figures and I 
would like to answer that question in 
a few minutes in a round-about way. I 
would start by saying that basic insur- 
ance fundamentals must be adhered to. 
In other words, regardless of the type 
of insurance we sell or the specialty, 
we’ve got to go back to this basic fun- 
damental. You know it’s right interest- 
ing to me to notice that with the atom 
bomb, and with aureomycin, penicillin 
and all these new drugs, they came as 
a result of hard work but the basic laws 
of mathematics and chemistry are a 
thousand years old. In other words it 
was nothing new—it was just more hard 
work. Maybe that’s a lesson in this in- 
surance business of ours, a lot more 
hard work. Now, let’s take for granted 
that we must know the fundamentals. 
We have got to have work habits, we’ve 
got to have our daily work habits, our 
weekly work habits and our monthly 
work habits. All these reports are 
mighty fine and I don’t think we could 
get along without them. For years I 
had one I used of my own and I think 
this chartograph is better than anything 
I used. I have heard a lot of theories 
about a man having to qualify his pros- 
pects, that he has to be able to pass, he 
has to have the money to buy and he 
has to have the need. Down our way 
we just have one qualification. If you 
have the money to buy we'll find the 
need and we'll find somebody in_ his 
family that can pass. When this sales 
procedure actually gets by the pros- 
pecting I think it’s necessary to have 
an appointment. I don’t care if you 
make it over the telephone or if you 
make it in person. We don’t think it’s 
a good idea to presume that the man 
can see you, even though you think he 
can see you. I| think it just breaks right 
and helps a great deal to go in on ap- 
pointment rather than just stop in there 
casually on a man. 

“After you get this approach, I think 
it’s very necessary to create a problem. 
In other words, how in the world are 
we ever going to solve a problem if a 
man doesn’t know he has a_ problem. 
That sounds very, very fundamental but 
I think Bob Denny told a story about 
how the great Caruso with all the fan- 
fare, he would be on the stage with 
all the lights and the music, and when 
the curtain went up—a great applause— 
but brother he had to sing then, he had 
to sing. So, when you get in there and 
you’ve got everything arranged, don’t 
forget to sing. Now, another thing is 
don’t forget to tell the man how he can 
buy this insurance. Don’t forget to close. 
A lot of people get buck fever right 
when they get too close. A lot of people 
freeze right up. If you have laid these 
steps right along the line, there is no 
reason to freeze up on that close.” 

When the Wife Objects 

Mr. Smith: “I don’t suppose you ever 
had this objection but I’ve heard of it— 
I've read about it—that sometimes a 
wife objects to a man buying insurance. 


that and I tried this answer many times 
and it has worked: Mr. Jones, you know 
your wife may not always be your wife, 
she may not always be your widow, but 
your children are always going to be 
your children. Try that. 

Mr. Smith: “What about the subject 
that was touched on this morning by 
our financial vice president, not specfi- 
cally, but in talking about interest rates 
it struck me that possibly somebody may 
mention to you something about the 
dangers of inflation.” 

Mr. Hammer: “You 


Do you remember a case like that?” 
Mr. Hammer: “I remember the case 
about the fellow one time that said just 


know this busi- 
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Four of the Discussion Panels are shown above reading from top to bottom: 

Business Insurance Panel: Norton Ives, Detroit; Richard H. Bell, Portland, 
Me.; Delman B. Clark, Dayton; Frankland F. Stafford, New York, discussion 
leader; Hugh M. MacKay, Associate Counsel H. O. 

Group Panel: Earl Juers, Chicago; Louis A. Hellming, Cincinnati; Margaret F. 
Lewis, Atlanta; S. Clarke Johnston, Pittsburgh, and Sanford R. Jordan, Greensboro, 
discussion leader. 

Advanced Underwriting: Donald L. Barber, Tax Analyst H. O.; William A. 
Waldman, Dallas; C. Robert Schar, CLU, Pittsburgh, discussion leader; and Ray- 
mond A. McConn, Worcester. 

Programming Panel: Donald W. Ayres, Worcester; Charles W. Bennett, Syra- 
cuse; Kenneth L. Means, Chicago, discussion leader; and Charles W. Earnshaw, 
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ness of ours is the greatest thing in the 
world to combat inflation. One of my 
doctor clients got thinking along the 
lines of inflation and he said, ‘Don’t you 
thing I ought to put this extra $2599 
a year in stocks instead of in life insur- 
ance premiums because of when we get 
into inflation?’ I said, what do yoy 
mean when we get into inflation? We're 
already in it. And I think that youl] 
agree with me that the thing to do is 
to have some money so we'll go down 
into deflation and the cash values on 
this insurance will do something that 
your stocks and bonds may not do. Then 
I showed him, of course, the old Story 
about inflation, if he dies. This insur- 
ance did a wonderful job and instead of 
putting $2,500 a year in, we coaxed him 
to a $5,000 premium. Of course, | get 
a $50 premium every now and then and 
I don’t want any of you people to think 
that I’m trying to illustrate that we don’t 
take small premiums.” 
Set a Goal! 

Mr. Smith: “There’s one question ] 
want to ask here because I think it’s 
going to hit home to all of the people 
here. I would just like to have any com- 
ments that you think would be helpful 
to the associates assembled that they 
can take home with them to put some 
extra dollars jingling in their pockets 
in the months to come?” 

Mr. Hammer: “I’ve always had a great 
belief that proposals were to explain 
life insurance, not to sell. Do you get 
that? Sell your life insurance and use 
the proposals to explain how this in- 
surance works but don’t let the pro- 
posal try to do the selling. Now that 
may sound awfully simple but try and 
see how many times all of us have tried 
to sell life insurance through some fig- 
ures. Another thing I think is awfully 
important is first to get across to Mr. 
Prospect, regardless of his walk in life, 
the great factor of transferring either 
income or capital into life insurance. 

“I recommend that each one of you 
get a goal, not only to the amount. of 
insurance you want to sell, but what 
you want to accomplish in life for your- 
self and your family. Now if you don't 
have a life insurance philosophy, get 
one. Last August Mary McDonald called 
me on the telephone. She said, ‘John, 
you know Jack is ready for college— 
would you mind telling the insurance 
company?’ Long ago I’d forgotten the 
commission on insurance I’d sold Tom 
McDonald. Do you think I’d forget 
those kids going to college! Isn’t that 
great! Just pick up the telephone and 
educate a kid. Can you think of any- 
thing that would give you a greater 
thrill. I can’t. Now, another thought 
that I might leave is, talk life and not 
life insurance. Sell the trip and not the 
ticket.” 


Leading agency in number of qualifiers 
was the Gerald H. Young Agency, New 
York, with ten. Second was the Noth- 
helfer & Leck Agency, Chicago with 
nine. The G, Harold Moore Agency, 
Pittsburgh, qualified eight and the Ben- 
jamin W. Ayres Agency, Worcester 
with seven, 

* * * 

In reporting on the year 1952 so far, 
Robert H. Denny said that paid Ordinary 
for March exceeded $12,000,000 and was 
the largest March in the history of the 
company. Total Ordinary production tor 
the first quarter exceeded $33,000,000. 

OK * * 


Oscar Hurt, Jr., Memphis, not only re- 
ceived an award as Leader of the State 
Mutual President’s Club but he also 
was presented a plaque signifying his 
leadership of the entire company im 
Ordinary production for 1951. 

a 


Roy E. Stringer, Detroit, and Isaac 
Loskove, Memphis, won awards for pro- 
ducing over a million of paid Ordinary 
in State Mutual during 1951, In the 
absence of Mr. Loskove, his general 
agent, Jeff Gros, received the plaque. 
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MR. and MRS. E. MILLER FRANCE 
Cleveland 


Guide to Security Program 
Is Programming Procedure 


The new “Guide to Security” which 
was presented at the White Sulphur 
Springs meeting, is a complete program- 
ming procedyre covering all steps from 
pre-approach direct mail letters to the 
final servicing of the policies. It includes 
five different approaches which may be 
used individually or in combinations. 
Each is directed at a particular type of 
prospect. Each approach is supported by 
a visual page in the pocket-sized loose 
leaf demonstration book. 

Another feature of the new material 
is the Interview Guide, also pocket-sized. 
Each of the needs is covered on a sepa- 
rate page supported by motivating pic- 
tures and phrases. The prospect is asked 
for information about his situation only 
when that information is needed to help 
him establish reasonable objectives. 
Through the use of this guide the pro- 
grammer is able to focus sales power 
on the most vital part of the procedure 
—the picture-taking interview. 

In preparing the plan for the individual 

prospect, short-cut programming and 
other time-saving methods are used. 
_A wide variety of program proposal 
forms offers the underwriter the means 
of presenting his plan in its most favor- 
able light. Planning and service records, 
settlements agreement check lists and 
option reference material add to the 
completeness of “The Guide to Security.” 
Here, as elsewhere in the procedure, 
methods are included which can save 
much time without reducing sales effec- 
tiveness, 

The sales booklet covers every step of 
the programming procedure. It contains 
the complete sales presentation as well 
as answers to resistances which may 
arise in either the approach or the close. 
Preparation of the plan, analysis of poli- 
cies and service work all are covered. 

In addition to the sales booklet a new 
and complete programming training 
course has been prepared. Its 96 pages of 
material on the technique of program- 
selling and program-building will serve 
as a basis for training a person with 
little or no programming experience or 
as a wefresher for the more experienced 
Programmer. By means of quizzes and 
Practical field exercises, the underwriter 
learns how to apply his knowledge to his 
actual field work. 


President’s Cup Winners 

The Ross M. Halgren Agency, In- 
dianapolis, were winners of the 1951 
State Mutual President’s Cup, highest 
honor attainable by a State Mutual 
agency. 

The announcement was made and the 
cup personally presented by H. Ladd 
Plumley, State Mutual’s president, at the 
company conference held recently. 

First awarded in 1944, the President’s 
Cup is presented annually to the agency 
showing the best over-all record in 
agency management. Among the factors 
considered are total net paid, increase 
in net paid, persistency, ratio of termina- 
tions, cost of new business, production 
of new full time agents and average pro- 
ductions per man per month. 

Runner-up for 1951 was the Nathan 
P. Paulus Agency, Dayton, Ohio, just 
four points behind the leader. 

Previous winners have been: 

1944—The Jeff Gros Agency, Memphis. 

1945—The Lee B. Scheuer Agency, 
Cincinnati. 

1946—The Stanley E. Martin Agency, 
Dallas. 

1947—The Chester R. Jones Agency, 
Washington, 

1948—The G. Harold Moore Agency, 
Pittsburgh. 

1949—The Chester R. Jones Agency, 
Washington. 

1950—The Gerald H. Young Agency, 
New York. 


Building a $50,000 a Month 
Production in a Small City 


William Lever lives in Lewiston, Me. 
Starting from scratch in 1946, he has 
built a business that in 1951 amounted 
to $600,000 on 71 lives, placing nine on 
the President’s Club list. He told the 
State Mutual Conference about closing 
a case on a sales manager of a shoe fac- 
tory. When he saw the shoe man, who 
makes $55,000 to $60,000 a year, he 
said: “Sam, you’re taking an awful lick- 
ing on that top dollar of yours. What 
do you take that top dollar for; let the 
corporation keep it. Let them buy an 
insurance policy then 15 years from now 
let them pay you $10,000 a year for 10 
years or so.” “Is that insurance?” asked 
Sam. “Of course it’s insurance. But 
after all it’s money and that’s all insur- 
ance is.” Said Sam: “Do you mean to 
say that if we buy this insurance policy 
that the company will pay me $10,000 
a year for 10 years?” I said: “Sure.” 
He said: “Come with me,” and we went 
into the big office of the man who does 
nothing but think. All day long he 
thinks of ways to say No to insurance 
men. He said right out: “Mr. Lever we 
don’t need the life insurance.” I said: 
“It’s perfectly true you don’t. All you 
need is money. If you can guarantee 
that you'll have $250,000 ten years from 
now you definitely don’t need the life 


Snapped at Speakers Stand 


“Demon” Song Leader 





ELMER L. BEESLEY 


General Agent, Syracuse 


insurance.” Then Sam said: “Wait a 
minute, Bill. I don’t know whether we're 
going to have $250,000 ten years from 
now. This is my retirement. I’d_ like 
to know it’s going to be there.” Well, 
we had a case. It was just as simple 
as that. We wrote the application for 
the second 20-year endowment I ever 
wrote for $100,000. 





Top row—Oscar Hurt, Jr., H. Ladd Plumley, C. Harry Emanuelson. 
Bottom row—William B. Lever, Edward C. Keating, Jr., Donald E. Hannahs. 
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Mrs. Plumley, Mrs. Smith, Mrs. Eman- 
uelson—the hard-working trio of home 
office wives. 


WHITE SULPHUR 


“Take Advantage of Your Opportunities” 


HAMMER 


General Agent, Tampa 


Hannahs Averages 10 Lines a Month 


By writing a large number of lives 
the producer is never in a slump and 
in life insurance it is important not to 
get discouraged, Donald Hannahs told 
the State Mutual conference. He joined 
the State Mutual Baltimore agency in 
1949 and in his first full year paid for 
nearly $400,000 on 101 lives. In 1951 he 
paid for $444,000 on 127 lives placing 
second in paid lives for the entire com- 
pany. He told how he got into produc- 
tion fast and some of the tools he used 
to do it. 

“As you continuously get an app a 
week you find it becomes a habit and 


before you know it you have two a week 
and it builds up until it is nothing to 
bring in three or four applications a 
week,” he said. “By writing a large 
number of lives you will have a steady 
income. Another advantage of a large 
number of lives is that you always have 
a well balanced work week. If you are 
steadily writing cases you have a cycle 
of business occurring each week. You 
are receiving cases from the home office 
each week and you are also delivering 
cases.” 
How He Finds Cases 


Mr. Hannahs said many agents ignore 


Top row—W. Allen Beam, Paul Schellhase, William McPhetridge, Cleveland; 
Leon Katz, Washington; T. E. G. Greenlund, Harrisburg; John R. Fitzpatrick, 


home office; Pat Klyne, New York; Bob Denny 


home office; Emile R. Low, Buf- 


falo; President Plumley; Edward Keating, Jr., William D. Mackowski, William L. 
Healey, Bradford; Leon Lawhead, Indianapolis; Robert H. Denny, home office; 


Ross Halgren, Indianapolis. 


GEORGE PAUL SMITH 
Agency Secretary 


baby cases. “What a mistake,” he added. 
“I follow every lead. Many baby 

have led to insurance on the hus 

and wife. And in many instances there 
are other children in the family who 
have never been insured. As all of you 
know there are many young men who 
can’t be sold until that little bundle 
comes along and then they realize the 
responsibility they shoulder. That is the 
time I want to be there.” 

Mr. Hannahs told how he uses _ his 
sources. “I have a good connection with 
a moving firm in Baltimore which has 
proven invaluable in the sale of mort- 
gage insurance. They recommend me 
and I recommend them. I also have a 
tie with an automobile agency where 
the salesmen, whom I have sold, watch 
out for prospects for me. I in turn tell 
them about interested automobile cus- 
tomers. So far I have been responsible 
for the sale of five cars and they have 
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C. H-rry Emanuelson, home office; Rob- 


ert H. Denny; Nick Capadalis, Memphis. 


helped me to get six cases for $21,000 
of business. I also have a connection 
with a man in the casualty business who 
turns over to me all his life insurance 
prospec Another of my contacts is 
with a real estate agency which fur- 
nishes the names of buyers of new 
homes and this source has been very 
profitable to me. If you can get busi- 
ness men to help you like that and 
you help them they have a lot of respect 
for you and, after all, isn’t that what 


PET 


sells life insurance ? 


Bottom row—Benjamin Cottrell, Richmond; Robert Denny, Gerald H. Young, 
Louis A. Cerf, Jr., New York City; Philip Tuttle, Leroy V. Dupre, Chicago N. & L.; 
Bernard S. Rosen, Denver; Einar A. Frandsen, Detroit; Charles F. Harris, under- 
writing director; Bruce K. Elliott, Chicago N. & L.; Robert Denny, K. Donald 
Baker, Chicago N. & L.; Oscar Hurt, Jr., Jeff Gros, William Wilder, Memphis. 
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President Plumley 


(Continued from Page 4) 

Social Security Act under the adminis- 
tration of Mir. Ewing, Federal Security 
Administrator. Now begins an action by 
Mr. Ewing that seems almost like an 
exception from some economic Alice in 
Wonderland. For his agency advised the 
citizens of Indiana that were they to 
take these common sense _ steps the 
Federal Government would not reimburse 
them for their $20,000,000 expenditure. 
The citizens received this news with 
some bewilderment. Then one of the 
Indianapolis newspapers came out with 
an editorial “Is Freedom Worth Two 
Bits?” A little more than 25 cents a 
month contributed by the Citizens of 
Indiana would be sufficient to pay the 
$20,000,000 in question without recourse 
to federal money. These people decided 
that freedom was worth two bits—they 
went forward with their review program. 

“Later in the year Senator Jenner 
from Indiana introduced and had passed 
in the Congress a law making it possible 
for states such as Indiana to conduct 
reviews of this nature, And now very 
briefly, step number two. We have heard 
action praised over inaction as_ though 
all action was good and all inaction bad. 
Haven’t we seen enough in the last few 
years to convince us that all action ‘is 
not virtuous and all inaction is not 
vicious. As our step number two, let us 
be careful that we do not seek action for 
its own sake nor criticize others who 
through careful deliberation are delaying 
taking action while they search out a 
safe course. 

“Step number three. Let us reassert 
our conviction in the capacity of the 
individual to function — economically, 
politically and spiritually. Let us do 
nothing to dim that glow that radiates 
from individual initiative. For self-re- 
liance is the father of self-respect and 
these two are the core of American 
Democracy, And we have testimony that 
they are the nub of democracy from one 
of democracy’s greatest enemies, Karl 
Marx, who said ‘The democrat concept 
of man is false because it is Christian. 
Democracy holds that each man is a 
sovereign being—this is the illusion and 
the dream of Christianity.’ 

“Rather our democracy with its checks 
and balances is the most effective mech- 
anism for averaging out the variances 
from the prevailing normal. We zigzag 
our way to personal, political and re- 
ligious liberty. We will never have 
Socialism here unless you and I and the 
people with whom we come in contact 
cherish liberty so little that we will not 
take these three steps.” 

Happenings Within the Company 

Turning to happenings within the com- 
pany, President Plumley continued: 
“The challenge of our entry into the 
Individual Accident and Sickness field 
acted as one of the greatest catalysts 
among our executive management that 
I have ever witnessed. We are not only 
seeking to bring into active company 
management those talents among our of- 
ficers—you know we are richly blessed 
in this respect—but we are also seeking 
to pass along to as many as possible 
some of the responsibility and fun of 
management. 

“Because of our basic belief in the 
responsibility and capacity of the indi- 
vidual we think often of the Chinese 
proverb, ‘If you would plan for one 
year, plant rice—for one generation, 
plant trees—for one hundred years— 
plant men,’ 

“We, as an organization, you and I, 
are also seeking in every way to im- 
Prove our distribution methods. It has 
Seemed to me as I review the history 
of life insurance that we entered the 
twentieth century about 50 years behind 
many of the outstanding industries in 
this country and we have not yet caught 
up. I do not regard this as a fault of 
the life insurance business for in the 
latter. part of the nineteenth century 
America was not interested in security 





Two Conference Stars 


OSCAR HURT, JR. 
Memphis 
Winner, President’s Club, 1951 


but in exploration and development. 
Ninety per cent of the total railroad 
track mileage in the United States that 
exists today was laid by 1900. The steel 
and pigiron industries grew from meager 
beginnings in 1850 until they led the 
world in 1900. On the contrary most of 
the latter half of the nineteenth century 
insofar as the insurance industry was 
concerned, seemed to consist in trying 
to adjust British methods to American 
ways of life. In many, many cases these 
methods were found impracticable and 
ways originated for the conduct of our 
business according to American circum- 
stances. Scarcely had we made good 
strides toward the solving of methods 
of handling personal insurance when the 
development of the corporation posed 
new problems. This was followed by 
the importance of individual tax situa- 
tions, in settling estates and calculat- 
ing necessary income for retirement 
purposes and although we have speeded 
up the pace of all our efforts the rest of 
America has been going at a rapid rate 


The Two 





“BOB” DEN 
—Capped— 





MARGARET F. LEWIS 
Atlanta 


also, But where there are problems there 
you will usually find opportunity. Only 
last week I heard an executive of a 
prominent eastern utility say that to his 
mind the greatest opportunity today 
resided in three industries—in the oil in- 
dustry—in the chemical industry—and in 
the life insurance industry. 
Dedicated to Life Insurance 

“We seek a united operation of great 
integrity, outstanding efficiency, non- 
temporizing yet warmly sympathetic. 

“We are not expansionists, come what 
may, but we are dedicated to being one 
of the truly great life insurance com- 
panies of America and through our ef- 
forts we can bring it to pass. For what 
counts is not the size of the dog in the 
fight but the size of the fight in the 
dog. Yet were we to achieve all this and 
miss something else we would have 
failed. There has been and is something 
more between associates in State Mutual 
—a personal interest and almost affec- 
tion toward one another. 

“T will guess that almost every one in 





“Uncles” 





“BILL” HADLEY 
—Decapped— 


this room has a personal problem of 
some magnitude. How much easier it 
would be to bear if we knew that all our 
associates in State Mutual were anxious 
to support us in any way that were 
possible. Intangible and invisible as such 
support might seem to be I am con- 
vinced it would mean much to every in- 
dividual in his daily life. As you know 
there are some burdens that have no 
weight. These are the ones that are 
buoyed up by the spirit and the heart. 
On a summer evening an elderly gentle- 
man was walking down a shaded street. 
Coming toward him was a frail girl 
carrying in her arms a youngster who 
although smaller than she, seemed much 
to heavy for her slight body. However, 
in response to the elderly gentleman’s 
question she said, ‘No, he is not heavy 
—he’s my brother.’ : 

“Yes, back of the handclasps and fare- 
wells that we will give one another to- 
morrow will be a wish—a prayer—for 
the other person. May I recall it for you, 
It’s that same old gospel hymn. —~ 

God be with you, ’til we meet again 

3y his counsel’s guide uphold you 

With his sheep securely fold you 

God be with you 7 ; 

Til we meet again.” 





Keating Found It’s Spade 
Work That Makes Progress 


Edward C. Keating, Jr., Bradford, Pa: 
has tested his own theories and success- 
fully too, for he led the Bradford 
Agency in 1951 with a production of over 
$400,000. Keating, who joined State Mu- 
tual in 1946, has qualified four times for 
the National Quality Award, Here are 
some excerpts from his talk: 

“The first State Mutual Convention 
that I ever attended was held at the 
Homestead Hotel, Hot Springs, Virginia. 
Certain impressions were made then that 
have had lasting effects. These impres- 
sions caused me to feel awe and amaze- 
ment! Who are all these people? What 
are they talking about? Who is the 
Home Office? What is a Million Dollar 
Producer ? 

“The terminology was very strange 
because I was a veteran agent of three 
months. As the last six years have 
passed, many more conventions have 
been attended. Names in the home office 
and on the Honor Roll bulletins each 
month have become real people. It be- 
came apparent that since six years had 
passed for me the key to progress was 
the correct use of time. To speak on 
progress becomes a task composed of 
blending some personal experience with 
those that you have already experienced. 

“Progress in the life insurance busi- 
ness can be accomplished by creating a 
situation within your mind. This situa- 
tion can be one block to a few miles 
from your office. One then qualifies the 
prospect and develops the need for our 
product. 

“The circumference of my town can 
be completely covered in 30 minutes. 
Those of us who live in towns of this 
size naturally feel that this is not the 
place to sell. One should branch out, 
these are home town people; perhaps 
they don’t want to buy from me. Neigh- 
boring towns are 20-30 miles away. The 
temptation is great to go to one of them 
and to feel the clean air and the sun 
as we drive to our destination. However, 
when we arrive there, we find loyalty to 
the home town agent and the imagined 
diamonds are not ours to mine. Our 
diamonds, our sales are tied to someone 
we know or who knows our last satisfied 
client. 

“Our spadework must be done in the 
mine that holds people who like you, 
who are satisfied with your past per- 
formance, and will as the need arises 
buy again and again. ‘Acres of Diamonds’ 
not only tells us to look in our own 
back yard, but to look long and to dis- 
regard the ideas of failures that will 
come from a short term client building 
system.” 















































Page 30 





April 25, 1952 








Director of Group Sales 


ALLISON S. BEEBE 


Beebe has been named di- 
of Paul 


Allison S. 
rector of Group 
Life. Mr. 
ated with the John Hancock as assistant 
He had 


company as 


sales Revere 


Beebe was formerly associ- 


director of Group sales. also 


represented the Boston 
manager of its Group sales in Buffalo, 
N. Y. 

A graduate of Middlebury College, he 
is the president of its Boston district 
alumni association and a past president 
of the Buffalo alumni of the college. 

During World War II, he served as 


an officer in the Navy. 


Reassignment of Territory 

A reassignment of territory, involving 
four of its district managers in Brook- 
lyn and Queens, was announced by The 
Prudential. Arthur B. Fleischer, who has 
been head of the company’s district of- 
fice No, 8, in Brooklyn, has been ap- 
pointed manager of the Long Island City 
headquarters. He succeeds Joseph K. 
Lawler, who becomes manager of dis- 
trict office No. 9 in Brooklyn. 

In taking over the Brooklyn post, Mr. 
Lawler replaces Maurice F. Terbrueggen 
who will now head the Flushing district. 
Theodore O. Bohner, former manager at 
Flushing, replaces Mr. Fleischer as head 
of the Brooklyn district office No, 8. 


Lincoln National Leaders 

Theo. H. Davies & Co., Far East, Ltd., 
with headquarters in Manila and terri- 
tory extending throughout the Philip- 
pines, ranked first among all agencies 
of Lincoln National Life in total paid 
production for the first three months of 
1952. 5. D. Marsh & Associates, Wash- 
ington, D. C., were second, and the Free- 
man J. Wood Agency of Chicago ranked 
third. 


MUTUAL TRUST LEADER 


Mutual Trust Life, Chicago has an- 
nounced that Harold Emmet of the 
Lester Lester Agency, New York 


City was the top producer among the 
company’s field force for the month of 
March. Mr. Emmet is one of his agen- 
cy’s leading producers and is a veteran 
member of the company’s field organi- 
zation. 


TEXAS GENERAL AGENTS 

Appointment of T. A. Manning & 
Sons, Dallas, one of the Southwest's 
oldest insurance management firms, as 
general agents for Texas has been an- 
nounced by the Security Benefit Life 
of Topeka. 








Named by Colonial Life 


Colonial Life of America has an- 
nounced the appointment of the Corwin- 
Gutleber Agency as general agents at 
Ozone Park, New York. Established in 
1897, the Corwin-Gutleber Agency, is well- 
known throughout Long Island because 
of its operations in the multiple insur- 
ance fields. With the rapid development 
of Long Island in recent years, the 
agency has expanded its service to in- 
clude branch offices in Jamaica, Rich- 
mond Hill, and South Ozone Park. 

Stephen Gutleber is president of the 
company, and the general insurance de- 
partment is under the direction of 
Joseph B. Bradley. Domenic Piro, as- 


sociated with the agency for the past 
year, has been appointed to manage the 
new life department. He entered the 
life insurance business 16 years ago. 

Appointment of the Corwin-Gutleber 
Agency is in keeping with the Colonial 
Life’s program of expansion in the Ordi- 
nary agency field. 


MILLION DOLLAR QUALIFIER 
William Aydelotte, Schenectady, N. Y., 
has received word from the National 
Associatio of Life Underwriters of his 
qualificatica as a member of the Mil- 
lion Dollar Round Table for 1952. He is 
eg president of Ter Bush & Powell, 
nc. 





His Words Made 


Justice Practical 





























| ae in the eighteenth 
century, Sir William Black- 
stone published his famous 
“Commentaries.” Today your 
lawyer still refers to these basic 
principles for sound precedent. 
He combines them with his 
specialized knowledge to guide 
his clients wisely and well. 

Our hats: are off to your 
lawyer. His sage counsel serves 
your community in the cause 
of justice. 





ANOTHER GOOD COUNSELLOR 


Like a lawyer, a Mutual Benefit 
Counsellor bases his advice 
upon sound precedent. 

Using Mutual Benefit’s ex- 
clusive Analagraph, for ex- 
ample, he detects future finan- 
cial trouble spots. Then, from 


THE 





























the variety of plans at his dis- 
posal, he recommends the right 
plan to meet each client’s 
specific requirements. 


SPECIAL PLAN FOR LAWYERS 


Many lawyers have profited 
from the advice of a Mutual 
Benefit Counsellor. That’s be- 
cause he takes into account 
their special situation ... and 
shows them how to protect 
their professional future. 
Thousands of lawyers—and 
other professional people— 
regard the Mutual Benefit 
Counsellor as an asset to finan- 
cial welfare in the community. 
He has earned the trust of 
lawyers and other professionals 
by his experience and knowl- 
edge as a business adviser. 


MUTUAL BENEFIT LIFE 


INSURANCE 


ORGANIZED IN 18645 + 


300 BROADWAY, 





COMPANY 


NEWARK, NEW JERSEY 





Survey of CLU’s 

Approximately 4,000 CLU’s in the 
United States are soon to receive ques- 
tionnaires requesting information on 
many phases of their life insurance work 
The survey is being made by the Amer- 
ican College of Life Underwriters and 
the American Society of Chartered Life 
Underwriters with the cooperation of the 
Life Insurance Agency Management As- 
sociation. 

A professional designation for the life 
underwriters was first implemented 25 
years ago when the American College 
was founded. Many persons both within 
and outside of life insurance were skep- 
tical as to the practicability of such a 
program of education on the college level 
for salesmen. The present survey is in 
the nature of an “inventory-taking” 
after a quarter century of experience. 
The questionnaire will be confidential 
and anonymous. It is hoped that an 
unusually large response will be thus 
attainable. 

Some months ago a comprehensive list 
of company executives, educators, insti- 
tutional leaders, general agents and man- 
agers and life underwriters were asked, 
“What would you like to know about 
the performance of CLU’s as a group?” 
“What would you like to know about 
the effect of the CLU program on those 
who complete it?” These queries broucht 
forth a large number of interesting 
questions which are certain to produce 
interesting answers. The study should 
reflect accurate information such as 
“Who studies CLU?”; “What happens to 
CLU’s after they get the designation?”: 
“How much turnover is experienced 
among CLU’s?”; and “What hapnens to 
sales production during preparation and 
after attaining the CLU?”. The com- 
plete results will be published during 
the late Summer or Fall. 


UNIV. OF FLORIDA COURSES 


Insurance Being Taught Under Direc- 
tion of Dean W. J. Matherly in Co- 
operation With Dr. J. B. McFerrin 
About 150 students each semester are 

taking the fundamental insurance courses 

at University of Florida. Insurance di- 

rection is under Dean Walter J. Math- 

erly of the College of Business Admin- 
istration in cooperation with Dr. John 

B. McFerrin, head of the department of 

business organizations and_ operation. 

This college is observing its 25th anni- 

versary. At varying undergraduate levels 

the courses are offered in elements, 
problems and practices of life insurance 
and insurance in relation to trusts and 
estates. There are also special courses 
in fire, fidelity and surety and casualty 
insurance as well as in management of 
insurance agencies. A special course on 
insurance law is also well attended. In 
the next Fall semester there will be four 
advanced courses in the field of insur- 
ance, each on a graduate level. Another 
new course is that on “Business Risk 
Analysis.” 


President’s Club Qualifiers 


Irving Weinberg and Earle Y. Duncan- 
son, connected with the Connecticut Gen- 
eral Life’s Madison Avenue branch ot- 
fice, have received official notification 
that they have qualified for the Presi- 
dent’s Club, the company’s top prestige 
group. This announcement was released 
by William C. Smerling, manager. Mem- 
bership in this club is based on an 
excellent standard of service to clients 
and superior all-round performance. 

Mr. Weinberg is a_ past president 
of the President’s Club and this year 
marks the eighth consecutive year that 
he has qualified for membership. He 1s 
a life member of the Million Dollar 
Round Table. 

Mr. Duncanson is also a life member 
of the Million Dollar Round Table. He 
is also an active participant in the Drug 
and Chemical Club, the Accident and 
Health Club of New York, Accident and 
Health Producers, Life Supervisors As- 
sociation and New York Life Underwrit- 
ers Association. 

















an 
thus 


» list 
nsti- 
nan- 
ked, 
bout 
ip?” 
bout 
hose 
icht 
ting 
luce 
ould 

as 
1s to 
"Esa. 
iced 
s to 
and 
om- 
ring 





















April 25, 1952 












| +—— | 1."5 > | [+—Li.“e——> J 
a ot sae UNDERWRITER (escent Tes Page 31 
















































Just call your nearest Travelers Life Manager or 


General Agent. He’ll be glad to give you full co- 


operation and service at no cost. 


The Travelers INSURANCE COMPANY 


Hartford, Connecticut 
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LOADING GOVERNMENT WITH 
POWER 

Leroy A. Lincoln, chairman, Metropoli- 

tan Life, discussed the responsibility of 

Dallas, Tex., 

3usiness and Pro- 
Im- 

under 


citizens in an address in 
April 17, before the 
fessional Leaders Conference on 
Government. It 


the Southwestern 


morality in was 


the auspices of Legal 
Foundation. 


Among other things he said it was his 
considered belief that the latter day ten- 
dency to lean upon a central govern- 
ment as an 


provider is a tendency for which Ameri- 


all-wise administrator and 


can citizens themselves are responsible. 
It is a 


to earlier 


, he said, unknown 


this 


“ 


state of mind 


generations in country. 
sig Busi- 
stifling to 


Govern- 


Whatever may be said about 


ness,” there is nothing so 


American enterprise as “Big 
ment.” This spells increases in 
over the people and 
exercise of that power from the localities 
It spells high 


power 
separation of the 


to the central government. 


cost with correlative high taxes. 
Such manifestations on the part of 
central government are not due to any 


intention to be dishonest or immoral, 
but the 


scope of the powers which must be ex- 


are inherent in tremendous 
ercised and must be heaped, 
the other, 


one upon 
in order to carry out what is 
the 


conceived to be the mandate from 


public in the interest of the people. 


When tend to 
rely upon central government as a pro- 


Americans as citizens 
vider of things that.we ourselves should 
provide, that commented Mr. 
Lincoln, that we are constantly demand- 
more of 


means, 


government, and 
the bigger and more powerful 
And the 
bigger is 


ing conse- 
quently 
that government must become. 
greater the power the 
government the greater is the tendency 
to a deterioration of morals, both public 
and private. When 
has unusual power and influence it is 
not unnatural that citizens in quest of 
favors will seek to make that power and 
influence their franchises. 
When that happens, the moral standards 
of both the public official 
seeking the favors are bound to suffer. 
Multiply this thousands of times 
that moral 


and 


any public official 


depend on 
and_ those 


and 


follows standards of the 


country, both public and private, will 
suffer. 

Down through the years the people 
have come to expect from central gov- 


ernment many things for which govern- 


ment is not equipped and which are not 
a part of our American philosophy. They 


come close to an ideology which has 


made headway in some countries and 


which, as an ideology, we constantly pro- 
fess to spurn. However, this country has 
and the responsibility of 
Contests of one 


seen it 
the clear. 
pressure group with another for the fa- 


grow 
citizen is 
vor of those in authority tend inevitably 
to a breakdown of the public economy. 
laws enacted, pater- 


Paternalistic are 


bureaus are created. The heavy 
lies upon 
every one as a result of those compound- 


nalistic 


hand of government almost 


ings of pressures. The individuals who 


happen to be in power at any given time 
no better than or wiser than 


Mr. Lin- 


coln’s opinion, but the powers entrusted 


are really 
the average of our people in 
to them are, in instances, beyond 
their ability to exercise in a 
Out of it all 
“Welfare 


under such circumstances, is sure to lead 


many 
reasonable 
what is 


manner, comes 


known as the State” which, 
to a certain degree of moral deteriora- 
tion. The species of immorality in gov- 
ernment confronting us today is a 
cies of immorality in government 


caused by political machines but a nat- 


spe- 
not 


ural growth from an excess of power. 
It is when 


nizes its 


only our citizenry recog- 


many responsibilities as such, 
and begins to set the example and to 
make its view known that we can hope 
for change. Democratic government is 
no better and no worse than its citizens 
demand that it be, and morality in gov- 
Mr. Lincoln, is no 
better worse than the stand- 
ards fixed by the people themselves. A 
Americans in every walk of life 


ernment, declares 


and no 


solution : 
should rededicate themselves to the wis- 
dom of our Founding Fathers—a wis- 
dom so memorably expressed by the 
Father of our Country in his farewell 
address: “Of all the dispositions and 
habits which lead to political prosperity, 
religion and morality are indispensable 
supports—reason and experience both 
forbid us to expect that national moral- 
ity can prevail in seclusion of religious 
principle.” 





FREDERICK H. ECKER 


Frederick H. Ecker, Metropolitan Life, 
has been named on a committee of 150 
planning the dinner in honor of John 
Foster Dulles, former American Ambas- 
sador-at-Large, and Samuel D. Leides- 
dorf, head of S. D. Leidesdorf & Co., 
public accountants, and a civic and w el- 
fare leader, sponsored by the National 
Conference of Christians and Jews, to 
be held Monday, May 12, at the Wal- 
dorf-Astoria. Whitelaw Reid, editor of 
the Herald Tribune, is chairman of the 
event. The dinner will honor the work 
of Mr. Dulles in the field of bi-partisan 
politics and particularly for his negotia- 
tion of the Japanese peace treaty. It 
will honor Mr. Leidesdorf for his 40 
years of philanthropic activities. At the 
same time the event will recognize their 


“devotion to the cause of promoting 
understanding and good will among 
Protestants, Catholics and Jews,” Mr. 
Reid said. 

* * 


Karl B. Klein, president of the Min- 
nesota Association of Insurance Agents; 
Leroy Engberg, state national director, 
and George Blomgren, executive secre- 
tary-treasurer, will represent the asso- 
ciation at the Rocky Mountain Terri- 
torial Conference of the National. Asso- 
ciation of Insurance Agents at Denver 
April 28-30. 

x # 


Chester O. Fischer, vice president, 
Massachusetts Mutual Life, will be a fea- 
tured speaker at the Annual Sales Ex- 
ecutives Conference at the University 
of Richmond on May 6. His subject will 
be “The Recruitment of Salesmen.” The 
one-day annual conferences are spon- 
sored jointly by the Sales Executives 
Club of Richmond and the School of 
Business Administration of the univer- 
sity. 

* * * 


Raymond H. Mulford, vice president 
in charge of personnel administration 
for the Owens-Illinois Glass Co., Toledo, 
spoke at the annual meeting of the 
Aetna Life agents of Group insurance 
on April 12 at the Belleview-Biltmore 
Hotel, Belleair, Fla. Title of his talk 
was “Industry Views Group Insurance.” 


ae ee 


Arthur L. Beck of Buffalo, N. Y., gen- 
eral agent of National Life of Ver- 
mont, has been named chairman of a 
newly-formed committee of the Coun- 
cil of Social Agencies which will sur- 
vey group-work and recreation resources 
and needs in Erie County outside of 


Buffalo. 







Stanley F. Withe, head of the public 
education department of Aetna Life 
Affiliated Companies, has been appoint- 
ed chairman of the public relations com- 
mittee of the National Fire Protection 
Association. A member of the associa- 
tion’s public relations committee for a 
number of years, Mr. Withe has pio- 
neered the development of the Aetna’s 
public educational loss prevention sery- 
ices which embrace fire prevention as 
well as highway, home and _ sporting 
safety and crime prevention. Mr. Withe 
was recently named to the newly-organ- 
ized public relations advisory committee 
of the United States Chamber of Com- 
merce. He is a member of the Public 
Relations Society of America and a 
director and former treasurer of the so- 
ciety’s New England chapter. 


* * * 


Arthur E. Brunck, formerly assistant 
manager of the Quebec branch office of 
Home Insurance Co., has been promoted 
to marine manager and transferred to 
the head office in Canada. He will super- 
vise the company’s marine business in 
Canada from the East Coast to the Al- 
berta border. Mr. Brunck joined the 
company in 1936 at the New York office. 
He served with the U.S. Air Transport 
Command from December, 1941, to 1945, 
when he rejoined the company. 


* * * 


Garland Smith, the new Casuaity In- 
surance Commissioner of Texas, who is 
39 years old, is a former newspaper man 
who became executive assistant in the 
office of Governor Allan Shivers. Mr. 
Smith was editor of the Caldwell News. 
He was president of the Texas Young 
Editors Association and of the South 
Texas Press Association and also was 
president of the Caldwell School Board 
and of the Chamber of Commerce. In 
1940 he moved to Austin where he be- 
came assistant State Treasurer until 
1943 when he entered the Navy. 


* * * 


James MacDonell, resident vice pres- 
ident, at San Francisco of Employers 
Reinsurance Corporation, is a collector 
of rare editions. A graduate of Univer- 
sity of Washington and a former lawyer 
he began his insurance career with Han- 
sen & Rowland, Tacoma, working in the 
claims department. In 1935 he joined 
Swett & Crawford in their Seattle claims 
department. In 1940 he was appointed as 
assistant to T. A. Long, then Coast man- 
ager of Employers Reinsurance at San 
Francisco and later became Coast man- 
ager for Employers Reinsurance. Next 
promotion was to be resident vice presi- 


dent. 
* * & 


Fred Wessels, Jr., president of the 
Atlantic Mutual Fire Insurance Co., has 
been named chairman of the social serv- 
ice exchange department of the Savan- 
nah, Ga., United Community Services. 
The department is one of the U.CS. 
central services, pooling case record files 
of all health and welfare agencies of 
the Savannah area to prevent duplica- 
tion of effort and to speed up assistance 
to the legitimate cases of need. 

* ok x 

Donald C. Pitbaldo, examiner in the 
reinsurance department of Aetna Insur- 
ance Group, Hartford, has been with 
the company 40 years. He joined the 
company as a mail clerk. 

* * x 

Wilbur Loveland, Union Central Life 
Wichita, has qualified for the Half Mil- 
lion Club of his company. 


* * * 


John Hill, vice president of New Eng- 
land Mutual, was recently elected presi- 
dent of Boston’s Back Bay Association. 
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Selling “The American Way” 


Irritation is the best description of 


reaction in the insurance and business 
world to the new book, “Is Anybody 
Listening?” put together by William H. 
Whyte, Jr. and editors of Fortune 
magazine, and which is published by 
Simon & Schuster. Theme of the book 
is that the current public relations ‘ad- 
vertising of business and the speeches 
by executives in industry which have as 
their objective demonstration of the 
importance of the private enterprise 
system and the American way of doing 
business are abortive. That the great 
American public can’t be electrified with 
advertisements of this kind is the opin- 
ion of the people authoring the articles 
in “Is Anybody Listening?” An allega- 
tion made is that the audience the busi- 
ness people are trying to reach in these 
ads is not paying attention, 

Among the shrewdest comments made 
on the book are those found in an edi- 
torial of the New York Daily News, 
published on April 13. That newspaper 
has had a lot of experience in analyz- 
ing the mind of the masses and it has 
the largest daily paper circulation in 
this country. 

“We also want to see the American 
system survive indefinitely and pros- 
per,’ says the Daily News. “So we 
thought we’d set down here a few prin- 
ciples which we believe to be reliable in 
the business of writing effectively to 
and for large numbers of allegedly ordi- 
nary people.” 

Here are the Daily News’ suggestions 
which copywriters should keep in mind 
when advertisements are being written 
if the ear of the public is to be caught 
effectively: 

1. Keep it simple. We mean keep your 
sentences short as you can, and never 
use long words and complicated sen- 
tences which add up to “bafflegab.” 

2. Use active words wherever possible. 
A whole book could be written on this 
principle alone. But it is pretty well 
boiled down in the old saying: “Verbs 
and nouns fight. Adjectives and adverbs 
don’t.” 

3. Never “write down” to anybody. 
Don’t imagine yourself talking things 
over with an 8- or 9-year-old child. 
Our observation is that one of the worst 
libels ever committed against the Ameri- 
can people is the ancient crack about 
their having an average intelligence of 
a 12-year-old. Much smarter, we think, 
was the late Raymond Clapper’s advice 
to his fellow newspaper people: “Never 
Overestimate the public’s information, 
and never underestimate its intelli- 

” 
gence.” All the readers—every last one 
are at least intelligent enough to sense 
immediately that you’re “writing down” 
to them, and to turn from you in dis- 
gust. 

4. Don’t be afraid of “dirty words.” 

cP . 4 
We're speaking of such terms as “profit,” 








“stockholder,” and the like. Believe it 
or not, many an advertising man is 
afraid to use them in trying to resell 
Capitalism to Americans. The trade 
name for them is “dirty words.” Well, 
what the hell. Profits and stockholders 
exist, don’t they? The readers know 
they exist, and all of ’em like both 
profits and dividend-paying stocks, don’t 
they? 

5. The direct approach is usually best 
—meaning it’s generally better than 
folksy, whimsical or cute stuff. Most of 
the folks aren’t folksy; and only a gen- 
uine old maestro can be whimsical or 
cute in print without making the aver- 
age reader want to paste him in the 
snoot. 

6. Frankly admit your self-interest in 
striving to preserve and strengthen the 
American free enterprise system. The 
readers know you're not in business for 
your health, any more than they’re hold- 
ing their jobs just for fun. 

7. (and last but not least). Forget 
that word “masses.” The audience you’re 
aiming at isn’t “masses.” It’s made up 
of individuals, no two of whom are ex- 
actly alike—and plenty of whom, bud, 
have just as much sense as you. Keep 
that thought constantly in mind when 
writing for them, and you'll almost auto- 
matically avoid the worse mistakes com- 
monly made in this field of communica- 


tion. 
* * * 


FBI’s Report On 1951 Crime 

The Federal Bureau of Investigation 
has made public its “unified crime re- 
ports” for the year 1951. One of the 
principal items discloses that the largest 
single category of stolen property was 
automobiles. Of the total property 
thefts of $150,136,000 the value of the 
automobiles stolen was $90,385,558. The 
average auto theft amounted to $965. 
The average robbery of all kinds last 
year was $194 and the average burglary 
counted for $139. Auto thefts increased 
15.3%, larcenies 7.1%. 
i Edgar Hoover, FBI _ director, 
pointed out other trends as follows: 

Crime rose 5.1% throughout the 
United States in 1951. Cities showed a 
5.2% increase and fural areas a 5% in- 
crease. 

An average day in 1951 saw 5,157 ma- 
jor crimes—34 felonious homicides, 1,115 
burglaries, 143 robberies, 3,064 larcenies, 
46 rapes, 540 auto thefts and 215 aggra- 
vated assaults. 

Seasonal variations followed the pat- 
tern established in past years. In De- 
cember, 1951, murders were 18.1% above 
the annual average. Negligent man- 
slaughters were 45% more frequent in 
December than in Mav, and robberies 
were 66% more frequent in December 
than in May. Most auto thefts occurred 
in October, with 16% more than in June, 
the lowest month for this offense. 

Urban crime rates, based on offenses 
known to the police, reflect the New 
England states lowest in the category 
of murder and_ non-negligent man- 
slaughter with 1.24 offenses per 100,000 
inhabitants. The East South Central 
states were highest, with 12.45 offenses 





per 100,000 inhabitants. The Middle At- 
lantic states had the lowest rate of bur- 
glary, breaking and entering. 

New England’s robbery rate was the 
lowest in the nation and the Pacific 
states’ rate the highest; New England 
was lowest in aggravated assaults and 
the South Atlantic states highest in this 
category, with a rate nearly 18 times as 
high as New England. 

Arrest records of local police depart- 
ments in the form of fingerprint cards, 
totaling 831,288, were examined to ob- 
tain age, sex, race and criminal history 
data during 1951. 

Arrests of males numbered 746,055 in 
1951, a 4% increase over 1950, when 
717,088 fingerprint arrest records for 
males were examined. Arrests of females 
totaled 85,233, an increase of 11.3% over 
the 76,583 arrest prints for females ex- 
amined in 1950. 

tragedy of our times is expressed 
in 1951’s fingerprint statistics on youth- 
ful offenders. More persons aged 23 
were arrested than any other age group. 
Persons under 21 made up 144% 
(119,676) of all persons arrested during 
1951. 

Arrests of persons under age 18 in- 
creased 7.7% in 1951 (37,259) compared 
with 1950 (34,599). 

An examination of the records of the 
26,273 males and females age 20 arrested 
during 1951 reflected that 44.9% had 
prior fingerprint arrest records. 


* x * 


W. E. Jeffrey on Credit Board 

Wallace E. Jeffrey of Marsh & Mc- 
Lennan was elected to board of directors, 
New York Credit & Financial Man- 
agement Association, at its annual meet- 
ing April 3. His business career began 
in 1918 as an office boy at $5 a week with 
Benedict & Benedict, insurance brokers. 
Later, he joined U. S. Fidelity & Guar- 
antee Co. and then J. A. Eckert & Co., 
insurance brokers. He joined the casu- 
alty and surety department of Marsh 
& McLennan in 1921. Although experi- 
enced in most lines of insurance his ca- 
reer has been largely in casualty with 
special emphasis on automobiles. 

Born in Brooklyn, Mr. Jeffrey attend- 
ed Commercial High School (Alexander 
Hamilton High School) and also com- 
pleted the Alexander Hamilton Institute 
course in “Modern Business.” 

Active in community affairs, Mr. Jef- 
frey was on the staff of the U. S. Lawn 
Tennis Umpires Association, chairman 
of the Adult Education Advisory Com- 
mittee of Sewanhaka High School and 
chairman of the Public Utilities Com- 
mission for the Village of Bellerose, 
Long Island. He is currently a mem- 
ber of the Insurance Brokers Association 
of New York and active in school work 
for the Cold Spring Harbor School Dis- 
trict. His hobbies include fishing and 
boating, table tennis and_ puttering 
around in his home workshop. 


* * * 


New Book by Jarvis W. Mason 

Jarvis W. Mason, vice president of 
Wilson, Haight & Welch, Inc., Hartford 
and New York advertising agency, 
where he is in charge of marketing re- 
search and media and account executive 
for advertising of several insurance com- 
panies, is author of a new book, “Agents’ 
Advertising Primer.” It answers numer- 
ous questions which are of interest to 
insurance producers about advertising 
and also gives specific examples of suc- 
cessful direct mail letters, circulars, re- 
turn cards, newspaper advertisements, 
preparation of radio and TV programs 
and how to use billboards, transit ad- 
vertising, window, lobby and other dis- 
plays. “Agents Advertising Primer” is 
published by Rough Notes Co., Inc., In- 
dianapolis. 

Before specializing in insurance adver- 
tising Mr. Mason operated his own in- 
surance agency in Mount Vernon, N. Y. 
After being advertising manager for 
London Assurance for six years he 
spent five years as advertising manager 
for National Fire Group. He spent two 
years with Charles Austin Bates, Inc., 
New York advertising agency, where he 
worked on insurance advertising for 


several companies and agencies. 

Ar. Mason then went with Wilson, 
Haight & Welch, Inc., where the ac- 
counts on which he is working are 
Security-Connecticut Insurance Corpa- 
nies of New Haven and Connecticut Mu- 
tual Life of Hartford. 


* * * 


Chamber of Commerce Asks Big 
Cut in Foreign Aid Spending 
The Chamber of Commerce of the 
United States told the Senate Foreign 
Relations Committee recently that the 
tax burden is approaching 35% of na- 
tional income; that inflation has reduced 
the value of the American dollar almost 
50% in the past decade, and that “con- 
tinued heavy spending for military and 
foreign aid will lead to further loss of 
confidence in our national solvency.” 

Charging that an “international black- 
mail system” is developing around the 
foreign aid program and that foreign 
aid is being concealed by a “red tape 
curtain” which’ makes it difficult for 
private citizens to evaluate foreign pol- 
icy, the Chamber reiterated its demand 
that foreign aid spending be held to 
$5 billion next fiscal year. 

The President’s budget calls for spend- 
ing $10.5 billion. The Chamber urged the 
committee not to approve any new au- 
thorizations for foreign aid this year, in 
view of the fact that $8 billion in un- 
spent foreign aid funds will be left over 
at the end of this fiscal year. 

Earlier the Chamber charged that the 
Senate committee was attempting to 
“stifle public opinion” by allowing Gov- 
ernment officials to argue for nine days 
in favor of a vastly expanded foreign 
spending program and confining all non- 
Government witnesses to ten minutes 
each during a single day of testimony. 
Today the Chamber filed a statement 
with the committee making these asser- 
tions: 

“1. The Chamber has supported all 
previous foreign aid programs and sup- 
ports the present mutual security pro- 
gram in principle, but has been forced 
to the conclusion that all programs ‘have 
fallen far short of expectations’ and now 
believes that it is time for a thorough 
examination of the whole problem. 

“2. The national economy is_ being 
seriously strained by the combined de- 
fense and foreign aid burden. Many 
vital resources are being ‘rapidly de- 
pleted.’ In the past 12 years the U. S. 
has changed from an exporter to a 
heavy importer of aluminum, copper, 
petroleum and other vital materials. 

“3. Taxes on individuals range from 
22.2% to 92% of income and corporation 
taxes take 60% of corporate profits. 
Citizens in the $2,000 to $3,000 income 
group pay 30% of their incomes in direct 
and hidden taxes to all levels of govern- 
ment. Incentives to work, save and take 
risks are being destroyed. Money for 
the large expansion of plant capacity 
and production in recent years has come 
mainly from the reinvested earnings of 
corporations and the increased taxes 
since Korea have seriously limited this 
source of funds. 

“4. Misleading figures are frequently 
cited to show that in European coun- 
tries aided by the Marshall Plan, indus- 
trial production is 50% higher than it 
was in 1938. Actually, the Chamber said, 
the improvement is much less when 
total production, including agriculture 
and the production of services is taken 
into account. Citing the example of 
Britain, which has an outstanding re- 
covery record, the Chamber said that 
total production in 1950 was only 12.6% 
higher than in 1938 and the net produc- 
tion per person at work was only 3.1% 
higher.” 

5. The “desperate plight” of the econ- 
omies of so many foreign countries is 
the result of their “outmoded industrial 
production and marketing practices plus 
widespread discrimination against the 
initiative, know-how and energy of pri- 
vate enterprisers,” the Chamber said. 
It added: “The granting of foreign aid 
by the United States Government has 
allowed these countries to continue in- 
efficient and undesirable practices in- 
stead of facing up to the hard decisions.” 
(Continued on Page 40) 
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Tells Advantages of 
Integrated Policies 

McCULLOUGH PRESENTS VIEWS 

Manager of Multiple Peril Rating Body 


Sees Orderly Progress in Indivisible 
Premium Approach 





While there are certain areas where 
the package policy approach introduces 
a few minor complications, the net re- 
sult should be greater, simplicity and 
ease of operation for all concerned, Roy 
C. McCullough, manager of the Mul- 
tiple Peril Insurance Rating Organiza- 
tion, stated when speaking before the 
insurance committee of the Young Men’s 
Board of Trade at the committee’s 
monthly meeting at board headquarters, 
291 Broadway, New York City. 

The former New York Deputy Super- 
intendent of Insurance pointed out that 
while there are several methods for 
packaging fire and casualty covers in 
one document, his organization, MPIRO, 
is concerned with the development and 
rating of “integrated policies complete 
in themselves on either a named peril 
or all-risk sold for an indivisible 
premium.” 

In explaining the “indivisible premium 
concept,” Mr. McCullough stated the 
“coverage of several perils is sold for 
a single rate or premium without spe- 
cifving a separate charge for each haz- 
ard covered.” Extended Coverage En- 
dorsement No. 4 and the Comprehensive 
Personal Liability Policy were cited as 
familiar examples of the application of 
this concept wherein coverage against 
combined perils is sold at a single rate 
or premium without specifying any par- 
ticular portion of the charge for “the 
single peril of wind or any other com- 
ponent.” 

One Policy at One Price 

“The 37 member companies and sub 
scribers of MPIRO,” he said, “want to 
apply this technique to bring into one 
policy, designed for a particular type of 
insured and sold for a single price, pro- 
tection against the normal insurable 
perils to which he is exposed. 

“The longer we plug away at the 
various licensing, legal, legislative, draft- 
ing, rating, jurisdictional, underwriting, 
and statistical problems, the more firmly 
we are convinced that we are on the 
right track in selecting the indivisible 
premium method. 

“Consider the case of the homeowner. 
It is reasonable to assume that he would 
like to protect the house and garage 
against fire, wind, explosion and other 
E.C. No. 4 perils; and perhaps the perils 
now embraced in the additional extended 
coverage endorsement such as vandal- 
ism, water damage, glass breakage. He 
wants substantially the same coverage 
on his household belongings, although 
usually in a lesser amount. In addition 
he wants to cover his belongings against 
theft. Furthermore, he wants to pro- 
tect them against these various perils 
not only while they are home, but also 
when the goods are off the premises. He 
also needs liability coverage to protect 
himself from suits arising out of the 
use of the premises, and out of the vari- 
ous non-business activities of himself 
and his family apart from driving cars. 

“This is the usual method of writing 
these coverages: (1) a fire insurance 
policy with the following documents 
pasted on it, (a) dwelling form (usuallv 
E.C.E. No. 4 is printed in it), (b) A.E.C. 
endorsement; (2) a residence and out- 
side theft policy; (3) a comprehensive 
personal liability policy. 

“We can put those coverages in one 
policy at a single, indivisible premium. 
Now, what are the practical advantages? 


basis 


ROY C. McCULLOUGH 


First, language. These policies take ten 
thousand words. We think we can do 
it with six thousand. These policies 
have: (a) three war clauses—we hope 
to do the job with one; (b) four clauses 
dealing with the apportionment of losses 
in case of other insurance—we think we 
can do it with one; (c) six clauses, all 
different, dealing with losses occurring 
when the premises are unoccupied or 
vacant—we hope to do the job with 


from one to four; (d) cancellation, sub- 
rogation, assignment, suit clauses and 
clauses dealing with changes total fif- 


teen—we think we can get by with five.” 
How Time and Effort Can Be Saved 
In addition to the savings in words 
and endorsements, Mr. McCullough 
stated that a great deal-of timaé agd 
effort can be saved for the broker or 
agent and the company writing the 
policy under the indivisible premium ap- 
proach. Under present methods rates 
and territories must be checked in sev- 
eral different manuals and usually re- 
quire reference to several different parts 
of the different manuals. Once rates 
(Continued on Page 40) 














Fire Association Names 
Hatch Exec. Vice Pres. 


IS NEWLY CREATED POSITION 


Roberts Vice President; Coakley, Ernst, 
Michel and Miller Secretaries; Spack- 
man Assistant Secretary 


President Frank H. Thomas announces 
promotion of four officers of the Fire 
Association and Reliance and advance- 
ment of three to official positions. 

Kenneth B. Hatch, vice president, as- 
sumes the newly created position of 
executive vice president; Secretary A. 
Addison Roberts becomes vice president; 
William D. Coakley and Henry Ernst are 
named secretaries; Assistant Secretaries 
Frederick L. Michel and Harry A. 
Miller are elected secretaries, and 
Charles T. Spackman becomes assistant 
secretary. 

Mr. Hatch has long been a_ well- 
known figure in the business starting 
his insurance career in 1918 and becom- 


ing a fieldman in Wisconsin in 1920. 


From a_ subsequent field position in 
Pennsylvania, he went to Fire Associa- 
tion in 1950. At the head office in 


Philadelphia he has held various posts 
of responsibility and was elected vice 
president in 1938 and a director of both 
companies in 1942, 

Roberts and Coakley 


Mr. Roberts joined the legal depart- 
ment of these companies not long after 
securing his law degree. Before leaving 
for a tour of Navy duty during the war 
and since his return in 1946, he has 
headed the loss department. He became 
secretary in 1947, His new position will 





HE broad extent of general co-operation 
provided to Royal Exchange agents today 
is reflected, not only in the prestige they enjoy, 


but also in the type of service they are enabled 


connection. 
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embrace executive administrative 
duties. 

Mr. Coakley will head the loss and 
claims division of Fire Association and 
Reliance. With a background of nearly 
25 years in handling casualty claims 
he joined these companies in January, 
1950. ‘ 

Ernst and Michel 

Mr. Ernst went to Fire Association in 
October, 1949, to organize the newly 
formed casualty underwriting division, 
His prior experience was gained in both 
company and agency ranks. A_ well- 
known insurance educator, he heads the 
education committee of the Insurance 
Society of Philadelphia, is a CPCU, a 
graduate of the University of Pennsyl- 
vania, and a member of the New York 
State bar. 

Mr. Michel went to Fire Association 
directly from college. He has been an 
underwriter in the head office, fire and 
marine special agent in Pennsylvania, 
West Virginia and New England. He 
returned to the head office and was 
elected assistant secretary in October, 
1950. 

Miller and Spackman 

Mr. Miller was elected assistant secre- 
tary in 1951 on coming to the head office 
from Chicago, where he had been as- 
sistant marine manager of the compa- 
nies’ Western department. Except for 
a period in the Armed Forces during 
World War II, he has been with the 
companies since 1937 and has had ex- 
perience both as an underwriter and in 


the field. His present duties are with 
the companies’ production department 
and include supervision of seven mid- 
western states. 

Mr. Spackman has been associated 


with loss work during his entire insur- 
ance career except for several years as 
special agent in eastern Pennsylvania. 
He has been adjuster, loss examiner, 
automobile loss manager of the compa- 
nies’ Western department and, more 
recently, superintendent of losses at the 
head office. 


OPENS PACIFIC COAST OFFICE 


United States Salvage Association Names 
Pulliam Manager at New Office 
in San Francisco 

The United States Salvage Associa- 
tion, Inc., 99 John Street, New York 
City, N. Y., announces opening of a 
Pacific Coast office at 215 Market Street, 
San Francisco, on May 1. This office 
will have jurisdiction over all activities 
of the United States Salvage Associa- 
tion, Inc., on the Pacific Coast and the 
Hawaiian Islands. 

E. P. Pulliam of the New York office, 
formerly a resident of the Pacific Coast, 
has been appointed Pacific Coast man- 
ager and will be responsible to the 
general manager of the association. All 
survey functions in the San Francisco 
area will be carried out by the asso- 
ciation’s exclusive surveyors. 

The Board of Marine Underwriters of 
San Francisco through their surveyors 
at Los Angeles, Portland, Seattle and 
Vancouver, B. C., will continue to rep- 
resent the United States Salvage Asso- 
ciation as heretofore, under the direction 
of the association’s Pacific Coast man- 
ager. 
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Kenneth Dunshee Joins 
N. Y. Advertising Agcy. 


EDITOR OF “NEWS FROM HOME” 


Alwin Bulau Succeeds Him as Adver- 
tising Manager of ome and as 


Curator of H. V. Smith Museum 


Kenneth H. Dunshee has resigned as 
public relations director and assistant 
secretary of the Home Insurance Co. to 
join Albert Frank-Guenther Law, Inc., 
advertising agency and has been ap- 
pointed a member of that company’s 
plan board. In his new post, he will act 
as consultant on the Home Insurance 
Company’s advertising program, as well 
as in the developing of special company 
projects including that company’s cen- 
tennial celebration in 1953. 

Mr. Dunshee will also continue to edit 
the official publication of the Home, 
“News from Home,” which is one of 
the most popular institutional magazines 
Regarded as one of this 


in the country. 





Pach Bros. 


ALWIN E. BULAU 


country’s leading authorities on the his- 
tory of fire fighting, he will also act as 
an advisor to the H. V. Smith Museum 
where he has served as curator for the 
past twelve years. 

Alwin E. Bulau, recently elected as an 
assistant secretary of the Home, has 
been appointed manager. 
Mr. Bulau, who will also succeed Mr. 
Dunshee as curator of the H. V. Smith 
Museum of the Home, has for many 


advertising 


years been a collector and student of 
fire insurance history. He is a leading 
authority on fire marks which once were 


Brown Bros. 


KENNETH H. DUNSHEE 


used by insurance companies to identify 
insured buildings. 


Joined Home in 1939 


Mr. Dunshee became affiliated with 
the Home in 1939 as assistant to the 
president, Harold V. Smith, in public 
relations activities of the company, after 
serving with the Royal-Liverpool Group 
of fire insurance companies as assistant 
supervisor of publicity and later as ad- 
vertising manager of the Globe Indem- 
nity Co. In 1941 he was appointed ad- 
vertising manager and public relations 
director of the company. In 1949 he was 
elected assistant secretary of the Home. 

For many years Mr. Dunshee has been 
connected with the fire and casualty in- 
surance business in underwriting and 
brokerage phases as well as in promo- 
tional'and public relations activities. He 
is considered a leading authority on in- 
surance advertising. 

Mr. Dunshee is author of the current 
best- selling history of New York City 

“As You Pass By,” as well as a num- 
ber of other works including “Enjine! 
Enjine!’ ’—a story of fire fighting and 
fire protection. 

Bulau Started in Los Angeles 

Mr. Bulau began his career as a local 
agent in Los Angeles, later conducting 
his own agency at St. Paul, Minn., until 
1919 when he became state agent for 
the Westchester Fire for Minnesota and 
North Dakota. In 1921 he became a 
special agent for the Aetna at Colum- 
bus, Ohio, and in 1926 became state 
agent for the World Fire & Marine 
in Ohio. 

Mr. Bulau became affiliated with the 
Home in 1930 as a state agent in Ohio 
and in 1939 was transferred to Indiana 
as a state agent. In February, 1947, he 
was made manager of the Indiana office 
and in August, 1951, was transferred to 
the head office of the Home for work 
on special assignments. 









Pressure for Flood Insurance Plan 


In Congress from Mid-Western States 


Still another Federal insurance pro- 
gram seems a likelihood as President 
Truman returned from a trip to the 
Western flood area strong for flood in- 
surance as well as for administration 
flood-control- navigation - electricity pro- 
grams, opposed by private enterprise on 
the grounds of invasion of their sphere. 
Legislators representing flooded and 
flood-threatened areas also pressed for 
an insurance program to be underwrit- 
ten by the Federal Government. 

The Administration, despite much talk, 
has not itself presented any formal 
flood insurance bill to Congress. Last fall, 
Administration representatives did tes- 
tify in favor of flood insurance before 
both Appropriations Committees, at 
which time the position was favorable 
to a war-damage type of bill. Also, in 
the message accompanying the current 
budget, the administration again asked 
for flood insurance legislation. 

Budget Bureau experts drafted a bill 
based on the disaster insurance corpora- 
tion bill and it is known that the bill 
has subsequently been redrafted. The 
bill will likely go to Congress shortly, in 
whatever form it finally reaches, and 
with administration pressure for passage. 


Mid-West Republican Plan 


Meanwhile, three Republican Sena- 
tors last September introduced a Fed- 
eral flood insurance bill. They were, 
Senator Andrew Schoeppel (R., Kans.); 
Senator Frank Carlson (R., Kans.); and 
Senator James Kem (R., Mo.). In the 
light of recent floods, all three are 
pressing for quick action on Federal 
flood insurance. 

Schoeppel said last week that “a dis- 
aster insurance plan must be provided by 
Congress if we are to give the people 
in the flood-stricken areas an opportun- 
ity to provide protection for themselves 
If private business cannot provide this 
protection, then it is up to the Govern- 
ment of the United States to assist in 
providing the means.” 

Carlson, in a long Senate speech, 
pointed to disastrous floods in 1951 and 
again this year and decried lack of ac- 
tion either on the Schoeppel-Carlson- 
Kem measure or on the less definite 
administration recommendations. 

He said, “I have always felt, and still 
do, that if private companies can or 
could work out an insurance program 
which would insure against disaster at 
a reasonable rate, and assure the con- 
tinued free flow of interstate and for- 
eign trade and commerce then we 
should not legislate in matters of this 
kind. 

“T am of the conviction that a program 
of this magnitude will require a program 
of reinsurance of insurance companies, 
and it was with this thought in mind 
that I introduced Senate 2148 on Sep- 
tember 20 of last year. 

He listed the following as reasons sus- 


taining ‘ ‘imperative need for a practical 
program of Federal disaster insurance 

1. “The provident individual or busi 
ness firm cannot now purchase insurance 
protection to provide compensation for 
re or disaster damage. 

“The economy of devastated regions 
may be seriously handicapped because of 
the reluctance of individuals .and corpo 
rations to make more than minimum in 
vestments in presently developed indus 
trial districts located in river bottom 
areas unless disaster damage insurance 
can be made available at reasonable 
rates.” 

3. “A glance at the atlas will show 
that important inland cities are located 
on rivers or lakes because of the ease 
of rail, river and road traffic, as well! as 
need for power generation, making it 
all the more important that an insurance 
as be set up for their protection.” 

Carlson also went down the line on 
“possibilities of disaster insurance pro 
gram through the private insurance in- 
dustry,” and this is how he saw that 
topic: 

“First, sound insurance practices dic- 
tate that any plan be based on some 
method of spreading the disaster risks 
widely enough so that a moderate rate 
will be sufficient to provide the funds 
necessary to cover the major concen- 
trated losses which will occur from time 
to time. 

“Second, the possibility has been sug- 
gested that disaster damage might be 
included in the extended coverage en- 
dorsement now added to fire insurance 
policies which cover the added hazards 
of hail, windstorms, tornadoes, falling 
buildings, and so forth. 

“Third, past attempts to secure action 
on the part of the private insurance in 
dustry with relation to providing dis- 
aster-damage protection have been un- 
successful. We must succeed. 

“T recommend that the Federal cor- 
poration created to handle the disas- 
ter insurance act as a reinsurance or 
underwriting agency only. I recommend 
that the adjustment of claims arising 
from insured disaster damage be han- 
dled by the regular claim adjusting or- 
ganizations and procedures of the insur- 
ance companies, subject to appropriate 
regulations to protect the interest of the 
corporation.” 


AETNA TRANSFERS ABRAMS 

E. L. Abrams, special agent in Ten- 
nessee for the Aetna Insurance Group, 
has been transferred to the northern 
Illinois territory. A native of Lemont, 
Ill, Mr. Abrams received his early edu- 
cation in the public schools of that town 
He became affiliated with the Aetna on 
a part-time basis in 1947 while he was 
attending DePaul University and on a 
full-time basis upon his graduation in 


1950. 
| 
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U. S. FOREST SERVICE — Vigilantly protects Woodlands from 
destructive fires. In his high tower the Ranger, with his binoculars and 
alidade locates sources of fire, quickly dispatching fire fighting crews 
thus protecting an important national resource. 
The Northern Assurance has provided reliable 
Insurance Protection for over 114 years. 
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Jay W. Rose, Former 
Agents’ Leader, Dies 


LONG N. Y. ASSOCIATION SEC’Y 


Served as Fresident Also of State As- 
sociation; On Executive Committee 
of Hatene Association 


Jay W. Rose, one of the most popular 
figures in New York agency circles for 
many years and widely respected by 


insurance 


in Buffalo, 


companies, died on April 16 
N. Y., where he resided. He 


J. W. 


ROSE 


had retired in November, 1950, as 
retary - treasurer of the New York State 
Association of Insurance Agents. For 
some time before his retirement he had 
not been in good health but had faith- 
fully carried on his duties. A year ago 
he attended the annual convention of the 
New York State Association at Syra- 
cuse and was warmly welcomed by sev- 
eral hundred delegates. 

Mr. Rose served as president of the 
New York Association in 1927 - 1928 after 
serving as secretary for three years, 
1924-1927. In 1934 he took over the 
secretary-ship again, retaining that post 
until his retirement. Altogether he 
served the state association in one post 
or another for about 30 years. For many 
years he maintained an agency in Buf- 
falo. John G.. Mayer of Syracuse suc 
ceeded Mr. Rose as secret: iry of the New 
York State Association and now is in 
that post. 

On Executive Committee of NAIA 

Mr. Rose, 77, was a native of Mans- 
field, Pa., being born on December 24, 
1874. In 1894 he moved to Buffalo, served 
as secretary of a Buffalo savings and 
loan association and in 1902 loined the 


o——~ 


Great Eastern Casualty as a_ general 
agent. He later represented the Ameri- 
can of ‘Newark, Columbia of Dayton, 


Commonwealth, Caledonian and Balti- 
more American, and the agency of J. 
W. Rose & Co., Inc., was incorporated 
in 1921. 

In addition to his 
Associ iation posts Mr. 


New York State 
Rose served as 
Association of 


president of the Buffalo 





Baltimore Insurance 


Women Reelect Officers 


The Insurance Women of Baltimore 


reelected all officers and elected two 
additional members to its board of di- 
rectors at the organization’ s recent an- 


nual meeting. 

Named to an additional term of office 
were M. Mabel Shaw, president; Mar- 
garet E. Hoffman, first vice president; 
Eulalia Lathroum, second vice president: 
Frances Calder, treasurer Blanche 
Heaphy, recording secretary and Irma 
Magenhofer, corresponding secretary. 

May Carroll Scott and Mrs. Betty Lee 
Hall were elected to the board. 


Brooklyn Brokers to Hear 


Greenberg on Diamonds 
Al B. Greenberg, will conduct a “Talk 
on Diamonds” to the Brooklyn Insurance 
Brokers Association, on Thursday, May 
1, at 1 p.m., at the Hotel St. George, 
3rooklyn. Mr. Greenberg is president 
of Imperial Jewelers, Inc., insurance and 
real estate appraisers of ‘Brooklyn. 





“ire Underwriters from 1930 to 1932 and 
member of the 


was a executive com- 
mittee of the National Association of 
Insurance Agents for several years be- 


ginning in 1927. 

Mr. Rose and the New York Associa- 
tion were synonymous for years. In 
addition to being president himself he 
served as secretary with the following 
state presidents: Eugene <A. Beach, 
Ward H. McPherson, Follett L. Greeno, 


John J. Roe, R. M. L. Carson, Thomas 
a: Sharp, Augustus C. Wallace, John C. 
Stott, A. C. Deisseroth, Roy A. Duffus 


A. Neumann. All of these 
paid high tribute to 
skill, accomplish- 
personality of Mr. 


and Joseph 
leaders frequently 
the administrative 
ments and_ friendly 
Rose. 


BUFFALO AGENCY CHANGE 


Charles F. Joyce Co. Becomes Affiliated 
with Fred S. James & Co.: To 
Continue Under Own Name 

The Charles F. Joyce Co., Inc., one of 
3uffalo’s largest insurance agencies, has 
become affiliated with Fred S. James & 
Co., Chicago, insurance agents and 
brokers with offices in leading cities of 
the country. 

The corporate name, Charles F. Joyce 
‘o., Inc., will be retained in the opera- 
tion of the business in 3uffalo, N. Y., 
Vice President Elmer J. Schafer of the 
James organization reported. 

Chairman Charles F. Joyce of Charles 
F. Joyce Co., President Warren H. 
Smith and Vice President and Secret iry 
John C. Weisenheimer and other mem- 
bers of the staff will continue with the 
organization, Mr. Schafer said. 

Fred S. James & Co. was founded 
more than 90 years ago and has offices 
in New York, Pittsburgh, Chicago, Mil- 
waukee, Minneapolis, Los Angeles, San 
Francisco, Seattle and London, Eng. 

Charles F. Joyce Co., with offices at 
126 Pearl Street, was incorporated in 
1915 and is capitalized at $100,000. The 
company writes every type of policy is- 
sued by insurance companies. In addi- 
tion the company has a real estate de- 
partment, engaging in the real estate 
business, mortgage business and_ the 
servicing of mortgages. 


“Credit Executive” Article 


On Business Interruption 
“Credit Executive,” monthly _publica- 
tion of the New York Credit & Financial 
Manz igement Association, an organiza- 
tion of more than 3,300 firms, including 
banks and insurance companies, carries 
an article on business interruption in- 
surance in tthe April issue. This article 
stresses the need for this coverage to 
manufacturers, retailers and others who 
wish to curtail losses during a period of 
business interruption. 


Great American Names 
Boynton Special in Mass. 


Charles I, Boynton, who was special 


agent in New Hampshire and Vermont 
for the Great American before entering 
the U. S. Army in 1951, has been dis- 


charged and is named special agent for 
eastern Massachusetts and Rhode Island. 
He will have headquarters with State 
Agent Joseph A. Tufts at 4 Liberty 
Square, Boston. Mr. Boynton has had 
local agency, home office and field ex- 
perience. 
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“Weghorn Is Good To Brokers” 


Living up to our slogan, this agency is fully equipped 
to render top-flight service to metropolitan brokers in the 
fire and allied lines, inland and ocean marine . . 
problem is too large or too small for our specialists to 
handle . . . and Weghorn service is given with a smile. 


Our philosophy in these busy days centers around the 
“help the other fellow” 
greater prestige and confidence to the end that brokers 
will decide to bring their business to us . .. not only 
because they like Weghorn service but because of our 
ability to help in strengthening their client relationships. 


Consult us particularly on general cover business. 


INLAND AND OCEAN MARINE INSURANCE 


V0? Maiden Lene, New York § NY, 
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Mrs. Hirst Director of 


Women’s National Assn. 
Mrs. Edward L. (Betty B.) Hirst, 
was elected director of Region III of 
the National Association of Insurance 
Women at the sixth annual meeting held 
at the Dinkler-Ansley hotel in Atlanta, 
Ga. Region III is composed of the 
states of Alabama, Florida, Georgia, Mis- 
sissippi and South Carolina, and more 
than 175 insurance women attended the 
Atlanta meeting. 
Mrs. Hirst, who is a 
ber of the Columbia 


charter mem- 
Association of 


Insurance Women (which was organ- 
ized May 29, 1946), is formerly from 
Florence, but has been with Seibels, 


Bruce and company of Columbia for the 
past 15 years, where she is now assist- 
ant supervisor of the Bordereau section, 
Re-Insurance department. She served as 
president of the Columbia Association of 
Insurance Women from June, 1948-49, 
and during her term the regional meet- 
ing was held in Columbia. She has 
served as either a member of the execu- 
committee 


tive board or chairman of a 
each year. 
Mrs. Hirst will be installed as di- 


rector of Region IIT at the annual 
national convention of the National As- 
sociation of Insurance Women, to be 
held in Rapid City, S. D., June 11 to 13. 

The 1953 annual meeting of Region 
III of the National Association of In- 
surance Women will be held in Charles- 
ton, with the Charleston club as _ host- 
and the Columbia, Greenville and 
assisting. 


esses, 
Spartanburg clubs 





To Celebrate Memorial Mass 
For Archibald J. Smith 


A memorial mass for Archibald J. 
Smith, who was president of the Zweig- 
Smith Co., will be celebrated May 1, 
on the first anniversary of his death at 


Our Lady of Victory Church, at Pine 
and William Streets, one block from 
Wall Street, New York City. Numbers 


of Mr. Smith’s friends in the insurance 


district are expected to attend. 


VA. AGENTS TO HEAR BYRD 

Virginia’s senior United States Senator, 
Harry Flood Byrd of Winchester, will 
be the featured speaker during the 54th 
annual convention of the Virginia As- 
sociation of Insurance Agents, to be held 


at the Hotel Roanoke, Roanoke, Va, 
June 19, 20 and 21. About 600 insurance 
agents, company representatives and 


their wives are expected to attend the 
meetings. 


HOME REVIEW CLASS MAY 15 

The metropolitan department of the 
Home Insurance Company will conduct 
a brokers’ review class on Thursday, 
May 15, at the Hotel McAlpin. The class 
is designed for students who are prepat- 
ing for the state examinations for brok- 
ers’ or agents’ licenses. 
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The Mohawks 
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ISt- 
ion, Indians occupied the region in 1738 when young William Johnson arrived from Ireland 
- to manage a huge tract in what is now Fulton County, New York. As settler and 
49. fur trader, his honesty and fair treatment of the Indians soon won their respect and friend- 
eet- ship to a degree, it is said, never attained by any other white man in this locality. In his 
official transactions with them he used to wear a scarlet blanket trimmed with gold lace, 
ttee a gesture which they considered highly flattering. He learned the language of the Mohawks 
‘ who adopted him as chief with a name meaning Big Business. 
aa Because of his influence “Johnson of the Mohawks” was a key figure in the French : 
As- and Indian wars. His ability as an organizer enabled the British troops to build a road 
= through the forest to Lake George, thereby defeating the French and saving Albany from 
sion attack. In recognition of his contribution to this victory, Johnson was made a baronet. 
In- Johnson Hall, in the present city of Johnstown, was built by Sir William in 1762 
kit on one of the largest properties in all the colonies, and here he lived in baronial splendor. 
and After the death of his young wife, in the custom then locally sanctioned, he acquired an 
Indian woman as his second “wife.” She was succeeded by 
TRA SINNT SOy@ap@=CMolly Brant who was known as “the Brown Lady of 
lass V\ A a “\, Johnson Hall” and apparently held a position of respect. 
ith ¢ 4 nA According to a local legend, after Sir William’s death in 
cy a: ’ 1774, Joseph Brant, Mohawk chief and Sir William’s trusted 
cig” k ‘friend, marked the stair rail with his tomahawk as a sign to 
. at ' the Indians that the house was not to be molested. Although 
Pine —" the town was burned, Johnson Hall was spared and toma- 
rhe me "hawk marks are still plainly visible in the mahogany. The 
yer: q . . * . . r co 
atinh __———* house is now under the jurisdiction of the New York State 
«sas + Education Department. 
D 
ator, 
“i * THE HOME* 
pon The Home, through its agents and 
held brokers, is America’s leading CLnauvence 
Va. insurance protector of American homes 
an and the homes of American industry. Home Office: 59 Maiden Lane, New York 8,N. Y. 
‘a FIRE © AUTOMOBILE © MARINE 
The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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Current meetings between officials of 
the Defense Air Transportation Admin- 
istration, leading executives in the in- 
surance industry, and officials of the ma- 
jor airlines are bringing into the final 
planning stages a standby program for 
aviation war risk insurance authorized by 
Congress last year. 

If the Secretary of Commerce finds 
that policies can no longer be obtained 
on “reasonable terms and_ conditions” 
from private insurance companies, the 
Government under the law would write 
policies, and DATA _ was_ organized 
within the Commerce Department late 


last year to administer the war risk 
program if it becomes necessary. 
Formula for Fixing Values 

The Civil Aeronautics Board, mean- 


while, has set up a formula for deter- 
mining the “fair and reasonable value” 
of an aircraft in the event of its loss, 
a vital component of the aviation war 
risk program. 

Development of a satisfactory formula 
was a difficult task, DATA officials ex- 
plained, complicated by the long “lead 
time” between placement of orders and 
delivery of civilian aircraft. 

The military has top priority on all 
aircraft orders, and delivery of civilian 
planes now is running 18 months to two 
vears behind orders. 

Costs have almost doubled since the 
outbreak of hostilities in Korea but, it 
was pointed out, they could also drop. 

Therefore the pre »blem confronting the 
CAB was to work out a formula which 
would be adjustable both up and down, 
and at the same time would take into 
consideration such factors as_ rapidly 
fluctuating market values and deprecia 
tion. Terms of the formula worked out 
by CAB technicians will not be made 


G. M. Dill and W. J. Horn, 
Royal-Liverpool, Die 


Within the same week the Royal- 
Liverpool Insurance Group’s marine de- 
partment suffered the loss of two valued 
men. George M. Dill, 
was killed in an automobile accident in 
Michigan on April 14. Mr. Dill and his 
wife were returning from Flint where 
they had been visiting their son. Mrs. 
Dill was also killed in the accident. 
Three days later, Wilbur J. Horn, 
marine department office manager, died 
of a heart attack on his return home 
from the funeral parlor where he had 


marine cashier, 


gone to pay his respects to his late 
colleague. 
Mr. Horn had been with the group 


since 1912, and Mr. Dill since 1915. 


Allstate Not Liable for 


Ill. Tax on Fire Insurance 
Judge DeWitt 
County, IIL, Circuit Court has entered an 
order that the Allstate Insurance Com- 
pany, operated by Sears Roebuck & Co., 
is not liable for the 
tax on fire insurance companies, as pro- 
vided for in the Illinois fire marshal’s 
act. This act, in force since 1907, pro- 
vides that fire insurance firms must pay 
one-half of 1% of their annual gross 
premium receipts on business done in 
Illinois as a tax, to operate the fire 
marshal’s office. 

Judge Crow’s ruling upheld Allstate’s 
contention that it writes only automobile 
insurance, with premiums for a variety 
of risks to automobiles, with no method 
of determining what portion of its pre- 
miums is applicable to the fire risk on 
automobiles. Since Allstate never issued 
fire insurance policies as such, the com- 
pany is not required to pay the tax. 


Crow of Sangamon 


payment of state 
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Aviation War Risk Standby Program 
Approaching Final Planning Stage 


public until the whole program is ap- 
proved by the Secretary of Commerce, 
but presumably it takes all these factors 
into account. 

Meanwhile, all forms necessary to the 
operation of the program have been 
drafted by the insurance committee and 
have been cleared by the affected Gov- 
ernment agencies. These include hull, 
hull liability, cargo, cargo liability and 
personal liability policies and the un- 
derwriting agency agreements between 
the Government and the commercial in- 
surance writers who will service the pro- 
gram in much the same way as the ma- 
rine war risk program was handled in 
World War II. Hull and liability cov- 
erage will be handled by the aviation 
groups, cargo by the marine under- 
writers. 

The aim is to be able to issue binders 
and to have policy forms and adminis- 
trative procedure in readiness for imme- 
diate use if it should become necessary. 

If the ajrlines clear the policies and 
formula, only final approval by Secre- 
tary of Commerce Charles Sawyer would 
remain to be accomplished, and DATA 
spokesmen anticipate no difficulty in 
this. 

Once the standby program is officially 
on the books, it is considered likely that 
an insurance industry executive will be 
appointed on a part-time consultant basis 
to assist in its administration. 

It also is believed possible that the 
Defense Department will ask for its im- 
mediate activation on a small scale, with 
the present self-insurance program for 
such activities as the Korean airlift dis- 
carded and the new war risk insurance 
program for incurred losses started. 

Still another possibility is putting the 
program into effect for specific danger 
areas if and when commercial insurance 
rates rise prohibitively. 


American Management 
Page 1) 


Thatcher & Bartlett, New York, who 
is a well-known student in the field of 
tax law. Henry Anderson, United Para- 
mount Theatres, Inc., New York, will 
discuss loss prevention as a function of 
insurance management. 

At a panel session on “Analysis of 
Excess and Deductible Property Insur- 
ance,” Sydney L. Hall, vice president 
and secretary, Cleveland Electric II- 
luminating Co., will deliver a short paper 
on the advantages, followed by O. B. 
Tearney, manager, insurance department, 


(Continued from 
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Inland Steel Co., Chicago, who will speak 
on the disadvantages of deductible and 
excess insurance. 

After their presentations, Chester A. 
Brown, corporate insurance manager, R. 
H. Macy & Co., Inc., New York, and 
Roy L. Jacobus, manager, insurance de- 
partment, Ford Motor Co., Dearborn, 
Mich., will complete the panel in an- 
swering questions from the floor. The 
session will be led by Russell B. Gal- 
lagher, manager, insurance department, 
Philco Corp., Philadelphia. 

Discussion of Case Studies 

Case studies taken from the files of 
actual day-to-day experiences, illustrat- 
ing the potential dangers existing in 
various daily business situations and 
going into the phases from the nature 
of the loss to its prevention, how the 
resulting loss was protected, how it 
might have been better covered, will be 
discussed at one session. Robert M. 
Beatty, executive assistant, W. A. Alex- 
ander & Co., Chicago, will speak on 
cases in the field of fire and boiler busi- 
ness interruption insurance, and John 
H. Jackson, general attorney, Fidelity & 
Deposit, Baltimore, will review cases on 
crime and dishonesty hazards. 

Another panel session will discuss 
sound approaches and good techniques 
in four areas of primary importance in 
the work of the insurance buyer. The 
areas to be covered and their speakers 
will be: survey and analysis of risk, 
3ion H. Francis, insurance manager, 
Wellington Sears Co., Inc.. Boston; de- 
termination of insurable values, Herbert 
T. Blood, manager, Sylvania Electric 
Products, Inc., New York; records and 
reports, James C. Cristy, insurance man- 
ager, Upjohn Co., Kalamazoo, Mich., 
and loss and claim handling, Frank M. 
3retthole, insurance manager, H. J. 
Heinz Co., Pittsburgh. B. E. Kelley, 
consultant, Ebasco Services, Inc., New 
York, will act as chairman. 

Lawrence A. Appley, AMA president, 
and Paul H. Schindler, manager, insur- 
ance department, Youngstown Sheet & 
Tube Co., Youngstown, O., and AMA 
vice president in charge of the insur- 
ance division, will preside at the sessions. 
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ALBERT WILLCOX & CO., INC. 


Established 1916 
REINSURANCE BROKERS 


Facultative — Treaty — Excess of Loss 
Fire — Marine — Inland — Casualty 


REINSURANCE PLANNED and NEGOTIATED 
DOMESTIC and LONDON MARKET FACILITIES 


99 John Street, New York 38 
Telephone: BEekman 3-4191 
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/_N. Y. STATE EXAMS 
INSURANCE 


Starts Mon., May 12, for 
Brokers’ Examination on Sept. 18, 1952 


AMERICA’S LARGEST INSURANCE 
BROKERAGE SCHOOL 


Approved by N. Y. State Dept. of 
Education and Department of Insurance 


Write, phone or call for Booklet 


INSTITUTE OF 
INSURANCE 
132 Nassau Street 

New York 38, N. Y. 
Near City Hall 
Tel. COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 
Insurance Broker — Public Fire Adjuster 
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Reelect Erhardt Pres. 
Of Allied Lines Assn. 


W. F. ROEMBKE RETIRES AS MGR. 





Henry W. Ploucquet, Assistant Manager, 
In Charge of Activities; Other 
Officers Are Reelected 


At the annual meeting of the Allied 
Lines Association in New York City 
on April 16, J. L. Erhardt, assistant U. 
S. manager of 


the Royal-Liverpool 





J. L. ERHARDT 


Group, reelected president. Other 
officers elected were W. E. Smith, secre- 
tary, Phoenix-Connecticut Group, vice 
president; D. W. Florence, assistant U. 
S. manager, Commercial Union Group, 
secretary, and D. G. Stone, secretary, 
Aetna Casualty & Surety, treasurer. 

The membership ratified action of the 
executive committee in retiring W. F. 
Roembke, manager. Henry W. Ploucquet, 
assistant manager of the association, is 
now in charge of its activities, 

A. T. Fleischhauer, vice president, 
Fireman’s Fund Group; V. L. Gallagher, 
assistant U. S. manager, Pearl Assur- 
ance; S. D. Parker, vice president, 
Springfield Fire & Marine, were elected 
to the executive committee for a term 
of three years. 

Other members of the executive com- 
mittee are Lester Harvey, president, 
New Hampshire Fire; John Rygel, vice 
president, Hanover Fire; F, P. Walther, 
secretary, America Fore Companies; 
Leonard Peterson, vice president, Home 
Insurance Company; H. C. Klein, secre- 
tary, New York Underwriters; W. L. 
Bellmer, vice president, National of 
Hartford Group. 


was 
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FINANCIAL STATEMENTS DECEMBER 31, 1951 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $12,275,000. $108,470,990. $61,257,086. $47,213,904. 


Organized 1855 


Girard Insurance Company of Philadelphia, Pa. 1,000,000. 10,711,510. 6,979,138. 3,732,372. 


Organized 1853 


National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 10,476,694. 6,617,586. 3,859,108. 


Organized 1866 


Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 28,159,650. 17,868,349. 10,291,301. 


Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 36,291,676. 27,904,445. 8,387,231. 


Organized 1874 


Commercial Insurance Company of Newark, N. J. 2,000,000. 42,686,336. 33,078,793. 9,607,543. 


Organized 1909 


Royal General Insurance Company of Canada 100,000. 433,385. 6,568. 426,817. 


Organized 1906 


Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 
10 Park Place 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 
120 So. LaSalle Street Newark 1, New Jersey 220 Bush Street 
Chicago 3, Illinois San Ffancisco 6, Calif. 
egitAl sro 
SOUTHWESTERN DEPARTMENT “ Standa d " FOREIGN DEPARTMENTS 
912 Commerce Street “3 oe 102 Maiden Lane 
Dallas 2, Texas Any insv* New York 5, New York 





206 Sansome Street 
CANADIAN DEPARTMENTS San Francisco 4, Calif, 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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National Board Executive Presents 
Annual Gold Medal Award to Editor 








E. Lee Stoddard, editor of the Elkland, Pa., Journal, is shown at left receiving 
Gold Medal Award of National Board of Fire Underwriters from Harold C. Conick, 
vice president of the National Board and U. S. manager of the Royal-Liverpool 
Insurance Group, at a reception for press and radio at the Waldorf-Astoria Hotel 
in New York. Mrs. Stoddard (center) is general manager of the weekly. Gold 
Medal Awards are made annually by the National Board of Fire Underwriters to 
the daily and weekly newspaper and radio or TV station in recognition of out- 


standing public service in fire protection. 





Second Annual CPCU 
Institute on June 17-19 


“CPCU’s located in a wide geograph- 
ical area from Georgia to Illinois plus 
the eastern seaboard states comprise the 
initial group of accepted registrants for 
the Second Annual CPCU Institute at 
the University of Connecticut, Storrs, 
Conn., June 17-19,” Dean Laurence J. 
Ackerman states. 

Inasmuch as the institute’s theme “Jn- 
come Protection for Buyer, Producer 
and Company” is geared to a clinical 
analysis of the factors producing income 
in both manufacturing and non-manufac- 
turing risks, the project is creating in- 
terest in the insurance industry. A com- 
plete list of faculty members, each a 


recognized authority, will be announced 
shortly. 

Meanwhile, H. W. Donovan, registrar 
and a member of the co-sponsoring 


Connecticut Chapter of the Society of 
Chartered Property and Casualty Under- 
writers, urged that enrollees for the few 
remaining openings write to him at 49 
Pearl Street, Hartford. All expenses are 
covered by the $60 fee. 


Home Changes / Announced 
In San Francisco Office 


David J. Steele, Jr.. has been made 
special agent in the brokerage depart- 
ment of the Home Insurance Company’s 
San Francisco office, Formerly with the 
Pacific Fire Rating Bureau, he became 
affliated with the Home in October, 
1949. He has served since time in the 
country fire underwriting department 
and the service department of the com- 
pany’s San Francisco office. 

The Home also announced appoint- 
ment of Robert G. Honerlah as a special 
agent in the south coast field of the 
5 Francisco office. Mir. Honerlah, a 
graduate of the College of the Pacific, 
joined the Home in June, 1949. Both 
Mr. Steele and Mr. Honerlah will serve 
under the direct supervision of Resi- 


San 


dent Secretary Reynolds and Manager 
Decker. 


William Woodward, Jr. 


Director of Continental 
President Frank A. Christensen of the 
America Fore Insurance Group = an- 
nounced following a meeting of directors 
of the Continental that William Wood- 
ward, Jr., has been elected a director of 
the Continental, 

Mr. Woodward was born in New York 
City, attended Groton School and Har- 
vard University, from which he was 
graduated in 1943. While at Harvard he 
joined the R. O. T. C. and shortly fol- 
lowing his graduation entered the U. S. 
Navy as an ensign, becoming a _ full 
lieutenant during his three years of 
active service. 

Mr, Woodward is president and di- 
rector of Turner-Halsey Company of 
New York. He is also a trustee of 
the Hanover Bank, New York, director 
of the United Shoe Machinery Corpora- 
tion, Boston, and a member of the board 
of governors of the Society of New 


York Hospital. 


HORATIO N. KELSEY DIES 


Former Fire Insurance Executive Was 
86; Was U. S. Manager of 
London & Scottish 

Horatio Nelson Kelsey, retired insur- 
ance executive, died at his home in 
Haddam, Connecticut, on April 18 at the 
age of 86. Former United States mana- 
ger of two insurance companies and 
former president of the Underwriters 
Trust Co., he had left New York City 
about 20 years ago. He was a member 
of a well known insurance family, two 
of his brothers being J. A. Kelsey, 
former president of the Standard Fire 
of New York, and Preston T. Kelsey, 
former U. S. manager of the Sun. 

A native of St. Mary’s, Ohio, and edu- 
cated at Butler University, Indianapolis, 
he began his insurance career in a lo- 
cal agency and then was appointed spe- 
cial agent of the London Assurance for 
Iowa, Nebraska, Missouri and Kansas. 
From 1890 to 1901 he was state agent 
of the Norwich Union Fire for Indiana 
and Illinois. In the latter year he was 
appointed assistant manager of the 
Western department of the Sun Insur- 
ance office, and in 1904 became manager. 

In April, 1913, Mr. Kelsev became 
United States manager of the Hamburg- 
Bremen. After World War I he was 
made United States manager of the Lon- 





Integrated Policies 


(Continued from Page 34) 


have been determined usually “eight dif- 
ferent manuals extensions of value times 
rate must be made and three different 
additions” to arrive at the premium. 

“Under the indivisible premium ap- 
proach,” he said, “you refer to one 
manual only, check the territory in one 
part thereof and locate the premium 
charge on one rate table and you have 
the answer.” 

While some of these advantages are 
also possible of accomplishment under 
other kinds of multiple perils policies, 
Mr. McCullough stressed the point that 
“only the indivisible premium method 
could take full advantage of the various 
savings. For instance, the schedule 
policy can save language, but the pre- 
mium calculation and the statistical work 
are about the same as for the three- 
policy - plus - endorsements method now 
in use.” 

Other practical advantages accruing 
to the insurance companies out of the 
package policy would be “the higher 
average premium involved, better ratio 
of insurance to value, better policyholder 
relations, and less chance of adverse se- 
lection.” 

Pointing out that at the present time 
his organization is at work on three 
types of policies: the manufacturer’s out- 
put policy, the home-owner’s policy. and 
catastrophe excess coverage, Mr. Mc- 
Cullough concluded with that “they all 
add up to one thing—we think we are 
on the right track for orderly progress.” 











Chicago 
Los Angeles 
Indianapolis 


Phoenix 


Pittsburgh 
Portland 


Vancouver 





MaArsu & McLENNAN 


INCORPORATED 


Insurance Brokers 
CONSULTING 
AVERAGE ADJUSTERS 


New York San Francisco 
Seattle 
Superior 


Toronto 


ACTUARIES 


Boston 
Duluth 
Columbus 


London 


Detroit 
St. Paul 
Cleveland Buffalo 


Montreal 


Minneapolis 


St. Louts 


Havana 



































don & Scottish, serving until 1927, For 
three years during that time he was also 
deputy United States manager of the 
Northern Assurance. 

He and some associates organized the 
Underwriters Trust Co. in New York 
and Mr. Kelsey was named president of 
the company, which still exists. Retiring 
from that post in 1931, he became presj- 
dent of the Insurance Clerks Mutual 
Life Insurance Co. of Binghamton, N, Y. 


Surviving are five daughters, Mrs. 
Charles B. Alling of Montclair, Miss 
Burnette C. Kelsey of Higganum, Mrs. 
Wallace H. Smith of St. Louis, Mrs, 


Charles P. Kingsley of Chestertown, 
Md., and Mrs. Charles H. Amerling of 
Montclair; six grandchildren and a 
brother, Preston T. Kelsey of Southern 
Pines, N. C. 


U. S. Fire Losses Rise 1% 

Estimated fire losses in the United 
States during March were $72,254,000, it 
is announced by Lewis A. Vincent, gen- 
eral manager of the National Board of 
Fire Underwriters. 

This is an increase of 1.0% over losses 
of $71,507,000 reported for March, 1951, 
and an increase of 3.3% over losses of 
$69,925,000 for February, 1952. 

Losses for the first three months of 
1952 now total $216,334,000 an increase 
of 3.3% over the first three months of 


1951 which totaled $209,329,000. 


Bis Bill 
(Continued from Page 33) 


6. While it is argued that foreign 
nations cannot afford more for defense, 
the Chamber said that those nations “do 
manage to maintain a lavish scale of 
welfare state spending. If the U. S. 
operated a comparable welfare state, 
taxes would take 45% of the people’s 
incomes—a higher percentage than is 
paid in any European country—and the 
U. S. still would be unable to spend as 
much as it does for national security 
and foreign aid,” the Chamber said. 

7. The U. S. will spend almost 20% 
of its gross national production for 
defense during the coming year, com- 
pared to 128% for Britain, 11% for 
France and 10.5% for Western Germany. 
The Chamber said: “We vigorously pro- 
test the use of figures on the percentage 
of income paid in taxes in the various 
countries to imply that the European 
economies are bearing a heavier burden 
of the common defense than the United 
States does.” 

8. Taking up the argument that U. S. 
Government aid abroad is needed be- 
cause private investment has failed to 
close the foreign trade gap, the Cham- 
ber said that the main barriers to pri- 
vate investments in foreign countries 
are export and import quotas, limitations 
on remittance of profits, control of capi- 
tal movements, and the high labor costs 
resulting from the burden of social in- 
surance charges. U. S. Government off- 
cials are doing very little to correct 
these situations, the Chamber said, and 
thus they are contributing to an “inter- 
national blackmail system” wherein the 
foreign countries fail to take the meas- 
ures of self-discipline needed to attract 
American private capital and then claim 
that they need U. S. Government money 
to develop their resources. 

The Chamber added: “Our Govern- 
ment officials, wishing to increase their 
powers and importance, then argue that 
there is no other alternative to Govern- 
ment lending.” In spite of this situation, 
the Chamber said, private American di- 
rect investments abroad increased from 
$8.6 billion in 1946 to $13.6 billion in 
1950, most of the increase being in 
Canada and Latin America which re- 
ceived little or no U. S. Government 
aid. : 
The Chamber said that if the Ameri- 
can people are to develop the best pos- 
sible foreign aid program they need 
more facts and that because a “red tape 
curtain” has been thrown around the 
program, the facts have not been forth- 
coming. 
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If you’re not sure you have the right answers 
to questions like these, call on the nearest 
North America Service Office for dependable 
technical assistance. 


A North America Technical Representative 
will help you prepare a comprehensive re- 
port on your client’s insurance requirements. 
This is an important example of the way 
your North America Service Office operates 
: to help you provide better service to your 
claim clients. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


vern- 
their Insurance Company of North America, founded 1792 in Inde- 
. that pendence Hali, is the oldest American stock fire and marine 
vern- insurance company. It heads the North America Companies 
ation, which meet the public demand for practically all types of 
n di- Fire, Marine and Casualty insurance; Fidelity and Surety 
from Bonds. Sold only through Agents or Brokers everywhere, 
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All the officers of the Hanover Fire 


sary celebration held April 15 at the 


as follows: 

Front row seated, 
J. Larner, vice president, 
Elmer Sammons, president; 
Edward L. Coffill, secretary, 
department. 


left to right: 
home office; 
Paul H. 


home 


Insurance Co. 
Hotel 
them have been connected with the company for over } 
Elmer Sammons completing his 50th year on October 18, 


James H. 
John 
Barr, 
office, 































attended the 100th anniver- 
New York City. Most of 
25 years, with President F. 
1952. The officers are 


Roosevelt, 


secretary, home office; Robert 
Rygel, vice president, home office; F. 
vice president, Western department; 
Wagner, secretary, Western 


Ney, 


Alfred M 


Back row standing, left to right: Herbert H. Metzger, assistant secretary, home 
office; Bert H. Aust, secretary, Western department; Richard C. Williams, secre- 
tary, home office; James P. Jana, secretary, Western department ; Joseph V. Ward, 
secretary, home office; James L. Dorris, secretary, home office; Leonard FE. Zell, 
assistant secrete ury, Western department, 


Appleton & Cox Names 


Four Vice Presidents 
of Appleton & Cox, Inc., 
111 John Street, New 
York City, have announced the follow- 
ing appointments: vice presidents, John 
V. Addy, Robert F. Degener, Ernest A. 
Peterson, John B. Slorah, Jr.; assistant 


Directors 
marine managers, 


treasurers, Irving Kennedy, Frank J. 
Simms. 

This year Appleton & Cox, Inc., is 
celebrating its 80th anniversary year. It 
is an expanding and substantial concern 
employing over 500 people and manag- 
ing the marine departments of a large 
group of companies. Appleton & (Sox: 
Inc., maintain fully equipped branch 
offices in practically every large city 
in the country. 


Ganner Cleveland Special 
For Amer. Aviation & Gen’! 


Robert K. Ganner has been promoted 
to special agent for fire and inland ma- 
rine lines at the Cleveland branch office, 
according to an announcement by the 
American Aviation & General of Read- 
ing, Pa. The company is the fire affili- 
ate of the American Casualty. Mr. Gan 
ner been active in fire and marine 
underwriting for more than 15 years. He 
served in that capacity with the compa- 
nies’ Pittsburgh branch prior to his pro- 
and transfer to Cleveland. 





has 


motion 
American Casualty also announces ap- 
pointment of Chris J. Henry as produc- 


accident and health at 


tion manager of 
the Pittsburgh branch office. Mr. Henry 
was formerly with the company’s New 


England department in Boston 


A. D. BLAKESLEE DIES 

Asa DeCourcey Blakeslee, 58, Boston 
insurance producer, died April 8, in a 
Newton-Wellesley hospital. He was a 
native of Springfield, but went to Bos- 
ton as a young man and entered the 
insurance business. He was _ affiliated 
with Dewick and Flanders, Inc. for many 
years and was a member of the board 
of directors at the time of his death. He 
was a director of the Boston Penny Sav- 


ings Bank and past president of the 
Boston Board of Fire Underwriters. 
He is survived by his wife and his 


mother. 


Automobile Moves Fire, 


Marine Depts. in Hartford 
The fire and marine departments of 
the Automobile and Standard Fire are 
being moved from the Aetna Life Af- 
filiated Companies home office on Farm- 
ington Ave., Hartford, to the former 
home office of the Phoenix Insurance 
Co. at Trinity and Elm Streets. The 
move, which will affect approximately 
465 employes, started April 18 and will 
end April 28. 
The Trinity Street building was pur- 
chased last year as a temporary measure 
to provide for the expanding needs of 


the Aetna Life companies, and it is 
planned that fire and marine depart- 
ments of the Automobile and Standard 


Fire will return to the Aetna Life home 
office upon completion of the proposed 
addition to the Farmington Avenue 


new 
building, which will be erected as soon 
as authorization is received from the 
National Production Authority. 

The Trinity Street building, which is 


been completely 
one of the most 
Hartford. 


air-conditioned, has 
renovated, making it 
modern office buildings in 


Mary Zimmer 2,000th Blood 


Donor in Insurance Week 
Mary E. Zimmer, 23, Jamaica, N. Y., 
a clerk of the America Fore Insurance 
Group, who is engaged to a sold‘er fight- 
ing in Korea, and has two brothers with 
the Armed Forces, was selected as the 
2,000th donor for the third annual In- 
surance Week participated in by the 
personnel of 100 insurance companies 
which established a new record for the 
industry at a Red Cross bloodmobile set 
up in the National Board of Fire Un- 
derwriters Building, 85 John Street. 
T. Morgan Williams, vice president 
of the Home Insurance Company and 


chairman of the New York Regional 
Blood Program Advisory Committee, 
was responsible for organizing insur- 
ance companies as the first business 


group in the area to unite in an annual 
blood donation to Red Recently 
Mr. Williams made his sixth blood con- 
tribution. 

Since March 31 over 2,400 employes 
in the field have donated at the 85 John 


Cross. 


Street mobile unit, exceeding last year’s 
record when 2,084 donations were re- 
ceived 






New York Women’s Federation Holds 





Annual Meeting: Gladys Putnam Pres, 





The Federation of New York Insur- 
ance Women’s Clubs held its ninth an- 
nual convention in the Nelson House, 
Poughkeepsie, April 18-20. The Insur- 
ance Women of Poughkeepsie was the 
hostess club. 

Safeguard Insurance as a Free Enter- 
prise had been adopted as a guide post 
for consideration during the year and the 
speakers’ program was planned accord- 
ingly. Federation President Helen Buer- 
ger welcomed the delegates and members 
from the following 17 clubs: Albany, 
Amsterdam-Montgomery Co., Auburn, 
Binghamton, Buffalo, Elmira, Fulton (Co: 
Glens Falls-Saratoga, Herkimer Co., Ni- 
agara Falls, Orange Co., Poughkeeps ie, 
Rochester, Rockland Co. Schenectady, 
Syracuse and Utica. All took part in the 
business before the convention. 


First General Session 


President Buerger opened the first 
official session on Saturday morning. The 
report of Charlotte Lozier, Poughkeepsie, 
treasurer, showed such a_ satisfactory 
surplus that it was voted to establish an 
interest bearing ; savings account. Helen 
Leonard, Glens Falls-Saratoga, organi- 
zation chairman, reported satisfactory 
progress with eight prospective clubs 
_ suggested the appointment of re- 

gional chairmen to facilitate the work 
of organizing new clubs. 

During the afternoon the discussion 
centered around compulsory automobile 
inspection. A resolution was passed that 
the Federation go on record as approv- 
ing a law to make automobile inspection 
compulsory in New York State and the 
legislation committee chairman was in- 
structed to present the Federation’s 
stand before the next session of the state 
legislature. 

Taking as 
tween agents 
Merna, Auburn 
sociation, outlining 


co-operation be- 
and companies, Louise 
Insurance Women’s As- 
one of the duties of 


her topic, 


an agent said: “Companies have tailor 
made contracts to offer suitable to the 
normal and abnormal needs of the 
public. It is the agents’ duty to get 


these before the insuring public so there 
will be no need of standardized insur- 
ance, which is the only kind offered 
in a socialized insurance program. So- 
cialized insurance puts a straight jacket 
on free insurance enterprise.” 

Marie Fox, Insurance Women of Bing- 
hamton, spoke on the “Evils of ‘Com- 
pulsory Automobile Insurance.” “Elim- 
ination of State Competition,” was pre- 
sented by Teresa Hughes, Elmira. She 
stated “there are far too many people 
being taught todav to place more de- 
pendence on centralized government, and 


less on individual initiative and free 
enterprise.” 

The final paper, “Good Public Rela- 
tions,” was read by Doris Phelps, Syra- 
cuse. She gave this very practical ad- 
vice to her fellow insurance workers. 
“Between the hours of nine and _ five, 
don’t ever ration courtesy, patience, po- 
liteness, attention, good will and your 
smile.” 


Election of Officers 


During the afternoon session the fol- 
lowing new officers were elected: Gladys 
Putnam, Fulton County, president; Han- 
nah Jaffe, Albany, vice president; Louise 
Sheldon, Binghamton, recording secre- 
tary; Julia Rolling, Fulton County, cor- 
responding secretary; Edith Burnham, 
Glens Falls, treasurer; Peggy Seymore, 
Orange County and Helen Morey Ro- 
chester, board members. 

The attendance award allotted each 
year was presented by Lillian Lobdell, 
past president, to the Insurance Women 
of Glens Falls-Saratoga. This club had 
an 80% average for its meetings through- 
out the year. An invitation from the In- 





By Marcaret E. Kang 














surance Women of Utica to hold the 
next annual covention in that city was 
receiv ed and accepted. The date decided 
upon is April 17-19, 1953. 

The annual banquet, with an attend- 
ance of some 300, was held Saturday 
evening. Retiring President Buerger was 
master of ceremonies and_ introduced 
the guests among whom were, Robert 
FE. Stevens, mayor of Poughkeepsie, who 
welcomed the group to his city. Others 
present were Everett Hunt, counsel, In- 
surance Federation of New York and 
Arthur Schwab, member of the executive 
committee, New York State Association 
of Insurance Agents. 

The newly elected officers were in- 
stalled by D. M. Allardyce, special agent, 
Springfield Fire & Marine, who used 
the Federation’s beautiful candle light 
service. Catherine O’Brien, president of 
the Poughkeepsie club, on behalf of the 
Federation, presented to outgoing Presi- 
dent Buerger a beautiful, fully equipped 
overnight bag as a token of appreciation 
for her work. 


Convention Closing 


Following usual procedure, a_break- 
fast was held for incoming and outgoing 
officers and board members, Sunday 
mornifg. At the executive board meet- 
ing which immediately followed Presi- 
dent Putnam announced the appointment 
of the following committee chairmen to 
serve during the coming year: publica- 
tions and news letter, Doris Phelps, 
Syracuse; project and planning, Marie 
Cady, Fulton County; legislation and 
public relations, Louise Mulligan, AI- 
bany; ways and means, Alberta La Due, 
Orange County; membership, Emma 
Tessiero, Amsterdam; education, Char- 
lotte Lozier, Poughkeepsie; program, 
Loraine Garwakie, Schenectady; _his- 
tory, Margaret E. Kane, former asso- 
ciate editor of Insurance Advocate; par- 
liamentarian, Luella J. Goodridge, In- 
surance Women of Albany. Announce- 
ment also was made that the mid-year 
meeting of the Federation will be held 
in Gloversville, October 24 and 25, 

Mrs. Putnam has come up through the 
ranks in the Federation. She served as 
vice president during the past year and 
previously had been on several commit- 
tees. She is a licensed insurance agent, 
a past president of the Insurance Women 
of Fulton County and a vice president 
of the Johnstown chapter of the Busi- 
and Professional Women’s Clubs. 
Mrs. Putnam resides in Gloversville and 
carries on her insurance work in the 
office of S. Kirk Knott Agency in that 
city. 


ness 


NAIA Executive Committee 
Opens Meeting in Denver 


committee of the Na- 
tional Association of Insurance Agents 
is meeting in Denver and scheduled to 
continue through April 27. 

High on the agenda for discussion by 


The executive 


the executive committee are many as- 
pects of the automobile situation and 
the question of flood insurance, again 


spotlighted by the recent Midwest floods. 

This meeting is being held immediately 
prior to the mid-year meeting of the 
national board of state directors which 
will be held in conjunction with the 
Rocky Mountain Territorial Conference, 
April 28 through 30. 

Attending the meeting are Walter M. 


Sheldon, Chicago, vice president and 
chairman of the committee: President 
T. F. Van Vechten, Akron, O.; John H. 


Carnev, Eau Claire, Wis.; Robert Max- 
well, Texarkana, Ark.; Joseph A. Neu- 
mann, Jamaica, N. Y.; Kenneth Ross, 
Arkansas City, Kan., and E. J. Seymour, 
Monroe, La. 
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Prudential Meeting 


(Continued from Page 10A) 


planning conference which had_ been 
held by the training consulate a month 
earlier. This unusual treatment pre- 
sented many opportunities for humor and 
put across the training story in a divert- 
ing manner. 


Rutherford’s Talk 


james E. Rutherford, vice president in 
charge of the district agencies depart- 
ment, gave his address at this session. 
Choosing as his text, “Let’s Get Out 


JAMES E. RUTHERFORD 


and Sell,” Mr. Rutherford presented an 
inspiring picture of the future that lay 
before those who have the vision to 
grasp it. 

“Regardless of the millions of dollars 
of protection the American public now 
has,” Mr. Rutherford said, “not enough 
life insurance has been sold. Until every 
family is protected against the calamity 
of the death of its breadwinner, our job 
has not been done. Until every man, 
within the limits of his means, has pro- 
vided his dependents with the future he 
wants them to have, we have not met our 
obligations as life insurance men.” 


Gen. L. R. Groves 


(Continued from Page 10B) 


It must not tax our people into slavery. 
It must be in accord with the Constitu- 
tion. It must avoid secret executive 
agreements. It must not place the 
United Nations above the United States 
of America.” 

Critical of U. N. Role 

General Groves was critical of the role 
of the U. N. in the foreign policy of 
this nation, asserting that United States 
International relations all over the world 
“have been seriously impaired by the 
United Nations organization.” 

The U. N., he charged, “has always 
heen very solicitous of Russia. First, it 
has arranged for the Americans to bear 
the largest share of the costs. Second, it 
has given Russian spies an open door 
to tree travel within the United States, 
spies whose salaries are largely paid for 
by American taxpayers, although Ameri- 
cans are not permitted to travel in 
Russia, even at our expense. And, third, 
it has given the Kremlin a sounding 
board for the exposition of their spe- 
cious doctrines and their invectives 
amed at the United States and other 
treedom loving countries. 

“If any benefits should come to the 
future peace and welfare of the world 
from the United Nations,” General 
Groves stated, “they will be completely 
overshadowed by the damage resulting 
from the conduct of the Russians which 
was made possible. by the weakness of 












Phillips Reviews Trend 
(Continued from Page 14) 


fees is a relative simple task compared 
to the complex problem of obtaining the 
extra mortality cost due to the omission 
of medical examinations. 

To determine this extra mortality in 
theory, one would divide a block of non- 
medical issues into two distinct groups 
of cases: (a) those that would have 
been issued on a standard basis if a 
medical examination had been obtained 
and (b) the adverse cases that would 
have been declined or issued as_sub- 
standard on the basis of a medical ex- 
amination. This latter group, which in- 
cludes both the fraudulent cases and 
those cases with hidden impairments of 
which the proposed insured is not aware, 
is the one that is solely responsible for 
any excess mortality due to the omission 
of medical examinations. The ideal so- 
lution would then be to compare the 
mortality experience of the first group 
to that of both groups combined, the 
excess mortality then being attributed 
to the second group. It is obvious, how- 
ever, that this dichotomy could not be 
accomplished without obtaining medical 
examinations on all of the non-medical 
business. Therefore, it 1s necessary to 
find another block of business which will 
have about the same mortality experi- 
ence as group (a). Here then is the 
crux. 

What a Study Revealed 

The conventional solution to this prob- 
lem would be to gather together a group 
of medical business with issue ages and 
issue years that correspond to those for 
the non-medical business. Such a group, 
however, would contain variables which 
would distort the final figure. For ex- 
ample, this group would contain all the 
borderline cases which were not quite 
acceptable under the non-medical rules. 
It was also found that the ratios of non- 
medical to medical mortality would have 
been understated by about 8% 11 the 
data had not been separated by sex. 
Many other factors, such as_ plan, 
amount and medical history were con- 
trolled and the first two factors were 
cited merely as examples. 

Several interesting facts were revealed 
by this study. The aggregate level of 
mortality for standard medical policies 
issued on plans that were eligible for 
non-medical consideration was just about 
the same as that on the plans which 
were ineligible for non-medical insur- 
ance. There was also found to be no 
appreciable variation in mortality on 
medical policies issued for amounts of 
$5,000 or less compared with those for 
amounts exceeding $5,000. 

When the non-medical mortality was 
compared to these carefully screened 
blocks of medically issued cases, the 
ratio was found to vary from 97% when 
no adjustments were made, to 117% 
when adjustments for sex and medical 
history was introduced. 

This study, then, seemed to indicate 
that the conventional type of comparison 
of medical and non-medical mortality 
tends to understate the amount of ex- 
cess mortality resulting from the elim- 
ination of medical examinations and that 
the true amount of excess mortality on 
non-medical business may be larger than 
we suspect. 





our foreign policies at the time we en- 
tered the United Nations and by their 
indecisiveness since that time.” 

The former Manhattan Project head 
was dubious of the result of the billions 
of dollars the United States has poured 
into Europe, asking “What have we 
bought with our money and efforts? 

“Perhaps,” he went on, “we have 
bought some time, but at what price? 
We bought time in Korea and in that 
time the Russians have produced many 
planes with which to bolster up the 
Communist resistance to what was once 
an overpowering American air super- 
iority.” 

As for Asia, General Groves said that 
he believed the problem in the Far 
East can best be solved by asking Gen- 
eral MacArthur’s advice and then fol- 
lowing it. 





A. C. Webster Cites Changes 


(Continued from Page 14) 


writing is more of an art than an exact 
science, and that a facility in the nu- 
merical rating system in classification 
and the improvement in our sources of 
information should not be a_ substitute 
for underwriting common sense. 


Substandard and Extra Premiums 


The second item | would like to re- 
view is the question of substandard 
classes and extra premiums. From time 
to time we get various suggestions about 
what we ought to do. We are told that 
our ratings in the manuals we use are 
based upon an outmoded experience, that 
150% is no longer 150% of standard 
since the standard has changed. We are 
told that our standard group is too 
limited. Last year Mr. Lew suggested 
in a thought-provoking paper that we 
must consider another method of sub- 
standard classification which at the 
younger ages would be based on extra 
deaths per thousand rather than on a 
percentage mortality table. With all 
these suggestions the underwriter be- 
comes confused. The improving mor- 
tality suggests liberalization; the rela- 
tive mortality, however, is unknown. It 
is well to consider all suggestions but 
to consider them in the light of some 
of the fundamentals of our business. I 
do not think that these have been bet- 
ter stated than in the words of Pearce 
Shepherd that our job is: 

“(1) to determine price ranges in 
terms of dollars and cents for the insur- 
ance we want to offer. 

“(2) to label each risk for assignment 
to its proper price class, 

“(3) to check to see that the price 
charged for each class and for each im- 
pairment is fair and adequate. 

“The determination of the price 
ranges is primarily the function of the 
actuary since he is responsible for pre- 
miums. His decision, however, affects 
the underwriter because it will be based 
on the ranges of the classes. There are 
advantages and disadvantages in using 
wide and narrow ranges, and these have 
been discussed elsewhere. There are also 
various methods of charging extra pre- 
miums to meet the extra mortality which 
have been described elsewhere. Now all 
these methods of charging extra pre- 
miums, percentage extras, advance in 
age, flat extra premiums, etc., are all 
approximations to the true premium for 
the extra hazard. The exact premium 
for the extra mortality to be incurred 
will depend upon the incidence of the 
substandard mortality and could well 
vary with every impairment. We still 
do not know a great deal about the 
incidence of extra mortalitv—in very few 
impairments have we been able to fol- 
low the lives for any lengthy period. 
There is general agreement that extra 
mortality can be classified as constant, 
increasing or decreasing, although this in 
itself is not accurate, since it is possible 
to cite impairments where the mortality 
is constant, then decreasing, or increas- 
ing and then decreasing. If our statistical 
background covered several generations 
and the mortality pattern did not change 
in the meantime, we could allot each 
impairment according to its mortality 
incidence. We could then charge the 
proper extra premium; a flat extra pre- 
mium for the constant extra mortality, 
a percentage extra premium for the in- 
creasing mortality, and a _ temporary 
extra premium for the decreasing mor- 
tality. T am afraid that our statistical 
knowledge is unlikely ever to be that 
good because mortality is constantly 
changing. Even the general picture of 
substandard business indicates that the 
curve of substandard mortality tends to 
approach the standard as time goes on. 
Further, in setting up premium classes 
we have to be practical. We have to be 
simple and rely upon our classifications 
and periodic adjustments to maintain 
equity. Further, it is well to bear in 


mind that fine theoretical distinctions 
as to the incidence of mortality may not 
mean much in dollars and cents of extra 
premium when the mortality is spread 
over the duration of a policy contract. 


Rating Is Underwriter’s Job 

: “Item two is properly the underwriter’s 
job, a job that varies from day to day 
because our knowledge of mortality is 
constantly improving, and mortality itself 
may be constantly changing. Practically 
all companies use the numerical rating 
system for classification purposes, al- 
though I very much doubt if any two 
companies use it in the same way. The 
system has now lasted long enough to 
silence all the critics, although some of 
the variations now in use might astonish 
the originators of the method. No better 
method, I think, has been devised for 
consistent and speedy handling of ap- 
plications, but we should not forget that 
with all its advantages it is still a 
method and not a substitute for judge- 
ment. 

“The third item of checking to see 
that our price charged for each class and 
for each impairment is fair and adequate 
is perhaps the most neglected of the 
three. We tend to be satisfied that our 
substandard business is not losing money, 
and to assume sometimes that we are 
entitled to compensation for handling 
this business. In a period of improving 
mortality, and we seem to have been in 
such a period for quite a while, it is not 
to be expected that substandard mor- 
tality will remain any more static than 
standard mortality. Since any improve- 
ment in general mortality will affect all 
individuals, although in varying degrees, 
we might expect that there will be an 
improvement in substandard mortality 
corresponding to that in standard mor- 
tality. This improvement, however, is 
likely to be relative rather than abso- 
lute. If the standard mortality drops 
from 4 to 3 per 1,000 an impairment 
showing 150% mortality would have 6 
deaths per 1,000 under the old scale, 
and 45 under the new, a_ relatively 
much greater decline in the substandard 
group. If the decline were the same as 
the standard group expressed more prop- 
erly as one fewer deaths per 1,000 the 
substandard mortality ratio would be 
1.67% of standard. Now the extra pre- 
mium based upon multiples of the former 
standard table will be more than 150% 
of the new standard table, but the extra 
premium may still not be more than 
adequate for the extra deaths 

“Some companies have investigated 
their substandard experience recently, 
and the results are not at all consistent 
In my own company we found that our 
substandard classes were returning 
very much better than expected morta! 
itv, and in setting up a new substandard 
program we are able to reduce the 
extra premiums. In other companies the 
mortality pattern seems to have followed 
more closely the extra premiums 
charged. In any event, nearly all the 
experiences indicate that if there is any 
margin ine the extra premiums it can 
and should be absorbed by extending 
the scope of the substandard classes, by, 
for example, extending the first sub- 
standard class from 130-140 to cover nu 
merical ratings from 130-160. The sec 
ond part of this third item refers to 
making certain that our extra charges 
for each impairment are adequate. Very 
few companies are able to measure their 
mortality on individual impairments. We 
have to rely upon the Joint Mortality 
Studies and, to some extent, upon the 
studies made by individual large com- 
panies, bearing in mind that each of 
these suffers from one defect: the first 
is not homogeneous and the second may 
reflect the underwriting policy of one 
company. I do not think that the de- 
fects are sufficiently important to pre- 
vent any company however small from 
watching its substandard business to 
make sure that its treatment of sub- 
standard policyholders is fair and ade- 
quate.” 
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Mitiewtiit Gennel Adi. 
For New York Board 


WAS GAB MANAGER AT UTICA 


Will Supervise haeiais in Field and Co- 
operate With Adjusters in Handling 
Losses in N. Y. Area 


The New York Board Fire Under- 
writers announce that John J. McGovern 
has been appointed general adjuster of 
on losses and = adjust- 


the committee 





JOHN J. McGOVERN 


ments as of May 1. Mr. McGovern will 
have supervision of losses in the field 
and will cooperate with and assist the 
adjusters in handling losses in commit- 
tee territory. 

After graduating from the University 
of Notre Dame and. studying law at 
the University of Pittsburgh, Mr. Mc- 
Govern joined the General Adjustment 
Bureau at the Pittsbur office, where 
his father had previously served for 

any years as manager and district su- 








pervisor for western Pennsylvania. 
This will be the first time in the his- 
tory of the committee on losses and 
vdjustments that an experienced adjuster 
has been employed for the specific pur- 
pose of assisting and cooperating with 
adjusters in the field at the scene of 
the loss. The experience that Mr. Mc- 


Govern has had in a number of impor- 








tant branch offices of the General Ad 
justment Bureau well qualifies him for 
this type ot work 





The committee feels that the services 
f a general adjuster are much needed 

this time due to the substantial in- 
crease in the number of important losses 

this territory. Such assistance will 
be particularly valuable in connection 
with future catastrophes, conflagrations 

large scale operations re quiring con- 
centrated supervision and uniformity of 
handling. 

Mr. McGovern was manager of the 
Utica, N. Y. office of the General Ad 
justment Bureau prior to his joining the 
New York Board 


Louisville F. & M. Changes 


The Louisville Fire & Marine has an- 
nounced a new general agency appoint- 
ment for Florida, where Irvin Green, 
Jacksonville, will represent the company 

long with its running mate the Wabash 
Underwriters 

James Boyden, formerly of Chicago, 

and later with the Triborough Agency, 
New York, has joined Louisville F. & M., 
in the fire department as an underwriter. 

D. D. Morse, formerly general sales cor- 
on spondent, Hardware Mutuals, Stevens 

Point, Wis., has taken a post in the fire 
department of the Louisville Fire & 
Marine 
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TWO TEXAS FIRE CHANGES 


Revised Plan for Town Fire Records; 
Nationwide Auto Short Rate Can- 
cellation Table Adopted 

Two major changes in fire insurance 
operations in Texas, one providing 4 
revised plan for determining town fire 
records and the other adopting for fire 
policies the nationwide automobile short 
rate cancellation table, are announced 
by Paul H. Brown, Fire Insurance Com- 
missioner. 

Both changes have been “in the 
works” for some time, being the sub- 
jects of extended study by departmental 
officials and committees of companies 
and agents. Both are being welcomed, 
especially since the new fire short rate 
table will now be the same as the casy- 
alty table, thereby bringing uniformity 
in the fire and casualty business. 

Under the new fire record plan, the 
status of each of the more than 650 
units in the state will be promulgated to 
become effective on April 1 of each 
year instead of on March 1, which has 
been the practice heretofore. 

The most interesting new feature of 
the plan lies in the provision that the 
“change in fire record credit or charge 
shall not exceed more than 5% in any 
year, except that until April 1, 1957, this 
5% limitation shall not apply when any 
fire record penalty is being reduced or 
any fire record credit is being in- 
creased.” This 5% limit on changes, 
which will become fully effective five 
years hence, has been advocated by the 
organized companies for some time. 





Transportation Risks 


(Continued from Page 43) 


package (or 50 cents per pound for 
shipments in excess of 100 pounds) un- 
less an increased value is declared at 
the time of shipment and an increased 
rate paid to the carrier. Often, through 
ignorance or carelessness, «a valuable 
shipment will be declared to the express 
company at minimum tariff. 

Transportation Insurance Only Answer 

The financial worth of major Ameri- 
can railroads is unquestioned and there 
are hundreds of motor carriers who have 
the financial ability to pay their losses. 
Demand for common carrier facilities 
has, however, brought into being count- 
less motor carriers whose ability to pay 
losses can be questioned either because 
of inadequate financial worth or inade- 
quate cargo insurance limits. In an at- 
tempt to afford some measure of nrotec- 
tion to shippers, the Federal Govern- 
ment and the governments of the several 
states have set up financial responsibility 
requirements for common carriers, usu- 
ally satisfied by the filing a evidence of 
cargo insurance. The amount of insur- 
ance required to be filed is, however, 
nominal and, in most cases, not nearly 
commensurate with values involved. In 
the case of the Interstate Commerce 
Commission the requirement is $1,000 
on any one truck or trailer and $2,000 
in a catastrophe involving two or more 
units. This is an absolute guarantee ot 
the carrier’s legal liability, but once it 
is exhausted the shipper may find him- 
self with no other source from which to 
collect the funds due him for loss or 
damage, even though he may be entitled 
to full reimbursement. 

From the foregoing it may be seen 
that transportation of goods and mer- 
chadise is fraught with peril despite the 
tremendous responsibility plz iced on the 
carrier by law. What is obviously re- 
quired is a means of absolute protection 
against “Acts of God” together with a 
means of protection against errors and 
omissions in the matter of prompt ac- 
ceptance after notification of arrival, 
stoppages during transit, declarations of 
value to carriers, and selection of caf- 
riers. 

This need is adequately fulfilled by 
modern inland marine transport ition in- 
surance. As in the case of many other 
inland marine classes the insurance con- 
tract can be drawn to fit the peculiari- 
ties of each individual case. 
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Need for Transportation Insurance 


Emphasized by Flood Losses in West 


As floods sweep through the Midwest 
once again, causing extensive damage, an 
article on the need for transportation in- 
surance, based on flood losses occurring in 
Kansas and Missouri in 1951, becomes 
timely. This article, written by William 
H. Molone y, Hartford Fire superintendent 
of the marine department at Chicago, ap- 
pears in “The Hartford Agent,” publica- 
tion of the Hartford Companies. Mr. 
Moloney deals with risks which many 
property owners fail to insure when they 
can do so, explaining what is and what is 
not cov ered under railroad and other trans- 
portation contracts. He writes in “The 
Hartford Agent”: 

Perhaps the greatest obstacle to the 
sale of inland marine transportation in- 
surance has been the belief on the part 
of shippers that railroads, railway ex- 
press companies, motor truck lines and 
other common carriers are fully respon- 
sible for the safe delivery of merchan- 
dise and that, no matter what happens, 
loss or damage will be made_ good. 
Those of us actively engaged in the un- 
derwriting and sale of transportation 
coverage have been plagued by this 
myth for many years. It is unfortunate 
that it required a national catastrophe 
to demolish this argument, but demol- 
ished it was for all time by the surging 
waters of the Kansas-Missouri floods in 
the summer of 1951. 


Large Grain Losses 


We know that there were some 1,500 
carloads of grain involved at Kansas 
City alone. At an estimate of $5,000 per 
car, the loss on grain in transit amounts 
to some $6,000,000. It has been stated 
authoritatively that approximately $4,- 
400,000 of this loss was not covered by 
transportation insurance. 

A news release stated that approxi- 
mately 10,000 freight cars were un- 
der water in the vicinity of Kansas City. 
Add to this the probable loss to goods 
in transit by motor carriers and while 
at terminals, docks and loading plat- 
forms, and the staggering total of tran- 
sit loss begins to emerge. 

The railroad companies and other 
common carriers involved in this catas- 
trophe are denying liabilitiy and those 
unfortunate shippers who did not carry 
insurance for their own interests must 
pay their share of this loss out of their 
own pockets. The interesting point and 
that which refutes the aforementioned 
argument against the purchase of trans- 
portation insurance is this: If the car- 
riers were financially able and willing to 
make good these losses they could not 
legally do so unless they were shown 
to be negligent. 

On the reverse side of the uniform 
straight bill of lading issued by most 
carriers in the United States is a jumble 
of exceedingly fine print, the thorough 
perusal of which requires excellent 
vision and a patient nature. A careful 
reading will, however, disenchant a ship- 
per who believ es he cannot suffer a tran- 
sit loss as long as he employs reputable 
carriers. The pertinent wording, quoted 
from section 1 (b) of the uniform 
Straight bill of lading is as follows: “No 
carrier or party in possession of all or 
any of the property herein described 
shall beliable for any loss thereof or 
damage thereto or delay caused by the 
act of God, the public enemy, the au- 
thority of law or the act or default of 
the shipper or owner, or for natural 
shrinkage. 


What Is an “Act of God”? 
It is not within the scope of this dis- 


cussion to recite all of the many legal 
decisions which have attempted to de- 
fine what is, and what is not, a loss 
attributable to an “Act of God.” We 
can, however, generally define them as 
losses due to those natural phenomena 
which a prudent carrier could not rea- 
sonably be expected to foresee. Thus 
damage to a cargo from rain, although 
due to a natural phenomenon not within 
the carrier’s control, would not nor- 
mally be considered an act of God 
within the meaning of the law, because 
the carrier would be expected to take 
precautions to protect cargo from such 
damage. By the same token an earth- 
quake would almost certainly be deemed 
an act of God since the time and place 
of such occurrences are completely un- 
predictable. 

While the exemption of the carrier 
from liability for loss or damage occa- 
sioned by an act of God is well estab- 
lished in common law, most shippers do 
not seem to take it seriously. The 
catastrophe of last summer points up 
what we have for vears tried to make 
shippers understand: that acts of God 
can cause loss for which the uninsured 
shinper will not be made whole; and that 
such losses are usually serious. 

We have previously stated that it is 
not legally within the province of a 
c arrier to accept liability from which he 
is exempted by the terms of the uniform 
bill of lading, even though he may pre- 
fer to do so for reasons of good will. 
In a case involving a different exception 
in the bill of lading the court stated: 

“The outstanding purpose of the Com- 
merce Act was to absolutely uproot and 
destroy all discriminations in interstate 
commerce regardless of how conceived 
or by what plan, scheme or device they 
may be sought to be accomplished. To 
that end the carrier is without power to 
Waive any valid provision of the contract 
constituting a defense.” 

Thus we see that the floods, the hurri- 
canes, the tidal waves and the earth- 
quakes which occur every year some- 
where in the United States constitute 
a real and serious hazard to shippers 
for which the carriers can offer no in- 
demnity. 

While the “Act of God” catastrophes 
make headlines and probably cause the 
greatest volume of unindemnified loss 
to shippers, the bill of lading contains 
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other exceptions to carriers’ liabilitiy to 
which attention should be paid. 
Other Important Provisions 

After the arrival of a shipment at 
destination the carrier, under the pro- 
visions of the bill of lading, is required 
to hold the shipment subject to the full 
liability ofa carrier until the expiration 
of “free time,” the time granted the con- 
signee to pick up or otherwise arrange 
for acceptance of the shipment after 
he has been notified of its arrival. This 
free time is stated in the carriers’ pub- 
lished tariffs. After expiration of the 
free time the law considers that the car- 
rier has become a warehouseman. His 
liability for the safekeeping of the mer- 
chandise at once becomes greatly les- 
sened and he is then required only to 
exercise that degree of care which a pru- 
dent person would take of his own 
property. If he satisfies this require- 
ment he cannot be held responsible for 
loss or damage. 

Likewise if a carrier is instructed by 
the shipper to stop a shipment in transit 
and hold for further instructions, the 
carrier does so and is exempted from 
liability (except for negligence) until 
the shipment once more moves on its 
way. 

The law clearly recognizes the right 
of a carrier to limit his liability to a 
reasonable amount commensurate with 
his revenue on a given shipment Ac- 
cordingly he is permitted to publish, for 
the hauling of certain valuable commo- 
dities, tariffs which indicate the maxi- 
mum amount, per pound or per package, 
for which he may be held liable in the 
event of loss. The law requires that 
such a limitation of liability must appear 
on the bill of lading and be assented to 
by the shipper. This “released valua- 
tion” then becomes the agreed value of 
the shipment, as between the shipper 
and the carrier, and cannot be contested, 
even though loss is caused through the 
carrier’s negligence. Despite the safe- 
guards established by law for the ship- 
per’s protection, it is easy to see how 
the thoughtless act of an employe can 
result in a high-valued shipment mov- 
ing under a “released value” bill of 
lading, with the potential danger of an 
unindemnified loss. 

Such uninsured losses are particularly 
prevalent in express shipments, upon 
which express companies, under their 
tariffs, are liable only up to $50 per 

(Turn Back to Page 42) 
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NO ONE, of course. Yet the current hijack trend is to steal unprotected trucks and 


their valuable cargo when Nobody’s Lookin’. 


You see that every day in the papers. 


The answer to plain and fancy hijacking and cargo thefts is BABACO automatic burglar 
alarm protection . .. Impress that on your shipper-assureds. After all, BABACO 


doesn’t cost them a penny more than unprotected truckers 
charge. Want some interesting literature on the subject? 


Write us today! 


BABACO ALARM SYSTEMS, 
723 WASHINGTON STREET - NEW YORK 14, N.Y 


Effective Burglar Alarm Protection in Transit by Truck Since 1931 
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National Appoints 
Holloway Marine Mer. 

LEAVING THE FIREMAN’S FUND 

Gifford to Devote Full Time to National 


Group’s Auto Activities; Holio- 
way Annapolis Graduate 





Increased activity in the inland field 
is reflected in the appointment as of 
May 1 of Carlton E. Holloway as ma- 
rine manager for the National of Hart- 





CARLTON E. 


HOLLOWAY 


ford Group. Secretary J. K. Gifford, 
who has supervised the National of Hart- 
ford Group’s inland department, will de- 
vote his full time to the increased 
responsibilities of the group’s automobile 
activities. 

Mr. Holloway has had extensive ex- 
perience as underwriter, special agent 
and branch manager r and is widely known 
in agencies in Pennsylvania, West Vir- 
ginia, Texas, Louisiana and New Eng- 
land. He leaves the position of New 
England marine manager (ocean and in- 
land marine) for the Fireman’s Fund at 
Boston to join the National of Hart- 
ford Group with headquarters at Hart- 
ford. 

Following his early education in Mid- 
dleboro, Mass., Mr. Holloway was ap- 
pointed to the U. S. Naval Academy in 
1928 and graduated in 1932. His entire 
career has been in insurance, except 
while he served as a naval officer in the 
Pacific Theater during World War II. 
He has resided at Marblehead, Mass., 
and plans to take up residence in Hart- 
ford at an early date. 


Security Companies Name 


Thomas Minn. State Agent 

The Security - Connecticut Insurance 
Companies of New Haven announce ap- 
pointment of Paul A. Thomas, as state 
agent for Minnesota with headquarters 
at 1137 Plymouth Building, Minneapolis 
Mr. Thomas has had wide experience in 
the insurance business. He was associ- 
ated with the Fire Underwriters In- 
spection Bureau from 1940 - 1947, served 
as special agent for the Automobile In- 
surance Company from 1947-1950 and 
just prior to joining the Security- Con- 
necticut Companies, was special agent 
for the Brink Linnell General Agency 
of Minneapolis. 
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Cruger Smith Defends 
Retrospective Rating 


ISSUE IS DRAWN IN- TEXAS 
Says Blankenship Decision Cannot Be 
Wholesome; Plan Gives Immediate 
Incentive for Safety Programs 
Cruger T. Smith, well-known Dallas 
insurance agent, states that the recent 
decision rendered by District Judge 
Dallas A. Blankenship will, if upheld, 
adversely affect Texas workmen’s com- 
pensation policyholders. 
In granting the summary judgment 
requested by Oil Well Drilling Company, 
Judge Blankenship has in effect held that 
the Board of Insurance Commissioners 
exceeded its authority in approving 
retrospective rating plans for workmen’s 

compensation insurance in 1943. 

A previous release quoting the attor- 
ney for the Oil Well Drilling Co. stated 
that the decision, if upheld on final ap- 
peal, would have a most wholesome ef- 
fect on workmen’s compensation in 
Texas. 


Decision Cannot Be Wholesome 


Mr. Smith contends that the decision 
cannot be wholesome from a cost stand- 
point and that retrospective rating en- 
courages industrial accident prevention, 
thereby saving lives, human suffering 








Start Appeal Machinery 
On Blankenship Decision 


Lengthy litigation now seems assured 
as a result of a decision announced last 
week by District Judge Dallas A. Blank- 
enship in holding that the retrospective 
rating plan in workmen’s compensation 
insurance is illegal in that the Board of 
Insurance Commissioner apparently ex- 
ceeded its authority in approving such 
a plan in 1943. 

The decision was a summary judgment 
granted in the case of the Oil Well 
Drilling Co. of Dallas, which refused to 
pay a retrospective penalty charge for 
excessive losses under its policy in the 
Associated Indemnity for the year be- 
ginning July 1, 1947. The insurance com- 
pany is supported in its contentions by 
the Board of Insurance Commissioners, 
as represented by the Attorney Gen- 
eral’s office, and the National Council 
on Compensation Insurance, 

It is understood that appeal machinery 
has been set in motion, as all parties 
in the case want a final decision. 








and costly accidents. Retrospective rat- 
ing, he emphasized, has never been man- 
datory but has been available to em- 
ployers who selected one of the three 
plans subject to the employer finding a 
company which would join in the con- 
tract. 

“The rating program approved in 1943 
which provides for guaranteed cost dis- 
counts and optional retrospective rating 
plans has saved Texas policyholders more 
than $25,000,000 in insurance premiums,” 
Mr. Smith said. “The presently approved 
retrospective rating plans are beneficial 
to Texas workmen’s compensation poli- 
cyholders and their employes. Policy- 
holders have effected savings because a 
retrospective rating plan gives an imme- 
diate incentive for the inauguration of 
safety engineering, safety devices and 
safety programs to aid in eliminating 
accidents which have reduced injuries to 
workmen, thus effecting an economic 


saving through safer working conditions 
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Schisler Elected Director 
Of Fidelity & Deposit Co. 





J. HARRY SCHISLER 


J. Harry Schisler, first vice president 
of the Fidelity & Deposit Co. of Mary- 
land, was efected a director of the com- 
pany at the regular monthly meeting of 
the board, April 17, In announcing the 
latter’s action, B. H. Mercer, president, 


Report on 5% Profit Factor 
Is Expected at Any Moment 


At the time The Eastern Underwriter 
went to press, the report of the com- 
mittee of the National Association of 
Insurance Commissioners on a 5% profit 
and contingency factor was expected 
momentarily. Superintendent of Insur- 
ance Alfred J. Bohlinger of New York 
is chairman of the committee which met 
last week in Chicago to hear the request 
of General Manager William Leslie of 
the National Bureau of Casualty Under- 
writers for approval of a 5% profit and 
contingency factor in the rating formula 
for automobile, boiler and machinery 
insurance. 


J. GORDON COLE, 48, DIES 
J. Gordon Cole, 48, of Webster, N. Y., 
claim manager for General Accident Fire 
& Life Assurance Corp was found dead 
in his bed April 13. Mr. Cole was with 
the corporation for six years. His office 
was at Rochester. 





stated that Mr. Schisler would fill the 
vacancy created by the recent death of 
Rodney J. Brooks. 

A native Baltimorean and graduate of 
the University of Maryland Law School, 
Mr. Schisler first entered the surety 
business in 1910 as a clerk with the 
American Bonding Co. of Baltimore. 
When that company merged with the 
F. & DPD, in 1913, he became associated 
with the latter’s claim department, 
eventually rising to the position of man- 
ager. Following his election as a vice 
president in 1947, he was placed in full 
charge of all the F. & D.’s claim and 
salvage activities. He was elected first 
vice president of the company in Febru- 
ary, 1950. 

Mr. Schisler is a member of the Inter- 
national Association of Insurance Coun- 
sel, vice chairman of the publications 
committee of the insurance section of 
the American Bar Association, and is 
a member of both the Maryland Bar and 
3altimore City Bar. 
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Knowlton Avers Merit 
Rate Plan Is Unsound 


SPEAKS TO AGENTS OF N. 4, 


Proposes Study by Commissioners, Rat- 
ing Bureaus and Industry; Advocates 
“Insure the Driver Plan” 


Insurance Commissioner Donald Knowl- 
ton of New Hampshire, speaking before 
the mid-year meeting of the New Hamp- 
shire Association of Insurance Agents 
at Franklin, April 17, declared that merit 
rating for individual automobiles is ac- 
tuarily unsound. He said that it does 
not satisfy the true idea of insurance 
presents insurmountable administrative 
difficulties and cannot successfully be 
superimposed on the basis of rating gen- 
erally in use. 

However, the Commissioner said, the 
nresent system of rating automobile lia- 
bility insurance in some respects can be 
attacked as discriminatory and unsound 
and he proposed that the Commissioners, 
rating bureaus and the industry study a 
different method of providing automo- 
bile liability coverage. 

Mr. Knowlton said that it was not 
his purpose to engage in detailed debate 
with his fellow Commissioners on the 
merit rating plan proposed by Superin- 
tendent Alfred J. Bohlinger of New 
York, and endorsed by Director J. Ed- 
ward Day of Illinois and Commissioners 
John R. Maloney of California, and A, 
Herbert Nelson of Minnesota. 

Speaking of the present method, he 
said: 

Classification Plans Tried 


“Several types of classification plans 
which have been tried in an attempt to 
accurately measure the hazard of the 
risk, such as the age of the operator, 
the mileage traveled, and the use of the 
vehicle, do not seem to properly meas- 
ure the exposure. An example is the 
situation where there are several op- 
erators of one vehicle or one operator 
of several vehicles. Under present rat- 
ing plans these develop the same pre- 
mium per vehicle for both classes. Ob- 
viously the exposure is different. 

“With these thoughts in mind, we in 
New Hampshire proposed legislation as 
far back as 1949 providing that coverage 
would be effected on the operator rather 
than on the motor vehicle, excepting as 
to commercial vehicles. 

“This legislation expired peacefully in 
the arms of an Interim Commission, not 
from lack of public support but largely 
due to opposition from the companies 
and the bureaus. This comment is not 
intended to be critical because the legis- 
lation undoubtedly needed further study 
and amendment and its adoption in one 
lone state would create some interstate 
problems. 


Operators 


“We started with the obvious proposi- 
tion that accidents are rarely caused by 
the motor vehicle. The individual oper- 
ator is in most cases responsible for 
claims. Thus it seemed more equitable 
to classify the operator rather than the 
vehicle or its use. Under the plan pro- 
posed, a limited number of classifica- 
tions of the driver would be established. 
His rate would be increased to reflect 
his record of accidents and motor vehi- 
cle convictions. 

“The plan in a sense would reward 
the safe driver by allowing him to pur- 
chase insurance at the basic rate for 
his classification and leave it to the 
person suffering accidents or convictions 
to make his own rate. This would be a 
definite incentive to careful driving. The 
individual experience of the driver would 
be taken into consideration to a certain 
extent and such a plan would remove 
the inequities which arise under the 
present system where the vehicle 1s 
classified but operated by several dif- 
ferent persons. 


Would Increase Base Rate 


Cause Accidents 


“Under a merit rating plan, it would 
be necessary to increase the base rate 
to offset the return premiums which 
would be paid to all but a small per 
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DONALD KNOWLTON 


centage of the insureds because it has 
been estimated that only about 6% of 
the insureds are involved in accidents. 
Each careful driver is thus required to 
furnish the additional funds to be re- 
turned to him as a safe driver reward. 
Under the “insure the driver” plan, the 
base rate would be reduced by the 
amount of additional premiums assessa- 
ble as a penalty against those classified 
as having bad experience. Thus, the 
careful driving public would. get the 
benefit of an over-all decrease in rates 

Mr. Knowlton said he is convinced 
that the establishment of a plan insur- 
ing the operator rather than the motor 
vehicle, together with proper classifica- 
tion, would result in a more equitable 
method of rating, would simplify the 
automobile policy, reduce the adminis- 
trative work of insurance companies and 
agents, relieve the public of the incon- 
venience of changing insurance and fi- 
nancial responsibility filings upon the 
transfer of a motor vehicle, and make 
insurance protection available to more 
people without the necessity of resort- 
ing to the assigned risk plan. 


WILL CONDUCT JOINT MEETING 


New York Chapters, NIBA and CPCU to 
Discuss Contractual Liability in Closed 
Session; Rice to Preside 

“Contractual Liability” was the sub- 
ject of a panel discussion at a closed 
joint meeting of the New York Chapter, 
National Insurance Buyers Association, 
Inc. and the New York Chapter, So- 
ciety of Chartered Property & Casualty 
Underwriters, which was held April 24 at 
12:30 p.m. at ‘the Hotel Martinique, 
New York City. 

Members of the panel representing the 
NIBA will be A. M. Schmidt, Johns- 
Manville Co.; H. P. Heubner, Flintkote 
6.3) ME, A. Clement, Merritt-Chapman 
& Scott Corp. The CPCU will be repre- 
sented by Fred Flynn, F. J. Flynn As- 
sociates; John Walker, Fidelity & Casu- 
alty Co.; Andrew J. Hickey, Ebasco 
Services, | Inc.; John Nees, American 
Mutual Insurance Co. Claude H. Rice, 
Babcock & Wilcox Co. and a member 
of both organizations will preside as 
chairman. 





j 
ANNIVERSARY FOR VAN VLIET 





Hartford A. & I. Engineering Depart- 
ment Member Leader in Philanthropic, 
Civic and Safety Activities 
Charles T. Van Vliet, a member of the 
engineering department of the Hartford 
Accident & Indemnity Co., will celebrate 
his 25th anniversary with the organiza- 

tion on May : 
Born in Matteawan, N. Y., Mr. Van 
‘liet was graduated from public schools 
in that community and later was 
awarded a degree in technical studies 
at Eastman College in Poughkeepsie. 











Safety Council Fights On 


For Compulsory Inspections 

The fight for compulsory periodic in- 
spections of motor vehicles was resumed 
by the Greater New York Safety Coun- 
cil with an announcement of plans to 
organize statewide support for a meas- 
ure to be reintroduced in the next legis- 
lature by State Senator Seymour Hal- 
pern. Senator Halpern’s bill, calling for 
semi-annual inspections of all motor 
vehicles, had passed the Senate but died 
in committee in the Assembly when the 
1951 Legislature adjourned. 

Reginald M. Cleveland, council presi- 
dent, called upon civic and industry 
groups, parent associations, safety coun- 
cils and other organizations to begin 
educational campaigns in their own com- 
munities. The council will call a meeting 
later of representatives of such groups 
working for the measure. 





Prior to joining the Hartford Accident 
in 1927, he served for 10 years with the 
Aetna Life Insurance Co. as an in- 
spector, engineer and special agent. 

Mr. Van Vliet is the Hartford Acci- 
dent’s coordinator of home office civil 
defense work and director of home of- 
fice Red Cross Blood Bank, Red Cross 
First Aid and the Greater Hartford 
Community Chest. He is also vice chair- 
man of the American Red Cross dis- 
aster committee in Hartford and for- 
merly served as a director of the Hart- 
ford Chapter of the American Red 
Cross; chairman of the commercial 
vehicle safety contest committee of the 
Hartford Chamber of Commerce; chair- 
man of the American Red Cross First 
Aid Committee in Hartford, and presi- 
dent of the Hartford Federation of 
Men’s Bible Classes. He is a member 
of Immanuel Congregational Church, 
Hartford; Tuscan Lodge F. & A.M. 126 
of Hartford, and the Civil Defense Shel- 
ter Committee. His son, Charles T., Jr., 
is associated with the Century Indem- 
nity Insurance Co. 


MacKenzie Will Be Guest 


Assemblyman William H. Mackenzie 
of Allegany County, chairman of the 
insurance committee of the New York 
State Assembly and vice chairman of 
the joint legislative committee on in- 
surance, will be guest of honor at the 
luncheon meeting of the Insurance Divi- 
sion of the New York Board of Trade, 
May 7. 


Glass Rates Up in N. J. 

Effective April 28, 1952, the National 
Bureau of Casualty Underwriters an- 
nounces an average increase of 19.4% 
in the New Jersey rates for glass insur- 
ance due to adverse experience and in- 
creases in replacement costs. 


GROTHE IS CHICAGO MANAGER 





Royal-Liverpool Group Appoints Him 
Casualty Manager of Metropolitan Of- 
fice, Succeeding Fiery Who Retires 
Frank G. Grothe has been named 

casualty manager for the Chicago metro- 

politan office of the Royal-Liverpool 

Insurance Group, succeeding E. Irving 

Fiery who is retiring May 1 after 29 

years with the Royal-Liverpool organi- 

zation. 

Mr. Grothe came to the Globe Indem- 
nity Co. in 1939 with responsibilities in 
the automobile underwriting and produc- 
tion fields. A year later he was trans- 
ferred to the Chicago office as assistant 
manager of the Globe’s casualtv depart- 
ment. In recent years he has worked 
closely with Mr. Fiery in the manage- 
ment of the group’s casualty operations 
in Chicago. 

Mr. Fiery joined the group in 1923 
and eight years later was named mana- 
ger of the Chicago office of the Royal 
Indemnity Co. After coordination of the 
fire and casualty companies of the group 
in 1948 he became casualty manager for 
Cook County. 
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Whole Consens? s 


NATIONAL’S 
NEW HOSPITAL EXPENSE POLICY 


Because it provides flexible protection at low cost 


Daily Benefits from $3 to $12 a day — Up to 100 days 


No Limit on number of confinements any one year 
Up to $25 for Out-Patient Injury Treatment 


MISCELLANEOUS EXPENSE AND SURGICAL FEES 
ENTIRELY OPTIONAL 


If elected, they provide: From $25 to $150 for Unallocated Miscella- 


Choice of 3 Liberal Surgical Fee Schedules — $100, $150, or $200 
IN or OUT of hospital 


DAILY BENEFIT AVAILABLE WITHOUT MISCELLANEOUS EXPENSE 
OR SURGICAL— EXCELLENT FOR BLUE CROSS SUBSCRIBERS. 


Available to Men, Women and Children — Ages | month to age 80 — 
Flat rate for Budget-Conscious Families—All children after first two 


cost — No 
female diseases 


RATES AS LOW AS $5.40 ANNUALLY—$3 A DAY PLAN 


It’s a real money maker . 


NATIONAL ACCIDENT 


INSURANCE COMPANY 


OF PHILADELPHIA 
244 South Eighth Street, Philadelphia 7, Pa. 
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C. & S. Association Shows 
Many Stepped-up Activities 


Stepped-up activities of the Associa- 
tion of Casualty & Surety Companies 
are denoted in the press releases issued 
this week. On April 24, William H. 
Brewster, manager of the automobile 
division of the association, spoke before 
the mid-year convention of the Minne- 
sota Association of Insurance Agents 
at Minneapolis, explaining that the con- 
tinued increase in loss costs and claim 
frequency indicates that substantial in- 
creases for automobile liability insurance 
will be necessary this year. 

On April 25, General Manager J. 
Dewey Dorsett went to his home state 
of North Carolina to address the Civil 
Defense and Safety luncheon of the 
North Carolina Federation of Women’s 
Clubs at Winston-Salem. He told the 
women what they could do with respect 
to accidents in homes and on highways. 
Mr. Dorsett’s and Mr. Brewster’s ad- 
dresses will be reviewed in next week’s 
issue of The Eastern Underwriter. 

In addition, the headquarters office 
released the story of the first national 
plan for integrating safety into shop 
school courses, and a comparative study 
of military fatalities since the Battle of 
Lexington on April 19, 1775, and traffic 
deaths on the highways. 


MINN. AGENTS CONFERENCE 





Discuss Critical Problems Facing Casu- 
alty Underwriting; C. H. Smith, 
W. H. Brewster Give Talks 

Local agents of Minnesota at their 
mid-year conference April 23-24, had laid 
before them the critical problem facing 
casualty underwriting, especially auto- 
mobile liability, and what it means to 
their own business, 

Four speakers presented the problem 
at the opening session Wedneday. Ned 
H. Dearborn, president, National Safety 
Council, Inc, Chicago, presented the 
country-wide picture; Earl Larimer, 
chief of the Minnesota highway patrol, 
discussed the Minnesota accident, scene; 
Harold J. Carroll, Minneapolis attorney, 
had as his topic, “In the Courts With 
Third Party Liability,” and James H. 
Otis, agency superintendent, for the 
Hartford Accident & Indemnity at St. 
Paul, wound up the discussion with a 
talk from the companies’ standpoint, on 
“What to Do?” 

The morning session was given over 
to two group meetings; a panel discus- 
sion for small town and rural agents 
covering comprehensive farm liability, 
gross earnings business interruption, 
public liability and mobile agricultural 
machinery floaters, and a similar discus- 
sion for St. Paul, Minneapolis and 
Duluth agents covering problems peculiar 
to the larger cities of the state. 

“The American Agency System” was 
the topic of an address by Charles H. 


Smith, manager western department, 
Hartford Fire, at,a general session of all 
agents. 


The two-day session closed with an 
address on “What’s Happening Casu- 
alty-wise?” by W. H. Brewster, mana- 
ger, automobile division of the National 
Bureau of Casualty Underwriters. 


MASS. SOLONS DEFEAT BILL. 





Dever Proposal for State Rating Bureau 
for Compensation Killed as Was 
Similar Bill on Auto Liability 

Governor Dever’s proposal for estab- 
lishment of a state rating bureau to 
compile data for fixing workmen’s com- 
pensation insurance rates was killed by 
the Massachusetts House of Represen- 
tatives, April 17. 

Opponents warned it would cost $250,- 

a year which would be assessed on 
insurance companies. They said compa- 
nies would continue gathering statistics. 

Advocates of the bill argued that the 
state should not be required to rely on 
the insurance industry for figures on 
which to approve rates. 

Previously rejected by the Massachu- 
setts lawmakers was a proposal for a 
similar bureau to gather data for com- 
pulsory automobile liability insurance 
rates. 
























































































































RCa—uatt to 


AS RSS RN RR ache 












UNDERWRITER == 










April 25, 1952 














—== 





aminers Improve 
Peerless’ 1951 Results 


ADD TO SURPLUS; REDUCE LOSS 


E 


President R. C. Carrick Advises Stock- 
holders of This Good News in 
April 25 Letter 


R. C. Carrick, president of the Peer- 
less Casualty of Keene, N. H., advises 
stockholders of the company in a letter 
going out today (April 25) that the 
statutory examination by New Hamp- 
shire, Michigan and Ohio Departments, 
completed March 15 and covering the 
years 1951-50 and 1949, revealed the good 
news that the surplus to policyholders 
of last December 31, as developed by 
this examination, amounted to $4,444,322. 
This compares with $4,264,229 as shown 


in the Peerless annual statement for 
1951—its 50th anniversary year. 
The examination, Mr. Carrick ex- 


plained, also indicated total admitted 


assets last December 31 of $14,455,512 
and total liabilities of $10,011,189. He 
further said: “The examiners have re- 


duced our underwriting loss as reported 
for the past year from $298,630 to $22,- 


324, and have added to the company’s 


surplus the sum of $245,844. This sum 
after Federal income taxes of $065,750 
develops a net beneficialness of $180,- 
094.” 

Mr. Carrick pointed with justified 


pride to “only $22,324 underwriting loss” 
in a year when the casualty-surety in- 
dustry as a whole suffered substantial 
underwriting losses. At the same time, he 
said, the company increased its unearned 
premium reserve by $1,118,020 over 1950, 
representing an acquisition expense of at 
least $400,000, and “all of which expense 
was paid for out of 1951 income.” 
Earned Premiums $7,917,241 

Net premiums earned by the Peerless 
last year amounted to $7,917,241, an in- 
crease of $1,447,681. The company’s 
entry into the fire and marine field last 
year produced written premiums of 
$629,542. Net of reinsurance, these pre- 
miums were $273,128 of which only $74,- 
105 were earned. “The result of this op- 
eration represents a capital investment,” 
said Mr. Carrick. The capital cost of this 
department must be borne until net pre- 
miums written come into some measur- 
able amount of balance with premiums 
earned. . .” 

In closing his 1951 report Mr, Carrick 
assured stockholders that the Peerless 
“will follow the same conservative poli- 
cies and principles in the future which 
have been pursued in the past.” He was 
confident that the company is in “a 
reasonably favorable position” to meet 


the challenge of automobile liability 
business in 1952 as “our premium writ- 
ings in the motor vehicle field in rela- 
tion to total premium writings in all 
lines. are in good balance. . .’ 
Mrs. F. S. Perryman Dies 
Mrs. Vera M. Perryman, wife of 


Francis S. Perryman, assistant United 
States manager of the Royal-Liverpool 
Insurance Group, died at her home at 
Scarsdale, N. Y., April 15, Mrs. Perry- 
man was born in England and came to 
this country 25 years ago. She had been 


a resident of Scarsdale for more than 
20 years. She was a member of the 
Women’s Club of Scarsdale and of the 


Daughters of the British Empire, a New 
York benevolent society. She was also 
a director of the Victoria Home, a home 
for aged women at Ossining, N. Y. 

In addition to her husband,Mrs. Parry- 
man is survived by two daughters: Mrs. 
Douglas R. Burke and Miss Mary S. 
Perryman, and one grandchild. 


GOVERNOR VETOES WILSON BILL 

Governor Dewey: of New York has 
vetoed the Wilson bill amending section 
270, N. Y. Penal Law, to prohibit per- 
sons other than attorneys from practic- 
ing law or rendering. legal service in 
any manner. Insurance adjusters, bank- 
ers and others who execute many kinds 
of legal instruments had voiced strong 
objection to the wording “. . . rendering 
legal service in any manner.” 


Promotions at Royal-Liverpool Group 





FRANK G. HOLZHAUER 


Changes in casualty underwriting de- 
partments personnel were announced this 
week by the Royal - Liverpool Insurance 
Group. 

R. G. Callan has been appointed cas- 
ualty manager with supervision over all 
underwriting departments 


casualty ex- 


cept burglary and glass, fidelity and 


surety, and special risk. His new respon- 
sibilities also include administrative 
supervision of payroll audit and loss pre- 
vention and engineering departments. 
Frank G. Holzhauer has been appoint- 
will 


ed automobile manager. S. Love 


R. G. CALLAN 


continue as compensation and _ liability 
manager. 

A new department, casualty underwrit- 
ing planning, with I. W. Robertson as 
manager, has been formed to analyze 
underwriting trends and results. 

C. W. Pond has been appointed assist- 
ant manager of the special risk depart- 
ment where he will serve as direct as- 
sistant to E. W. Miller, manager. 


PATTILLO GOES TO DALLAS 

Robert T. Pattillo, manager of the 
Houston office of the Continental Casu- 
alty, has been transferred to Dallas 
as manager of the company’s bond de- 
partment for the entire state. 
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ED. C. SMITH, JR., PASSE 


Weekly Underwriter Vice President and 
Sales Manager Fails to Rally From 
Cerebral Hemorrhage Operation 

Ed. C. Smith, Jr., vice president of 
the Weekly Underwriter in charge of 
sales and advertising, died April 18 jn 
Long Island College Hospital, Brooklyn 
Heights, New York, 

Mr. Smith failed to rally from an op- 
eration a week earlier following a cere- 
bral hemorrhage. 

Mr. Smith was born on August 13 
1906 in St. Louis, and was educated in 
public schools at San Francisco and Cin- 
cinnati. He attended high and business 
schools in the latter city. He was ad- 
vertising manager of the Western & 
Southern Insurance Group, Cincinnati 
from 1930 to 1935 when he became secre. 
tary of the Insurance Field Co. at Lounis- 
ville. 

Coming to New York in 1937, Mr. 
Smith became public relations counsel 
for Alfred M. Best Co., leaving that post 
in 1944 to become eastern manager of 
Pacific Insurance Magazines. He joined 
the Weekly Underwriter in January, 
1945 as assistant secretary and was 
named sales manager in July of that 
year. He was advanced to vice president 
in November, 1946. 

Surviving are his wife, Ruth; a 
daughter, Susan, and his mother and 


father, Mr. and Mrs. Ed. C. Smith, Sr. 


CHANGES AT LIBERTY MUTUAL 


Noll Elected a Senior Vice President; 
General Counsel Marryott and Three 
Others Named Vice Presidents 

Election by the board of directors of 
five new vice presidents of Liberty Mu- 
tual Insurance Co. is announced by S. 
Bruce Black, president of the company. 

Anthony F. Noll, formerly vice presi- 
dent heading the sales department, has 
been named a senior vice president and 
will direct the company’s national risks 
department. Franklin J. Marryott, gen- 
eral counsel for the company, has also 
been named a vice president. Other new- 
ly elected vice presidents are: Robert J. 
Barr of New York, formerly an assist- 
ant vice president, who will head the 
company’s New York division, succeed- 
ing Vice President Bryan E. Smith; 
Donald Cameron of Dallas, Tex., who 
heads the southwest division, and Win- 
ston Mergott of Pittsburgh, who directs 
the company’s recently created central 
division. Mr. Smith has been transferred 
to the Liberty Mutual home office in 
3oston where he will direct general 
administrative activities. 

Frederick R. Vaughan, formerly divi- 
sion claims manager for New York, has 
been appointed an assistant vice presi- 
dent, and W. R. Farquharson, an assis- 
tant vice president, has been appointed 
manager of the national risks depart- 
ment for the New York division. 


NEW SAFETY TRAINING COURSE 
Greater New York Safety Council to 
Give Fleet Supervisors Free Training 
in Accident Prevention 

The Greater New York Safety Coun- 
cil announces a new motor vehicle fleet 
supervisors safety training course to be 
offered without charge to commercial 
fleet supervisors and drivers who want 
to fit themselves for fleet supervision 
in accident prevention. The course will 
be given on three successive Tuesday 
evenings, starting May 20, at the Hotel 
Statler. The curriculum follows: 

May 20—Topic: “Dealing With the 
Problem Driver.” Instructors, Merwyn 
A. Kraft, director of personnel and ac- 
cident prevention, American Transit As- 
sociation, and Stephen W. Carter, mana- 
ger of industrial relations, Lord Manu- 
facturing Co., Erie, Pa. ; 

May 27—‘Maintaining Safe Driving 
Performance.” Thomas Beatson, New 
York personnel manager, United Parcel 
Service, and E. E. Dorting, supervisor 
of safety, New York City Board ol 
Transportation. Ei 

June 3—Are Your Relations Human‘ 
William S. McCord, vice president, Per- 
sonal Products Corporation. 
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Left to right—Marion Ingle, Toronto; J. W. Duffy, advertising manager; Ken- 
neth Kingston, Peterborough manager; John Ingle, Toronto commercial manager; 
Earl Putnam, president; Nadean Johnson, Toronto, Canada A. & H. Assur. Corp. 


A new type of insurance company in- 
stitutional advertising was inaugurated 
by Canada Health & Accident Assur- 
ance Corp., Waterloo, Ontario, Canada, 
with its atomic warfare survival exhibit. 
First shown this spring at the Cana- 
dian National Sportsmen’s Show, Tor- 
onto, in a test run, it is now being rear- 
ranged for showing i in Ontario communi- 
ties. About 40,000 people were clocked 
through and some 25,000 registered. 

The show—“‘The Atomic Bomb and 
You”"—is a display demonstration of 
what preparations are necessary for the 
average householder in the eventuality 
of atomic warfare. A 32-page booklet 
describing atomic we arfare and prepara- 
tion for survival is distributed free. 

A draw was arranged in this test 
showing to give away personal items 
shown as household survival equipment. 
These included portable radios; thermos 
jugs; blankets; axes; portable stove; 
pails; canned food supplies; paper food 
services; first aid kits; and other items 
normally stocked in a survival shelter. 

Civil Defense officials led by Air Vice 


Marshall T. 


of Ottawa when visiting the exhibit ac- 


A. Lawrence and Jack Bown 


companied by Mr. Putnam, 


great deal of time commenting on the 


spent a 


educational aspects this type of display 
has for the public. 

“Our great need is to educate the pub- 
lic,” said Air Vice Marshall Lawrence. 
“Public spirited organizations such as 
this one will do a great service by show- 
ing the public in a clear concise way and 
at first hana, the fundamentals of sur- 
vival in case of atomic attack. No one 
is secure as bombs are not always 
dropped on their intended targets. The 
Civil Defense have a great deal of work 
ahead of them and cooyeration from the 
public is necessary. Work like this will 
help educate the public to recognize the 
need for preparation.” 

Plans are now under way to enlarge 
the scope of the exhibit; a large traile> 
will be utilized for moving it around the 
country, and a visual education program 
is being arranged with movieslides fo1 
presentation to home, school and service 
clubs. 





JEFFERSON NATIONAL PARLEY 


Indianapolis Company Holds 13th An- 
nual Meeting for General Agents and 
District Representatives of Company 
More than 50 general agents and dis- 
trict representatives of the Jefferson 
National Life Insurance Co. attended 
that organization’s 13th annual agency 
meeting in Indianapolis, April 17-19. 
The meeting was attended by agents 
and their wives from Indiana, Illinois, 

Michigan, Ohio and Pennsylvania. 

Production and persistency awards 
were presented the top-ranking agents 
by President E. Kirk McKinney. Mr. 
McKinney also announced gains made 
by the field organizations during the 
first quarter of 1952. Life insurance 
sales were up 17% over the first quarter 
of 1951 and accident and health sales 
were 143% above the first three months 
a vear ago. 

The group heard talks by Eber 
Spence, vice president and agency di- 
rector, and Alden Palmer, vice president 
and director of sales training division, 
Insurance Research & Review Service, 
Inc. 

April 18, there was an open house for 
the representatives and their wives at 
the home office building. The meeting 
closed with a banquet and dance. 


Strauss A. & H. Lecturer 
At Packard Junior College 


Men and women interested in pre- 
paring for the accident and health in- 
surance agent’s examination and others 
interested in this field are invited to 
attend the two lectures on this subject 
to be given at Packard Junior College, 
253 Lexington Avenue at Thirty-fifth 
Street, New York City. These lectures 
scheduled for May 21 and 22 will be 
held from 6 to 9:30 p.m., and will be 
conducted by Samuel Strauss, of the 
Century Indemnity Co, : : 

Mr. Strauss is well known for his 
educational activities in the field of ac- 
cident and health insurance in the regu- 
lar broker’s classes conducted at Packard 
Junior College and at several other in- 
stitutions. Tuition for both lectures is 
$7.50. Registration is now open at the 
office of Packard Junior College. 


TEXAS COMPANY CHANGES NAME 

The Southern Fidelity Life Insurance 
Co., Marshall, Tex., has changed its name 
to American Life & Accident Insurance 


Oo. 


Cyrus C. Washburn Dies 


Cyrus C. Washburn, for many years 
resident vice president of the Preferred 
Accident Co. on the Pacific Coast with 
headquarters at San Francisco, died re- 
cently at Banning, Cal. after a long 
illness. 

Mr. Washburn was active in accident 
and health organizations on the coast 
before his retirement and was also a 
member of several Masonic organiza- 
tions and the American Legion. 

Mr. Washburn entered the insurance 
business at the home office of the Trav- 
elers in 1907, remaining until 1926. Later 
he became ‘New Haven manager of the 
Globe Indemnity and then Connecticut 
manager of the Standard Accident be- 
fore joining the Preferred in 1930. He 
traveled the country as a field supervisor 
before going to San Francisco to take 
charge of Pacific Coast operations in 
1938. 

Mr. Washburn’s son, assistant man- 
ager of the Travelers’ branch office at 
New Haven, recently was admitted to 
the Connecticut Bar. He received his 
law degree at the University of Con- 
necticut Law School last year. During 
the war, he served with the U. S. 





CYRUS C. WASHBURN 


Marine Corps and rose to the rank of 
major, winning two Silver Stars and 
one Bronze Star for bravery in combat 





Broad Coverage 








GENERAL AGENCIES AVAILABLE 


to Experienced Accident and Health Men in the following States 


Delaware Indiana Michigan Ohio 
Dist. Columbia Kentucky Minnesota Pennsylvania 
Illinois Maryland New York Texas 
Wisconsin 
4 4» 4 


A COMPLETE NEW LINE OF 
ACCIDENT AND HEALTH - HOSPITAL - SURGICAL - MEDICAL 


Policies for Individuals and Families — Ages 1 Month to 65 Years 


Liberal Benefits 


NO INCREASE IN PREMIUM OR REDUCTION 
IN BENEFITS AT ANY TIME 


Non-Can for Term Premium Paid — Air Travel 
No Termination Age — Non Pro-Rating — 24 Hour Coverage 
On or Off the Job 


LIFETIME ACCIDENT .................... 2 years non-confining sickness 
5 YEARS ACCIDENT....................-- | year non-confining sickness—non-classified 
3 MONTHS ACCIDENT................ 2 months sickness for men and women employed— 


unemployed—housewives, etc. 


HOSPITAL 100 days—each accident or illness 
NURSE Ar HOME... ... 100 days—each accident or illness 
TT SRI Up to 10 times daily rate 
FEMALE DISORDERS 


PRINGIPAL. SUM «....................... $1,000.00 each member 





17 E. Prospect Ave., Mt. Vernon, N. Y. 
Mount Vernon 4-5580 
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Sales Conference Is Feature of 


Greater New York A. & H. Week 


Corby Sees Business on Threshold of New Developments in 
Many Lines; Talks on Sales Problems; McAlevey Clarifies 
Points of 1950 Standard Provisions Law 


In connection with observance of 
Greater New York Accident & Health 
Week. proclaimed by Mayor Vincent R. 
Impellitteri for April 20-27, the Accident 
& Health Club of New York held an 
open educational sales meeting iu the 
Great Hall of the Chamber of Com- 
merce, April 23, in the afternoon. 

Louis A. Orsini of the Bureau of Ac- 
cident & Health Underwriters was mod- 
erator of the discussions which followed 
the three talks, as follows: “Recent DBL 
Developments,” by Robert E. Marshall, 
administrative department, Workmen’s 
Compensation Board of New York; “Sales 
Problems of Casualty and Fire Agents 
as Related to Health & Accident In- 
surance,” by F. T. Corby, superintend- 
ent personal accident and health de- 
partment, Home Indemnity Co.; “1950 
Policy Provisions Law,” John A. Mc- 
Alevey, A. & H. Bureau attorney. 

There was a large attendance of com- 
pany executives, underwriters, claim 
men, agents and brokers, who had 
been invited to attend by William L. 
Kick, Fireman’s Fund Indemnity Co., 
who is president of the club. 





| Corby on Sales Problems | 


Following are excerpts of the address 
delivered by Mr. Corby, who elaborated 
on his subject extemporaneously: 

“We are standing on the threshhold 
of many new developments in the acci- 
dent and health field. New coverages are 
constantly being announced, major medi- 
cal expense, non-cancellable policy forms 
and a whole new variety of special risk, 
blanket and group policies. 

“New policy forms are being devel- 
oped particularly in the category of the 
scheduled policy form and other new 
forms are being developed under the 
new uniform provision law all of which 
shows a tendency towards a policy form 
similar in its makeup to the life insur- 
ance contract. 


Life Companies Enter Field 


“New companies are entering the field 
particularly the life insurance companies 
and it will probably not be too long be- 
fore most of our representative life in- 
surance companies will be writing acci- 
dent and health insurance under the in- 
dividual policy forms as well as group. 
We stand on the threshhold of a more 
competitive era in accident and health 
insurance than anything which we have 
previously known. The most recent fig- 
ures available indicate the total accident 
and health premium volume today ex- 
ceeds $1,300,000,000. All of this brings us 
to the realization that the social insur- 
ance coverages today loom larger in the 
entire field of insurance coverages than 
those with which most producers are 
more familiar, property damage and 
destruction coverage, liability insurance 
and the field of surety bonds. We have 
a whole new field of insurance cov- 
erages within a concept of the social 
insurance for it includes not only the 
individual accident and health policies 
but all of the many group forms, Blue 
Cross, Blue Shield, statutory disability 
benefits, and the ever widening union 
welfare plans across the board. 

“Also within this framework of social 
insurance coverage are life insurance, 
unemployment insurance and social se- 
curity. As we stand on the threshhold 
of these developments, what can you do 
as individual producers to meet the 
needs of your clients to write your 
share of the business? We can’t pos- 
sibly sit back and take the time to study 





all the coverages offered by all the com- 
panies to determine which are the ones 
we should sell and which are the ones 
we should avoid. Since you can’t stand 
idly by, you can, however, get busy to- 
day, tomorrow and the next day and 
analyze the needs of your clients both 
individually and in groups for accident 
and health protection. Having analyzed 
the need, turn to your company repre- 
sentatives for that source wherein you 
will find the contract or program of in- 
surance best adapted to the needs of 
your client. 


Must Be Consultant 


“Today the company man is no longer 
simply an underwriter or special agent 
concerned with those coverages which 
his company writes. We must also be 
the consultant and advisor for all pro- 
ducers who need help in finding the 
market to fit the needs of clients. No 
longer as producers can you go about 
peddling package policies which might 
or may not meet the client’s needs. Take 
the life insurance approach, sit down 
and analyze vour clients’ specific ex- 
posures to medical expenses, loss of time 
and accidental death. Draw up a pro- 
gram to meet his needs and then go find 
the policy or policies which best fit him. 
Today the rapid development of sched- 
uled policies complements this kind of 
salesmanship. 

“Today in the field of accident and 
health insurance as you have always 
done in the field of property damage 
and destruction and liability insurance. 
discover the client’s needs, then go and 
search the market for the best coverage 
at the most favorable rate provided. 


Must Be Private Underwriter 


“The one other thought that I want to 
develop briefly with you is that in to- 
day’s market if the commission is more 
important to you than anything else, 
accident and health insurance in its 
many forms would bring you more grief 
and heartache than any of our other 
coverages in the fire and casualty field. 
You must be your own primary under- 
writer analyzing whether or not you are 
dealing with an insurable and desirable 
risk before you even present it to your 
underwriter. Health and hospitalization 
insurance has always been a difficult 
coverage for both the company and the 
producer to write. Much of this diffi- 


FT. CORBY 


your underwriters by presenting to them 
an application on a risk unless you your- 
self are satisfied that it is an honest 
and insurable one.” 





McAlevey on Provisions 


Law 








Mr. McAlevey drew a contrast be- 
tween the 1912 standard provisions law 
and the 1950 uniform individual accident 
and sickness provisions law. With re- 
spect to the new law, he said there 
would be no point in his going into a 
detailed analysis of it point by point 
because that would merely repeat the 
work done previously at the bureau’s 
educational seminar and available tg all 
interested persons. However, he said 
there are certain points which are still 
the subject of confusion in some quar- 
ters. These points he summarized as fol- 
lows: 

“1. The brief description as noted 
above, is no longer required under the 
new law. There are, of course, a few 
jurisdictions in which there is no law 
in conflict with the new law other than 
on this point. This does not compel use 
of a brief description on a 1950 type 
policy however, because the old form 
can be used in states requiring a brief 
description. 

“It does not seem rash to predict that 
by 1954 when the new law has been 
accepted in all jurisdictions now having 
law in conflict the rational of its drafts- 








culty can be eliminated if you will pene- men will be fully justified and_ brief 
trate into the status and caliber of your description requirements _ eliminated. 
risk. Don’t impair your standing with Adequately descriptive policy captions 
It’s Easiest 
-.-.-to Sell the BEST 
PERFECTED PROTECTION 
ACCIDENT HEALTH 
Lifetime Indemnity for Total Two Years—No House Confinement 
Disability Required 


SURGICAL 
Complete Schedule From $5 to $300 


HOSPITALIZATION 
Choice of Five Plans From $5.00 to $12.50 per day 


Coverages on Individual, Franchise and Group Basis 
Including Family Policies 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 


MEDICAL 
At Home—Doctor’s Office—Hospital 




















———— 
are relied on to perform the same task 
and to direct the insured’s attention to 
the body of his policy. The brief de- 
scription in the new forms serves no 
useful purpose. Most new forms do not 
contain any sort of brief description, 

Bold Face Type Not Required 

ee Bold face type is no longer re- 
quired for exceptions and exclusions and 
in some jurisdictions 1s considered jn 
violation of those parts of the new law 
which read: ‘The style, arrangement and 
over-all appearance of the policy (shall) 
give no undue prominence to any por- 
tion of the text’ and that ‘every printed 
portion of the text of the policy and of 
any endorsements or attached papers 
(shall be) plainly printed in light-faced 
type of a style in general use, the size 
of which shall be uniform! 

_ “Bold faced type can cause difficulties 
for the submitting company on filing 
and should therefore be avoided in new 
form policies. It was used for exceptions 
and reductions under the old law but 
again the new law is clear in its treat- 

ment of these matters. Section 2 (A)(4) 
and (5) expresses the complete legisla- 
tive intent in this regard. Exclusions 
and reductions are required to be either 
under an appropriate caption or in- 
cluded in the benefit provision to which 
they apply. The use of bold face type 
was not thought by the draftsmen to 
contribute anvthing to the protection of 
the policyholder. 

“3. There is no longer any need for a 
separation between the required statu- 
tory provisions and other provisions as 
was required in the old law. Such a 
separation similarly serves no_ useful 
purpose and should be avoided in the 
interest of logical policy makeup. It is 
not required in any state. 

Should Strive for Logical Arrangement 

“4. Insurers should strive for that logi- 
cal arrangement of pertinent provisions 
denied them under the old law. They 
should not include provisions simply be- 
cause ‘required’ by law or found in some 
previously approved form. A case in 
noint is the ‘Time Limit on Certain De- 
fenses’ provision of the new law. The 
first half of this provision, paragraph ‘a,’ 
has reference to the application and 
denies the insurer the right to base a 
defense on misstatements contained 
therein after three years from the date 
of issue. This provision should be in- 
cluded in full in all policies for which a 
formal application is used which later 
becomes a part of the policy. Query 
however whether it properly belongs in 
a limited policy where no application is 
either used or attached to the policy. 
If an application is not attached it can 
not be resorted to by the insurer in any 
event by virtue of the ‘Entire Contract’ 
provision which is also required. Para- 
graph ‘a’ here becomes an inapplicable 
provision, the omission of which should 
be permissible under Section 3 (c) of 
the uniform law. One department has 
not yet recognized the validity of this 
argument on this particular point which 
is why I selected it as an example but 
there has been no opportunity to test 
their position since the matter was orig- 
inallv argued, I doubt if they will per- 
sist in their viewnoint.” 

In conclusion, Mr. McAlevey said: 

Product of Conscientious Work | 

“The new law is the product of an in- 
tense amount of conscientious work on 
the part of the Commissioners and the 
industry committee which cooperated 
with them. It was not an industry bill 
in either its inception or conception. 
The work was begun because certain 
Commissioners were critical of situations 
in the industry and attributed them 
partly to the fact that the industry was 
laboring under a inflexible law drawn 
40 vears before. 

“There was a_ definite danger of 
change on a state by state basis if some 
thorough study was not undertaken. The 
uniform individual accident and sickness 
policy provisions law is the result of 
three years of labor by the Commis- 
sioners and industry. It gives the com 
panies very little and the public a great 
deal. It is in the best interests of our 
business because it permits the drafting 


(Continued on Page 49) 
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Gordon Named Director 
Of the Monarch Life 





Bachrach 
GORDON 


David W. Gordon, financial vice presi- 


DAVID W. 


dent of the Monarch Life Insurance 
Co., was elected a member of the board 
of directors of the company at the meet- 
ing of the board on April 16. 

Mr. Gordon was born May 31, 1894, 
at Hazardville, Conn., and was gradu- 
ated from Wesleyan University in 1916. 
After serving as a pilot in World War I, 
he joined the First Boston Corp. in 1928. 
He became investment secretary of the 
Monarch Life in 1933 and financial vice 
president in 1945, 

He has served as secretary and vice 
chairman of the financial section of the 
American Life Convention and was its 
chairman in 1948. He was also vice 


Defends Retrospective Rating 


(Continued from Page 44) 





greatly in excess of the savings from an 
insurance standpoint.” 

Does Not Affect Prospective Rating 

“The attorney for the Oil Well Drill- 
ing Co. has stated that the decision 
would restore the principle of averages 
to this kind of insurance. This is not 
correct since the decision does not affect 
prospective rating which provides for 
a credit or a debit depending upon the 
experience of the individual risk that 
qualifies for prospective rating. Mr. Smith 
emphasized that it would be unfair to 
penalize the better risks within a class 
by making an average rate applicable 
to all risks by denying the good risks 
the benefit of their better experience 
through a system of experience rating. 

“Retrospective rating simply goes one 
step further than prospective rating by 
providing a further adjustment of the 
premium based upon the individual risk’s 
loss experience during the current policy 
period. In all lines of insurance experi- 
ence rating plans, either prospective or 
retrospective or both, are used to take 
account of various relevant factors and 
conditions to more equitably adjust the 
class premiums for individual risks. 

In Effect in Most States 

“In the previous press release, the at- 
torney states that the retrospective rat- 
ing program is discriminatory, but it is 
interesting to note that retrospective 
rating for workmen’s compensation in- 
surance is now in effect in all states 
where private carriers write workmen’s 
compensation insurance except Arizona 
and New Jersey,” Mr. Smith says. 

“The Texas workmen's compensation 
law provides for ‘a system of scheduled 
and experience rating in such a manner 
as to take account of the peculiar hazard 
of each individual risk’ which has been 
recognized in the insurance industry 
throughout the country to mean both 
retrospective rating and prospective rat- 
said Mr. Smith. 





Geraghty Manager at Denver 
The New Amsterdam Casualty Co. has 
announced the appointment of Joseph 
J. Geraghty, as manager of its Rocky 
Mountain department at Denver. 

Mr. Geraghty has been with the com- 
pany for many years, and for the last 
few years has been assistant manager 
of the company’s office at Denver. He is 
a native of Colorado, and has spent his 
entire business life in the casualty and 
surety business, with the exception of 
service with the Army of the United 
States during World War II. 





chairman of the board of regents of the 
Life Officers Investment Seminar in 
1948. He was a member of the joint 
committee of the ALC and the Life 
Insurance Association of America, 1943- 
1948. 

Mr. Gordon has held many offices in 
the Wesleyan University Alumni Coun- 
cil and is presently a member of the 
board of trustees and of the executive 
committee and is chairman of the trus- 
tees’ committee on the alumni. He is 
assistant treasurer and member of the 
finance committee of the South Congre- 
gational Church, Springfield, Mass.; 
member of the investment committee of 
YMCA and a member of the University 


ENTERS SMALL GROUP FIELD 


Continental Casualty to Write Group 
A. & S. Plans for Associations With 
as Few as 25 Acceptable Participants 
Continental Casualty Co. announces 

that for the first time its agents may 

write group accident and sickness plans 

for associations having as few as 25 

acceptable participants. These cases will 

be handled through Comtineneals asso- 
ciation group division, general office, 

Chicago. In the past, Continental Casu- 

alty generally did not accept cases on 

associations with fewer than 100 mem- 
bers. 

The decision to write the small city, 
town and county associations opens a 
vast group market and the business from 
that market will go to established local 
agents who previously have had only 
limited opportunity in the association 
group picture. 

Paul S. Fisher, superintendent of the 
company’s association group division, 
pointed out that the move is in answer 
to a heavy demand for group coverage 
among business and professional men 
and women who have no common em- 
ployer or occupation and are not able to 
enroll in large national and state asso- 
ciation group plans. 

Continental has 


expanded its home 





Club, Civitan Club and Chamber of office group facilities to handle the many 
Commerce. requests for proposals already received. 
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Working For You 





INSURANCE COMPANIES 





When you write an industrial risk in the Zurich- 
American companies, you make available to the insured 
a program of human maintenance designed to decrease 
accidents and absenteeism and to increase efficiency and 


profits. Safety and health education is only one phase of 


the Safety Zone Program—a plan 
that can be tailored to any type 
and size of risk. 

Let the Safety Zone Program start 
working for you—helping improve 
your present risks and helping you 


sell desirable new ones. 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 


135 S. LA SALLE ST., CHICAGO 3, 


ILLINOIS 








DEVELOPS BROAD CURRICULUM 


Crist, Former F. & D. Vice President in 
N. Y. Prepares for Expanding Pro- 
gram at University of Florida 

G. W. Crist, Jr., professor of insur- 
ance of the College of Business Admin- 
istration of the University of Florida at 
Gainesville, formerly vice president in 
New York of the Fidelity & Casualty 
Co., is devoting much of his time to de- 
veloping a broad fidelity and surety cur- 
riculum in connection with the univer- 
sity’s expanding insurance program. 

With the adoption of a new course in 
fidelity and surety bonding the course 
at undergraduate level will largely de- 
velop the basic theory of corporate 
suretyship, its historical development, 
present place and future promise in the 
economic and social structure. The new 
graduate course will go more specifically 
into bond forms, the markets they serve, 
analysis of bond requirements, and ad- 
vanced underwriting from a_ practical 
viewpoint. 

The new course in the casualty field 
also treats at a higher level the practi- 
cal meaning, economic influence, social 
values, principles and practices of casu- 
alty insurance. Detailed emphasis is 
placed on analysis of available policy 
covers, underwriting, rate making, loss 
Prevention and adjustment, reinsurance, 
financial structure of carriers, and inter- 
nal and external control and regulation. 


Independent Insurers to 


Meet at Columbus, Ohio 


Program for the second regional meet- 
ing scheduled for this vear by the Na- 
tional Association of Independent In- 
surers has been issued. The sessions will 
be held May 7-8 at the Neil House, Co- 
lumbus, Ohio. 

Superintendent of Insurance Walter 
A. Robinson of Ohio will deliver the 
address of welcome and Commissioner 
Artemas C. Leslie of Pennsylvania will 
deliver the principal speech at the lunch- 
eon on May 7. A number of speakers 
are scheduled for the first day, and on 
May 8 there will be two discussion 
groups. The first panel on automo- 
bile assigned risk plan will be led by 
Fred Miller, vice president, Hawkeye- 
Security Insurance Co. Herbert F. Wal- 
ton, Allstate Insurance Co., will lead the 
second discussion on new developments 
in uniform accounting NAII blanks. 


N. A. Casualty & Surety Re. 
Moves to Mid-town Building 


Ernest Brandli, president, announced 
that effective April 21, North American 
Casualty & Surety Reinsurance Corp., 
the successor to the United States 
branch of the European General Rein- 
surance Co., Ltd., which for many years 
occupied offices at 99 John Street, New 
York, moved to the new Chrysler Build- 
ing East. Its mailing address is 161 ey 
Forty-second Street, New York 17, N. 

In order to service clients in the Fiala 
town area, the company will continue to 
maintain an office at 80 John Street. 
Both offices may be reached by tele- 
phone at MUrray Hill 7-1870. 


A. & H. Sales Conference 


(Continued from Page 48) 





of flexible, logical and readable policy 
forms, not susceptible of misunderstand- 
ing. 

“We are an industry fulfilling an im- 
portant social need. The new law will 
cause an expenditure of money by the 
companies to conform their forms to it 
but no more so, and probably less so, 


than would the enactment of several 
conflicting laws of the inflexible 1912 
type. The industry as a whole has a 


large stake in putting all of its efforts 
behind the new law so as to secure its 
enactment in all jurisdictions where 
there is presently law in conflict. The 
end result should be improved standards 
in the industry to the benefit of both 
company and policyholders alike.” 
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Herlihy Addresses Aetna C. & S. Class 


Herlihy, a representative of 
the Aetna Casualty & Surety Co. at 
Worcester, Mass., who was graduated 
from the company’s training school 25 
vears ago, was the guest speaker at the 


James J. 


JAMES J. HERLIHY 


recent banquet concluding the 127th ses- 
sion of the Aetna Casualty & Surety 
sales course. 

Mr. Herlihy, invited to address the 
graduates because of his outstanding 
record in the general insurance field, 
declared that by completing the Aetna’s 
course they had gained for themselves 
a start in the insurance business that 
was worth many years in field experi- 
ence. 

“The same thoughts about the future 
which crossed my mind 25 years ago are 
undoubtedly now on yours,” declared 
Mr. Herlihy, who urged the graduates 





ZURICH WINS FILM AWARDS 


Slide Film “Pattern for Tragedy” Wins 
a First Award in Contest; “Close 
Shaves” Gets Honorable Mention 
“Pattern for Tragedy,” a safety zone 
film produced by the Zurich-American 
Insurance Cos., was the only sound slide- 
film to win a first place award in the 
1951 contest conducted by the National 
Committee on Films for Safety. The 
results of the nation-wide competition 
have just been announced by the com- 
mittee, which is composed of represen- 
tatives of 19 national organizations in- 

terested in the promotion of safety. 

“Pattern for Tragedy” won top award 
in the traffic and transportation classi- 
fication. Another Zurich-American film, 
“Close Shaves,” won honorable mention 
in the field of general safety. Only 
“honorable mention” and “award of 
merit” citations were made in the gen- 
eral and the occupational classifications 

Using the story technique, “Pattern 
for Tragedy” shows how bad driving 
habits form a pattern which eventually 
will lead to an accident. It also shows 
how good driving habits can be substi- 
tuted for bad ones. “Close Shaves” 
deals with near-accidents—on the job, 
on the street, and at home. It points out 
that these calls are symptoms of 
unsafe practices which, if uncorrected, 
may result in a direct hit instead of a 
near miss. 

Both films were produced as a part 
of the Zurich-American safety zone pro- 
gram—a_ continuous, coordinated pro- 
gram of safety and health education 
available without charge to commercial 
risks. The program is also used by 
Zurich - American agents for promotional 
purposes. 

Zurich-American films have won one 
or more awards in the national safety 
film contest each year since 1944, 


close 


to “set a production goal for themselves 
and then go out and make sure you live 
up to it.” 

Everyone Has Opportunity 


“Everyone who enters the insurance 
business has the opportunity to be suc- 
cessful,” Mr. Herlihy said, “but with 
the Aetna’s school training and the will 
to work you cannot help but reach the 
goal you set for yourself.” 

Mr. Herlihy pointed out the outstand- 
ing promotional material the Aetna of- 
fers its agents but warned the graduates 
that these sales aids would be of little 
value unless they aggressively put these 
instruments to work for them. 

‘he class was led by Howard V. 
Hayes, Attica, Ind. Blue ribbons for 
high scholastic standing also went to 
Thomas X. Kelley, Fort Dodge, Iowa; 
William E. Yeager, Jr., Warren. Pa.; 
Willis J. Robinson, Sidney, Neb.; John 
Knoor, Grand Rapids; James W. Hud- 
son, Jr., Monrovia, Cal.; and P. D. 
Fowler, Paso Robles, Cal. 

Gold ribbon awards for demonstrat- 
ing outstanding skill in soliciting tech- 
niques were won by Mr. Hayes, Mr. 
Kelley, William A. Hyde, Jr... Wilming- 
ton, Del., and J. D. Austin, Joplin, Mo. 


CONNOR NAMED AT BALTIMORE 
Casualty & Surety Club Elects Brown 
Vice President, Bauer Secretary 
and Snyder Treasurer 
George A. Connor, manager, fidelity 
department, Fidelity & Deposit Insur- 
ance Co., has been elected president of 
the Casualty & Surety Club of Balti- 

more. Other officers elected are: 

Vice president, R. N. Brown, Sr., 
Maryland Casualty Co.; secretary. R. 
Glover Bauer, Jr., United States Fi- 
delity & Guaranty Co. (reelected); 
treasurer, C. M. Snyder, New Amster- 
dam Casualty Co. 


STANLEY G. MARTIN PASSES 


Secretary of United States Casualty Was 
Native of Liverpool; Had Been With 
Company Since 1929 

Stanley G. Martin, secretary of the 
United States Casualty Co., died April 
16, at his home, at Jackson Heights, 
Long Island, (New York. He is survived 
by his wife, and two daughters, Mrs. 
Florence Tweed residing at his late home 
in Jackson Heights and Mrs. May V 
May residing in London, England. 

Mr. Martin was born in Liverpool and 
was educated at Christ Church, Liver- 
pool. He entered the insurance _ busi- 
ness in 1902, working with the Ocean 
Accident & Guarantee Corp. Shortly 
afterward, he came to America and was 
engaged in the casualty insurance busi- 
ness and became well known to casu- 
alty underwriters. 

In July of 1929, he entered the em- 
ploy of the United States Casualty Co. 
as an assistant to Doctor R. S. Keelor, 
manager of the compensation and_ lia- 
bility department. Mr. Martin was elect- 
ed an assistant secretary of the company 
in July, 1934 and continued his duties 
in the compensation and liability de- 
partment until October, 1948, at which 
time he was elected secretary. 

Funeral services were held at St. 
Mark’s Church, Jackson Heights, April 
18. Mr. Martin requested his friends to 
omit flowers, but suggested that if they 
cared to, thev could contribute to the 
St. George’s Society in his memory. 





The following were elected to the 
board of governors for three-year terms: 

O. W. Littleton, F. & D.; R. N. 
Brown, Sr., Maryland Casualty; Arthur 
D. Eierman, New Amsterdam Casualty 
Co.; Norman C. Keyes, U.S.F. & G.; 
Harper G. Lewis, Jr., Maryland Casu- 
alty; Andrew P. Higginbotham, U.S.F. & 
> Ashby C. Taylor, F. & D> A. C. 
3entz, New Amsterdam; Duke C. Dor- 
ney, Maryland Casualty Co.; Donald L. 
3uckler. F. & D.; John G. Butt, U.S.F. 
& G.; E. H. Weedon, New Amsterdam. 
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RATES ARE REVISED IN D. ¢ 


Bodily Injury Rates for Manufacturers’ 
and Contractors’ Liability Insurance 
Increase Average of 34.9% 

The National Bureau of Casualty Un- 

derwriters has announced a revision of 
bodily injury rates for manufacturers’ 
and contractors’ liability insurance jn 
the District of Columbia, effective April 
A. 
The revised rates result in an aver- 
age increase of 34.9% in the rate level 
for all classifications combined. The 
changes in rates are not uniform by 
classification but reflect as far as pos- 
sible the experience incurred by the in- 
surance companies for each classifica- 
tion. 

Experience that has become available 
since the previous rate revision in April, 
1950, indicates that the existing rates 
are inadequate and that a revision of 
rates is needed at this time. There are 
two principal causes for this adverse ex- 
perience. In the first place the losses 
connected with this type of risk in the 
District of Columbia have proved to be 
greater than was anticipated when the 
existing rates were put into effect. Sec- 
ondly, these increased losses have been 
aggravated by the continuing inflation- 
ary pressures on both loss costs and in- 
surance company expenses. 


RATE BOOST IS DENIED IN VA. 


Increases Proposed by Stock and Mutual 
Rating Bureaus for Excess Limits 
Policies Are Turned Down 
The Virginia State Corporation Com- 
mission has rejected proposed increases 
in the premiums on automobile and gen- 
eral liability insurance policies in Vir- 

ginia, 

The new schedule of rates, proposed 
by the National Bureau of Casualty Un- 
derwriters and the Mutual Insurance 
Rating Bureau, was termed by the com- 
mission to be “excessive and unfairly dis- 
criminatory.” 

The increase would have applied only 
to“excess limits” policies—those above 
the basic coverage of $5,000 per person 
and $10,000 per accident. For passenger 
cars in the state, most of which are 
covered by $15,000-$30,000 policies, the 
new rates would have meant about $2.50 
more premium a year. 

For trucks and taxicabs, the increases 
would have been more formidable, ac- 
cording to testimony the Commission re- 
ceived during public hearings on the 
proposals. 

A representative of long-haul truckers 
in the state said the increases would 
amount to $100,000 a year. Trucks and 
other commercial vehicles would have 
been in the same category. 


On Cal. Compensation Rates 

Insurance Commissioner John R. 
Maloney has issued notice of hearings to 
be held in San Francisco on May 13 and 
Los Angeles May 15, on the California 
Inspection Rating Bureau’s application 
for “amendment, adoption and repeal ot 
rules and regulations relating to classifi- 
cation of risks and minimum = premium 
rates for workmen’s compensation insur- 
ance and employers’ liability insurance. 

“The proposed rates, if adopted, would 
result in an overall increase in the 
manual rate level of 10.6%. This includes 
an increase of 4.1% which would result 
from adoption of a proposed contingency 
and profit factor of 2.5% of each final 
rate,” the notice says. 


Murphy Succeeds Thompson 

James I. Murphy, has been appointed 
manager of agency accounts, succeeding 
the late W. G. E. Thompson, it was 
announced by the Royal-Liverpool In- 
surance Group. Mr. Murphy has been 
with the group since 1920, In 1935 he was 
named senior auditor of the general 
audit department, and became superin- 
tendent of the methods and planning de- 
partment in 1950. Since 1951 Mr. Murphy 
has served as assistant manager 0 
agency accounts. 
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The Price of Independence 


More and more, each day, we are vitally con- 
cerned with our Independence... and with its 
ever-rising cost. We need it, we want it. We’re 
willing to do everything to keep it... for our 
homes, our families and our businesses. 

And to no other business does Independence 
mean more than it does to the Insurance busi- 
ness. For the Insurance business .. . as we like 
to see it...is a huge network of men and 
women... agents and brokers... running 


their own independent businesses in their own 
local communities. 

Right now there’s a price on this Inde- 
pendence. Inflationary conditions have shown us 
that the surest way to keep it is to exercise care 
. .. much morecare .. . inthe selectivity of risks. 

All good agents and brokers realize this... 
always have, in fact. And it is to them we dedi- 
cate our services. Our Purpose Is to Care for Those 
Who Care ... first, last and always. 


The EMPLOYERS’ GROUP Insurance Companies 


G2 





AMERICAN EMPLOYERS’ INSURANCE Co, 110 MILK ST. 
THE EMPLOYERS’ LIABILITY ASSURANCE CORP., LTD, 
THE EMPLOYERS’ FIRE INSURANCE CO. 


BOSTON 7, MASS. 


For all types of Fire and Casualty Insurance or Fidelity and Surety Bonds, see your local Employers’ Group Agent, The Man With The Plan 
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There is a New Spirit at 76 William St. 


The Accident and Health Departments announce an 
expansion program. With new people added to our 
staff, new ideas being developed, and an advertising 
program designed to help you merchandise, we offer 


the finest facilities available anywhere. 


WE SPECIALIZE IN THE UNUSUAL. 


Our Staff of Accident and Health Specialists 


AVIATION & TRAVEL DIVISION COMMERCIAL DIVISION SPECIAL RISKS DIVISION POLIO DIVISION 


Charles Thompson, Manager Frank Sexton, Manager Don Heth, Manager Warren Branning 
John Lee Jacob Crist Jason Hine Martha Monfred 
Robert Urban Harry Farmer Tom Howard 
Robert White Fred Golle Ed Magee 
Robert McCabe Dick Petrucci 
Earl Taber 


CLAIMS DIVISION 


Les Farrell, Manager 
Stan Eschenbach John Muldowney 
Frank Fuchs Ed Parkinson 
George Vivino 


CONTINENTAL CASUALTY COMPANY 


Associated with Continental Assurance Company—Transportation Insurance Company 


— All forms of Accident and Health, Life, Casualty, Surety Bonds 
AMERICA’S No. 1 


and Inland Marine Coverages 


EASTERN AND METROPOLITAN DEPARTMENTS 
76 William Street New York 5, N. Y. WHitehall 3-8500 


Continental Companies Building e@ Chicago 





























